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9 Output Runs 


15 Days Ahead 
Year-Ago Pace 


Millionth Car Built 
As Schedule Rises; 
Chrysler Up Sharply 


By Martin L, Whitmyer 
Staff Writer 


INTINUED six-day operations 


at Studebaker, Rambler, Lin- | 
Thunderbird and six Ford) 
pers plus am upsurge in output at 


ler Corp., sent U. S. car pro- 
on soaring to a six-week high 
: 128,838 units last week. 

_ That compared with 120,822 car 
blies the previous week and 
units built during the week 

ended March 1 last year. 

The upsurge also brought year- 
t6-date output to 1,025,214 units, or 
262 percent above the 882,396 cars 
turned out from Jan. 1 to March 1 
@ year ago. The millionth car of 
this year rolled off the assembly 

on Thursday (Feb, 26), or 15 
ahead of its 1958 counterpart. 
* * - 

AST week’s 128,838 assemblies 

4 also brought 1959-model car 
Sutput to an estimated 2,542,344 
@nits, or 4.9 percent more cars than 
Were built during the comparable 

of the 1958 model -run. 

With Chrysler Corp. scheduling 
Wive-day work weeks at all its 
‘wT. S. assembly plants this week 
and the industry working on a 
| of 575,000 assemblies in 

h, it would appear the three- 


mth °59-model car will be 
on Thursday (March 
, Or approximately 22 work 


“Mays ahead of the comparable 
“1958 model car. 
*Car output is running at approxi- 
Mately 24,928 units daily from Mon- 
a) through Friday and 4,200 as- 
@emblies on Saturday, but the daily 
Tate is expected to climb to 25,400 
: (Continued on Page 45, Col. 3) 
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| chalked up 64 sales per 
to shade Pontiac (62) 


jin the select group in 1957, / 


'to crash the top 10 last y 
|ing by the wayside were 
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Sales Per Dealer 
The Top Ten makes in new-car sales 
per dealer in 1958: 


1958 
Pos. 


1—224 
2—170 
3—149 
86 
83 
82 
77 
69 
68 


1957 
Make Pos. 


Volkswagen 1 
Chevrolet as 
Ford 213-1 
Renault 49+-* 
Oldsmobile 994-5 
Buick 112}-4 
Fiat N.AL-* 
Cadillac 


798 
Rambler 42—* 
10— 64 English Ford 44—* 
N.A.—Not Available | 
*—Not in Top Ten j 
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Finance Gompanies Urge 
Bar to Vehicle Makers; 
Big Three Oppose Curb 


By William Ullman 
Washington Bureau Chief 


ASHINGTON.— Represegnta- 
tives of independent fihance 
companies paraded to the/ stand 
last week to tell the Senafe Anti- 


VW Fi iret, Chevy Is Second 
In U.S. Sales Per Dealer 


By John K, Teaher Jr. 
Staff Writer j 

r* WINNING back the top spot 

in registrations last year, Chev- 
rolet also regained the Jead in U. 8. 
new-car sales per dealer, an 
Automotive News compilation dis- 
closes. 


Chevrolet dealers sold an aver- 
age of 170 cars iece in 1958, 
compared with 149 for Ford. The 
previous year, Ford led the pack 
with 213 sales per/ dealer to 195 
for Chevrolet. 

But both U. S. makes trailed 
Volkswagen by a gubstantial mar- 
gin. The German import’s smal! 
dealer body (about 350 outlets) 
moved more than 78,000 cars last 
year, an average /of 224 per fran- 
chise, In 1957, VW dealers averaged 
186 new-car sales} 

* * 7 
— other imports also snag- 
ged places qmong the top 10. 
Renault, with 86 sales per dealer, 


edged OldsmobiJe (83) and Buick | 


(82) for fourth place. / 

Fiat, with 77, grabbed seventh, 
followed by Cadillac (69) d 
Rambler (68), English F 
r 
for th 
place. / 
Volkswagen was the lone import 
Rambler was the only U. g make 
r. Fall- 
ercury, 
Pontiac, Plymputh and Dédge. 

- * jf 

QN, THE basis of tota{ registra- 

tions, of caurse, the jmports are 
far behind the more-pgpular VU, S. 
makes, There wasn’t single im- 
port in the top 10 in /overall sales. 
Volkswagen, which finished 11th, 


-for-profits” meeting staged jointly by the Massachusetts State Automobile 


Assn. and NADA in Boston drew 424. William A. Plunkett, manager of 
MSADA, said dealers termed the seminar the-most successful they had ever attended. 
ht was “timed just before Washington's birthday, which marks the traditional opening 

the spring selling season in New England. At the lectern is Elson G. Sims, who, 
Dave Reese, got an enthusiastic reception. Story on Page 3. 


was nearly 45,000 registrations be- 
hind 10th-place Cadillac. 

Relatively small dealer organi- 
zations contributed to the im- 
ports’ rise in sales per dealer. 
Volkswagen, as mentioned, has 
about 350 outlets. Chevrolet had 
7,246 on dan, 1 of this year, and 
Ford division had 6,397. 

Among U. S. makes, 1958 saw a 
thorough shakeup in average sales 
per dealer, Only Plymouth (No, 8) 
retained its 1957 position. 

Rambler made the greatest 

{Continued on Page 4, Col. 5) 


Planning Begins 
For Sixth Alionel 
May Safety-Check 


/ WASHINGTON.—P lans for the 
sixth annual National! Vehicle 
Safety-Check, to be held in May 
and June, were outlined at a three- 
day training session for 21 repre- 
sentatives of auto and tire firms on 
loan for the project. 


The 1959 program, whose theme 
is “Join the Circle of Safety,” 
again will be sponsored by the 
Inter-Industry Highway Safety 
Committee and Look magazine. 


Charles C. Freed, chairman of the 
program committee and DeSoto- 
Plymouth distributor in Salt Lake 
City, said the campaign reached its 
peak last year when more than 
three million vehicles were checked 
in over 2,000 communities, 


“One of every five vehicles 
checked was in need of safety serv- 
ice for safe driving,” Freed said. 

“In making members of their 
own staffs available for a three- 
month period, automobile and tire 
companies are assisting those 34 
states and their communities, 
which do not require official 
motor-vehicle inspection, to par- 
ticipate in a nationwide effort to 
help reduce accidents caused by 
vehicles which are not in a safe 
driving condition,” he added. 

The 21 representatives will work 
with state and local public officials 
and citizens groups to prepare 
plans for the free and voluntary 
checkups, Freed said. 

At check lines set up on city 
streets or some other location, in- 
spectors examine brakes, front end 
and rear lights, steering, tires, ex- 
haust system, glass, windshield 
wipers, rear-view mirror and horn, 
he said. 

The 21 auto and tire representa- 
tives and the territories to which 
they have been assigned follow: 

American Motors Corp.: L, H. 
Nagler, Arizona and Nevada, 

Curyster Corp.:-John M. Blake 
jr., Georgia and Florida; Raymond 

(Continued on Page 4, Col. +) 








trust and Monopoly subcommittee 
that financing units owned by auto 
manufacturers are a threat to the 
continued existence of the inde- 
pendents. 

Most of the fire was directed at 
General Motors Acceptance Corp. 

Charges made by the independent | 
finance companies in calling for} 
passage of legislation to bar the 
makers from owning finance com- 
panies included these: 

1, GMAC gives GM dealers a 
competitive advantage over deal- 
ers in other lines. 

2. It no longer is necessary for 
GM to use coercion to get dealers 


to use GMAC. 
> 
= hearings were called by 
Senator Estes Kefauver, Ten-| 
nessee Democrat and subcommittee 
chairman, to gather views on two 
bills which would bar auto makers | 


> > 





from financing the sales of their! 
products. 

GM did not appear in person 
since the corporation is involved 
in a similar investigation of its 
link to GMAC by a Federal grand | 
jury in New York. | 
Ford Motor Co. and Chrysler) 
Corp. joined GM in opposing the | 
legislation. Ford has announced its 
intention of entering the finance) 
field. Chrysler has disclosed no} 
such plans, but argues that an auto 
company should have the right to 
take such a step if it so desires. 

> > > 
oS was represented by T. O. 

Yntema, and Chrysler by F. W.| 
Misch. Each is finance vice-presi-| 
dent of his corporation. William T.| 


Maker Statements 


Excerpts from Chrysler state- 
ment are on Page 42; Ford, 8; 
GM, not available at press time. | 


Gossett, vice-president and general 
counsel, also appeared for Ford. 
One after another, the inde- 
pendent finance men related that 
they get virtually no business 
from GM dealers. They com- 
plained that the GM dealers are 
practically captives of GMAC. 
Even giant Universal CIT com- 
plained that its share of GM deal- 
ers’ financing business is negligible. 
The witnesses took the position 
that separating GMAC from GM 


Top Cars 


New-car registrations, 
state for January: 


Make 
Chevrolet 
Ford 
Rambler 
Plymouth 
Pontiac 
Oldsmobile 
Buick 
Cadillac 


I— 293 
2— 281 


Mercury 


_ 
Va SSKEVeESSSses 


would not kill the finance unit. It 
might well grow larger, they said, 
but divestiture would equalize com- 
petition in the finance field. 
> - > 

HIS is not the first time that 

financing operations of auto 
makers have come under Federal 
scrutiny. In 1938, GM, Ford and 
Chrysler were indicted for alleged 
coercion of dealers to finance car 
sales through a firm owned by the 
manufacturer or with whom the 


| manufacturer had a working agree- 


ment. 

Ford and Chrysler agreed to 
divestiture of their finance ties, 
but GM fought the case until 


(Continued on Page 43, Col. 1) 


U.C. Demand Up 
As Spring Nears 


Quality Merchandise 
Enjoys Top Market 


By Robert M, Lienert 
Associate Editor 


= swing’s to spring in the 
used-car market, field reports 
indicate with growing certainty. 

Prices are firm, demand brisk, 
auction activity heavy and out on 
the lots the boys are shining ‘em 
up. 

Wholesale buyers have been drift- 
| ing into Northern cities in increas- 
ing numbers and attendance at 
| eustone is on the upswing. 

> 7 > 
| PRAwAseD emphasis is being 
placed on quality merchandise, 
however, as the trade shapes up for 
an anticipated warm-weather boom. 

As always, wholesalers are try- 
ing to buy each car “right.” But 
currently, when a fresh cream- 
puff is available, virtually no 
price is too high. 

“Give me the right car,” one 
dealer said last week, “and no mat- 
ter what I pay for it I won't own 
it more than three days.” 

* > > 
THE other hand, the “trans- 
portation” market has been re- 
duced to just about zero. 

“You can’t give the lousy stuff 
away,” said one veteran Detroit 
operator last week. 

He came close to being literally 
correct. In Detroit, the going price 
for junkers has dropped from $35 
to $25 (or $28 if the owner can 
coax the iron-pile into the junk 
yard under its own power). 

Many dealers have complained in 
recent weeks that fleet owners have 
started dumping their ‘58s, As a 
result, 58 prices have sagged ap- 
preciably and wholesalers become 
immediately suspicious of any ‘58 
model being offered. 

Fleet pieces have been dumped in 
Detroit from as far away at Miami 
Beach, according to some reports, 
and have queered the market for 
‘58s in just about every city in the 
Eastern half of the nation. 

* * . 
OST used-car dealers say they 
have a good stock, but they 
figure that demand will be unusu- 
ally high this spring because bad 
(Continued én_Page 4, Col, 1) 
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‘It Made the Industry,’ Says Fribley .. . 


Financing by Makers Defended 


NEW ORLEANS.—Ford Motor|sticker “has gone a long way to- 
Co, and Chrysler Corp. should have | ward putting emphasis back on 
the same right to enter the auto-/| product merchandising rather than 
financing business as any other| price selling.” 
auto maker, Carl Fribley, former Discussing territory-security 





record in favor of legislation to 
permit the type of territory secur- 
ity that existed prior to 1949, 

“It should also be recognized that 
the recommended type of territory 



























































NADA president, told the 22nd an- legislation, he said “we realize | security is not in itself any cureall 
nual convention of the Louisiana| there are differences of opinion | for dealer problems,” Crowley said. 
Automobile Dealers Assn, among dealers on this subject and | “Rather it is an effective means of rE 
He made his remarks on the | that clarification and uniformity | preserving and strengthening the W pit 
eve of the opening of Senate | °f dealer thinking are in order.” | franchise system of distribution in . 7 
hearings on two bills designed to |__He pointed out that GM is on | the public interest.” ese 
prevent car manufacturers from William J. Cleveland, NADA di- hich 
financing or insuring the sale of Ford Dealers Get rector for Louisiana, said a ques- af ehac 
their products. . tionnaire is being sent to dealers oe Ros 
Both bills stemmed chiefly from U ~ Sub enas in the state to learn their views riod 
Ford aoe yge cn rege be be sa ti P 7 “Garland Mahattes Lak Charies Louisiana Dealers Elect Officers— Senet 
was planning to reenter the auto , e es, “4 . : 
Snancing field, GM is the only other In N. Be Inquiry was elected president of the associ- New officers of the Lovisiana Automobile Dealers Assn., elected at the groupi—m has m 
‘ ‘ ‘ annual convention in New Orleans, are, from left, William J. Cleveland, NADé the sé 
auto maker in the field at present,| wew yorK—Certain r ds of | 2tion, succeeding J Alfred Beg-|% : : : , For | 
operating GMAC. .—Certain records 0 naud, Lafayette. Everett Richaud, director; Garland Mahaffey, president; Everett Richaud, vice-president, and Ber 
“Auto financing by manufacturers | New York-area Ford and Lincoln-| trauma, was named vice-president, | Feiber, secretary-treasurer. Page 
made this industry after banks gam pg en ag P and a Feiber, Bogalusa, secre-| a ae é 
urne up their noses to auto or ‘ ary-treasurer. 
loans,” Fribley said, "Now the Gov. |: 8. district attorney here in con-| “Named to the board of airectors| YIQrnket Outlook Weighed 
ernment is trying to take the fi-|™¢ction with a grand jury investi-| were Mahaffey, Richaud, Feiber, Pool-] 
nancing business away from the|gatton of alleged antitrust viola- Begnene, Wiley L. Mossy jr., J. J. . WwW 
” le M . 
meribiey also said dealers who | a Automobile Merchants Assn. aan ine ie F By GM Ss Hi uf: stader dies, 
use sales gimmicks are destroy- |°f New York, which reported the| Lanier, Jerry Ashley, J. W. Bryant, showro 
ing the business. action, said there has been no re-| E. W. Sehon, Franchis R. Edwards, DETROIT.—Tremendous techno-| nological progress feeds upon it-§ one, ad 
“Today’s successful dealer spends So either the = jury Of}McDonald Stephens and Tom] logical progress combined with a| self, shortening the period between§} tic wit 
much time in his service depart-|*the U. S. attorney on the probe of | Dutton. zooming population make the out-/|invention and the birth of a news} by mal 
ment,” he added, “because he real- | ther dealers in the area. a look for the economy an expanding | product, As a result, he said, we We 1 
izes satisfied customers are the| ye ange have "and|3 Milli one, although there are some “ifs,” | will have an undreamed-of wealth®™ the plz 
cornerstone of a sound public re-| hed fee aeeet, . co eon “\VELLLLOTL Years William F. Hufstader, vice-pres-|of new products. men Ww 
lations program and because serv- ’ ident in charge of| And consumers? Hufstader said Ow" &¢ 
ice and parts sales provide a sure|Charged by the U. S. in these en-| For Compact Cars distribution for! population indications point to m™ Yet in 
road to financial security.” |quiries. General Motors,| million more le by 1965, and™ strong 
Patrick J. Crowley, GM dealer| In Washington, Chevrolet dealers | Seen Romne told a joint meet-/|there are einer’ tndieathens that® new au 
relations director, said the price|Pleaded guilty and were fined. The ¥ ing of National) they will have money to spend Thus 
ALAA ———————  COUr accepted a plea of nolo con- Sales Executive s is nee 
tendre (no contest) by Ford and DETROIT.—Annual compact-car directors and the With respect to sales research, busine: 
Maine OK’s Substitute | Oldsmobile dealers. — SS ae oy directors and the| Hufstader asserted that no other § DV*i"¢: 
° ; | Chevrolet dealers were indicted | ®"4 their rapid rise to market lead- - rn a > *-| market has ever undergone such § ® * “ 
For Banned Warranties ‘by a grand jury in Detroit and|¢Tship was predicted last week by “ene ame changes as the auto market has 
AUGUSTA, Me.—Insurance Com-| stood mute on arraignment. In San| @®°rge Romney, president of Amer- on he qualifica-| in the postwar period. The | 
missioner George F. Mahoney has| Francisco, the Ford, Chevrolet and ee oo chesbiutta a it we have a There have been tremendous pop- GF 
announced the approval of a sub-| Plymouth dealer associations have nd ane ~~ stable world situ. | Ulation shifts between sections off +* th« 
stitute for the type of used-car) been indicted. ee i me Me eee W. F. Hufstader ation the country as well as from city™ he bec 
“warranty” banned in this state | The investigations have been as- t See mee th —~ 2 If we are not hampered by to suburbs. And the auto industry pect. 
since December. The State had|sailed by NADA President H. L.| ot the aan biz, — domi. | well-meaning do-gooders, ambitious | as moved from a fantastic sellers He 
aan the warranty an ee Foe hopes nation in the U. S, and a rapid | politicians, pressure groups and re a pear doo - aoa 
b | : ; f cess. n ere has n a big shi 
The commissioner said his de-| “Under the circumstances this| Soutien al endosaha _ to the er er i never rigeorg os Seinen Wedianes eaten a —# ‘fea 4 time 
partment had authorized the sale|action by the Government is un- : = Rom- | tions, with resultant shifts in auto} *70™" 
of auto-breakdown insurance by | warranted. Our dealers are unjustly) The Big Three move, he said, will} speaker's table was George model Is th 
: accelerate the opportunity for Ram-!| ney, president of American Mo- Ss. vick- 
companies licensed in Maine, One| branded as criminals. Their busi- : q 
firm already has received authori- | ness reputations are blackened un- bler sales growth. tors, who has suggested that GM This, said Hufstader, led GM & “Nov 
aaten te aided | necessarily.” “If the Big Three have decided| split itself up for the good of the | make a market-by-market analysis} jing ¢ 
’ , F to let car buyers determine the| industry and nation.) with an eye on dealer gross profit] today, 
speed with which they will replace| 3. If sales executives do an ade- | Opportunity. Wha 
° | their big car output with smaller te job of sales management Goal, he said, is to have the ing? 
n ite a quate job of sales g ; ing 
Savings Accounts O |}and more modern vehicles,” Rom- Hufstader looks for sales of 5%| correct number of dealers posi- Dea 
ney said, “the compact car market! mijlion cars in 1959, rising to 7%| tioned properly in relation to po- J for a 
Spending Resurgence Sot a mauiibaiion douse ma are t| aman, 3985 | a nn 
a Hufstader pointed out that tech- Progress has been made, but it @ sale 
with two or three million sales a|———______________+_____+— |i, only a beginning, he said Firs’ 
year.” a ° Also under way at GM is a pro- § ects 
WASHINGTON.—The saving/|savings accounts showed five large | aa a 2S ae 4th-Quarter Rise | gram urged by dealers to raise the the be 
spree which was a part of the 1957-| increases and one small decline in | oe experience "aa advantage as ° ° caliber of sales effort. This is being _— 
58 recession has given way to &\the first six weeks of 1958, In the | this revolutionary market change Gives Many Firms approached through GM training within 
spending spree in the early weeks | jixe period of 1959, there were one| occurs.” ° 9 centers throughout the country. 
of 1959, figures released by the Fed-| jarge increase, one small increase Romney told the stockholders Fair 58 Results The impact of the recession has§ y__, 
eral Reserve Board indicate. ; om s current ex- emphasized the need for a good 
f the and four declines. that the company’ A f 1958 fi ial reports i i i 
In the early part o reces- ae pansion program will permit it wave of 1905 Hnancial reports | relationship with customers, he CI 
sion in 1957, the amount added | _ The net change was a $224 million | (oh at from increased capacity |from the nation’s major corpora-| said. A sh 
each week to savings aeouunte - oo in — ty accounts in| in early April. a = i — oe —_ —Roserr M. Fintay § think 
major s shot up. i | the six-week period of 1959, com-/ “Of considerable importance to| turned ou a = an a ood ot ally m 
ings accounts have actually m | pared to an increase of $1,091 mil-| our current operations,” he said, |°Ptimists would have predic six within 
reduced in recent weeks. ‘lion in the like period of 1958 months egn Will Build “7 
In the most recent week reported, | -” . ae ea SS » Most companies were able to re- U ys to ul q The: 
the savings total went down by $142 port results that were at least satis- . the ex 
million. In the comparable week of . factory in view of the recession. Renault Dauphine } ec 
1958, savings showed an increase of | or many companies, no y the ene try to 
$318 million. This indicates that | usiness arometer auto pootucste, . becating cometh In Brazilian Plant } éemo: 
$460 million more was spent in the| quarter gave the full year a muc . he 
1959 week, compared with the year- || Automotive News Economic Index — better flavor, TOLEDO. — Willys Motors, Inc@ ,.. , 
earlier week. 100.9 Other business news last week/| and its Brazilian affiliate, Willys@ yy) , 
While savings activity in the -9 Percent of Last Week saw the stock market soaring to a| Overland do Brasil, have signed an§ jp ojj¢, 
major banks which submit weekly | 122.6 Percent of Like Week Last Year record high. The Federal Reserve | 4greement with Renault to produce® g,.¢ 
reports to the FRB are indicative Percent of fune'wea. || System tightened credit a bit and|the Dauphine in Brazil. the 5 
of saving in al] banks, these banks Last Week Last Year || Texas authorities reduced ~ Steve Girard, general maneeG Sale 
hold only about one-fifth of the|| Auto Production 4. missible oil production in rch|of Willys Motors, said Willys an 
total savings of all banks and sav-|/ Truck Production _— aa. oe below the February level. Renault would jointly invest $11,- 
ings and loan associations. Auto Registrations—Year to date.. 1,271 iets 163.6 The Labor Department reported | 968,000 in machinery and equipment 


Assuming that saving by con- 
sumers generally is running at 
about the same rate as it is at the 
major banks, the FRB report indi- 
cates that spending in the week in 
question went up by as much as $2 
‘billion. 

Other Government reports show 
that personal income is now 
being paid out at a rate well 
above the early 1958 rate, showing 
that any reduction in saving 
brings at least a comparable in- 
crease in spending. 

At the reporting major banks, 


Schlesinger Is Reelected 


SAN FRANCISCO.—Albert E. 
Schlesinger (Ford) is serving his 
third year as chairman of the San 
Francisco Parking Authority. He 
was commended by the press and 
fellow directors upon start of his 
new term for the job he has done. 


Truck Registrations—yYear to date. 

Steel Production—tTons 

Lumber Production—Board feet... 

Pa rd Production—Tons.... 

Soft Coal Output—tons 

Oil Refinery Output—Borrels .... 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


117.6 
179.4 


300 
2,449,000 
221,369,000 
304,774 
8,255,000 
52,488,000 
336,436 

111 

408.3 


103.3 


$59,134 537,000 


Commercial and Industrial Loans $29,571,000,000 


Savings sits 
Used-Car Prices—Average 
Business Failures 


Common 
Stocks 


Feb. 25 Feb. 18 '58-'5? Range 
34 43%- 8 
54% 594-44 

53% 56%4-37% 

45% 52 -33% 

(Mareh 


$28,168,000,000 


99.9 
106.2 


$1,116 
310 


Common 
Stocks 


Feb. 25 Feb. 18 '58-'59 Range 
42 44 -27 
35% 37%4-21% 
14% 16 - 2% 
80% 8314-40% 
2, 1959) 








living costs in January were at 
123.8 percent of the 1947-49 average. 
This compares with 123.7 in Decem- 
ber and 122.3 in January of last 
year. 

The department noted that living 
costs have set something of a rec- 
ord for stability since last spring 
and the outlook is for more stabil- 
ity in the months ahead. 

The Aluminum Assn, reported 
January production of primary 
aluminum amounted to 156,708 tons, 
a record high. The American Truck- 
ing Assn.s’ first report on weekly 
truck freight loadings showed 
freight volume 12 percent ahead of 
the like week last year. 

The National Machine Tool 
Builders Assn, reported net new 
orders for all types of tools to- 
talled $40,150,000 in January, down 
from the $43,900,000 in December 
but well above the $26,850,000 in 
January, 1957, 





in WOB. Additional financing 
would be provided through the is- 
suance in Brazil of WOB common 
stock, he said. 


Dauphine cars will be produced 
in WOB’s plant near Sao Paulo, 
where it is manufacturing Jeep 
vehicles and is tooling to begin 
production of a Willys passengef 
car later this year. 


By the end of 1960, Girard said, 
WOB expects to be producing at 
an annual rate of 50,000 Dauphine 
units, which will mean an annual 
dollar exchange saving for the 
country of almost $60 million. 


Girard said first shipments of) 
machinery and equipment to build 
the Dauphine in Brazil will begin’ 
soon. Machinery and equipment) 
will be shipped from the U. S, 
France, Germany, Great Britain, 
Italy, Holland, Belgium and Switz 
erland, he added. 
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. A Dealer Forum 


Ww" WERE talking of showroom 
pigeons, squirrels and bombers, 
when a veteran student of sales, 
George Dobie, made an observation 
which is significant in these times 
of chaotic auto selling: 


“Somehow in the postwar 
period there has been a loss of 
respect on both sides—the buyer 
has no respect for the seller and 
the seller none for the buyer.” 
For buyers it doesn’t matter, but 

for sellers? This is supposed to be 
their life’s work, to say nothing of 
their daily bread and butter. 

* ~ * 


Pool-Hall Wit 
ea ever men gather 
groups—whether it be 
offices, pool rooms, churches or 
showrooms—there always will be 
one, admired by some for his caus- 
tic wit, who will dig for a laugh 
by making fun of others. 

We need these guys like we need 
the plague. These are the insecure 
men who must seek to build their 
own egos by playing to the rabble. 
Yet in many cases they have a 
strong influence in the training of 
new auto salesmen. 

Thus, at the level where training 
is needed, the retail auto selling 
business often has the earmarks 
of a fast-and-dirty business, 

= 


The Critics 


A GROUP of men were discussing 
+% the technique of a salesman as 
he became acquainted with a pros- 
pect. 

“He didn’t qualify him fast 
enough,” a salesmanager co m- 
plained, “Salesmen don’t have 
time in this market to fool 
around with a customer.” 

Is this attitude the source of the 
quick-and-dirty qualification: 
“Now if I can get you the right 
kind of deal, are you going to buy 
today, or are you just looking?” 
What are salesmen so busy do- 
ing? 

Dealers who have been around 
for a while say that there is a 


in 
in 


step-by-step formula for making | 


2 sale, 
First you get a list of likely pros- 
pects—Dobie, for example, figures 


— by Robert M. Finlay 
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| percent of the sales are made after 
|the fourth call on the customer. 
| How many salesmen bother to go 


| beyond the first call? 
* 


a * 


| Priceless Ingredient 

TP THIS respect, we were listen- 
ing in when William F. Huf- 

stader, vice-president of distribution 

for General Motors, 


Sales Executive Club, 
Hufstader said that in his associ- 


ation with top auto salesmen he| 


always seeks to find what sets them 
above the others. 

He is now convinced, Hufstader 
said, that the priceless ingredient 
is a genuine interest in people. 
To be a top salesman takes sell- 
ing ability and product knowledge 
and work, plus interest in others. 

He recalled that St. Paul, 
great salesman of Christianity, said 
in first Corinthians: 

“If I speak with the tongues of 
men and of angels, and have not 
love, I am as a noisy gong or a 
clanging cymbal.” 

This is what separates the top 
men from the crowd, The top man 
believes; the rest of the boys listen 
to the showroom wit. 

= 


Level of Training 

. outstanding men of auto 
selling grasp this idea, But the 

problem of training is with the 


run of the mill. How do you instill 
= > = 
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the best goal to aim at are those) 


in the neighborhood of the dealer- 
ship who bought their cars new 
within a year to 18 months ago. 

> > > 


Your Neighbors 


A CHARTING of dealership sales 
*% shows that even the dealers who 


think they sell all over town actu-| 


ally make 70 percent of their sales 
within a few miles of the dealer- 
ship. 

Then, by phone, you qualify to 
the extent that the prospect is still 
driving the likely car and then 


try to make an appointment for a| 


demonstration. 

The salesmen who are so busy 
are the ones who are burning 
up prospects trying to sell, in 


boiler-shop fashion, cars without 
first becoming acquainted with 
the prospect. 

Sales statistics indicate that 80 
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“Warner is a pretty poor sport 
when he doesn’t land an order.” 





> 


in them the attitude of the pro- 
fessional salesman who equates 
selling with service, who thinks in 
terms of the prospect’s needs and 
welfare as well as a sales quota? 


One way you don’t do it is by 


> > 


the “we-gotta-move-so-many-cars” 


chain. 

You know, it starts with the 
| dealer calling in the salesman and 
telling him: “We gotta move 10 
cars this week.” 

This gives the sales manager 
| his cue for the sales meeting: 
| “All right, men. We gotta move 

10 cars this week, Let’s work 

them lists.” 

This is the weak link of sales 
management—when both sales 
managers and salesmen are running 
too fast to sell right. 

Dobie figures that part of the 
problem is that the pace of pros- 
pecting is too fast to manage prop- 
erly; that if sales managers gave 
salesmen fewer prospect cards and 
demanded they be reported on each 
day, they would get a clearer pic- 
ture of what is happening and thus 
be in better position to truly man- 
age sales. 

It is a significant point that the 
men who can gain something from 
articles like this are the men who 
will get mad about them, The men 
who have found the priceless in- 
gredient don’t need us. 





Boys Clubs Honor Ingold 


SAN FRANCISCO.— The Silver 
Keystone, highest award of the 
Boys Clubs of America, has been 
presented to Ernest Ingold, veteran 
Chevrolet dealer here. Ingold is 
chairman of the San Francisco 
Boys Club and has served on the 
board since 1942. 





addressed a| 
joint meeting of the Detroit Sales | 
Executives Club and the National | 





| immediate past president; 





New Officers Plan Sales Promotion— 


Newly elected officers and the immediate past president of the 
Automobile Dealers Assn. talk over promotion plans for their “Live Better" 
at a recent meeting. From left, they are Charles Dailey jr., president; Art Knobloch, 
Harold Reslink, 
president, and A. Grant Walker, secretary-treasurer. 
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NADA director; William Harris, vice- 


Mass. Dealers Hear Experts . . 





Called Key 


BOSTON.—The dealer who will | 


get off the “giveaway” bandwagon 
and is able to control expenses 


won't ever need any red ink, two| 


| retailing experts told a “Rally for 
Profits” here. 

The seminar, conducted by the 
Massachusetts State Automobile 
Dealers Assn. in cooperation with 
the NADA Business Management 
Services, drew about 375 dealers 
and 50 auto insurance and finan- 
cing representatives. 

Elson G. Sims, Vincennes (Ind.) 
Ford dealer, said that since 1953 
dealers “have been involved in the 
greatest wholesale giveaway pro- 
gram that modern business has 
been able to conceive.” 
| Speaking on “The Business of 
| Business Is Profit,” he said: 

“During 1953, 1954 and 1955 you 
| gave away the profits of your busi- 
| ness, and in 1956 you started giving 
| away the assets.” 

Dave Reese, Drexel Hill (Pa.) 
Oldsmobile dealer, said any dealer 
who can keep his expenses within 
12 percent of total dollar sales 
“must make money.” 

The dealer’s lack of knowledge of 
his selling costs has contributed 
more to “the distress in our busi- 
ness today than any other factor,” 
he added. 

Sims cited four 


Albany Dealers 
Call Yager Ideal 


| Bell Successor 


| ALBANY.—A candidate for the 
|}vacant post of NADA executive 
vice-president has been recom- 
mended by members of the Albany 
Auto Dealers. He’s their president, 
M. H. (Doc) Yager. 


In a letter to NADA President H. 
L. Galles jr., the Albany dealers 
pointed out Yager’s accomplish- 
ments in the auto business and 
gave their views on the type of 
man who should fill the NADA 
post. 

They said the job, formerly held 
by Frederick J. Bell, “should be oc- 
cupied by a dealer—and more spe- 
cifically—by a dealer’s dealer. 

“One who can speak dealer’s 
language, write dealer’s language, 
understand dealer’s problems and a 
man of irrevocable conviction, One 
in whom all dealers can have im- 
plicit confidence.” 


They said Yager was not aware 
of the action they had taken, He 
does not need the job, they con- 
tinued, “but we fee] confident that 
he could be prevailed upon to ac- 
cept this great responsibility if the 
dealers at large demand it.” 

Yager is president of Yager Pon- 
tic, Inc, 

Bell parted with NADA last De- 
cember after a dispute with NADA 
directors. James C. Moore, NADA 
general counsel, has been acting as 
administrator. 











“basic reasons” | 





Avoiding Giveaways 


the | 


to Profits 


for the sharp drop in dealer profits 
in the last decade. They are: 

1. Removal of the service-respon- 
sibility clause from franchises in 
1949. 

2. Factory accounting systems 
which confuse the dealer on his 
true cost of doing business. 
| 3. Factory practices of encourag- 
ing dealers to forget profits and go 
after volume and registrations. 

4. Too many false theories on 
making money in auto retailing. 

The dealer's most vital need, Sims 
| said, is a simplified, standardized 
accounting system and finance 
statement. 

It should be one that “will 
| apply all profits and all expenses 





Chicago Counts 
24 Fewer Outlets 


411 at Year’s End 
Hold 513 Franchises 


CHICAGO.—The number of new- 
car dealerships in Cook County 
decreased by 24 during 1958, accord- 
ing to the Chicago Automobile 
Trade Assn. There were 411 deal- 
erships at the beginning of this 
year, compared with 435 on Jan, 1, 
1958. 

It was the sixth decrease in 
the last seven years, CATA said, 
During that period, the dealership 
total has declined from 503 as 
of Jan, 1, 1952, to the present 411. 

Today’s 411 dealers hold 513 


Erie County (Po) | franchises, A year earlier, the 435 
campaign dealers held 532 franchises, The 12 


Willys outlets in Cook County are 
considered passenger-car establish- 
|ments in the CATA compilation. 

The survey found that 68 fran- 
chise holders resigned or were can- 

|celled during 1958, and 59 replace- 
| ments were appointed. 
| .The Big Three showed losses 
| (although the declines were minor 
for General Motors and Ford Mo- 
tor), while American Motors, Stude- 
baker-Packard and Willys recorded 
| gains. 

The GM chart showed little ac- 
| tivity, Buick, Pontiac and Oldsmo- 
bile each lost one outlet; Chevrolet 
lost one and named one, and there 
was no change in the Cadillac 
setup. 

Ford Division lost seven deal- 
ers and appointed four replace- 
ments, and M-E-L had 17 resig- 
nations or cancellations and 18 

| appointments. 

| Chrysler division lost one outlet 
and opened none; Dodge lost six 
and gained one; DeSoto lost nine 
and picked up one, and Plymouth 
jlost 14 and added two. 

| Plymouth’s losses may be ex- 





plained by the closing of Dodge- 
Plymouth and DeSoto-Plymouth 


to the right departments and in | duals. 


the right proportions, and display 
prominently the true and full cost 
of selling an auto on a single-unit 
basis,” he continued. 


Sims assailed “irresponsible, un-| 


controlled and unscrupulous races 
for leadership and market penetra- 
tion.” 

He said “there are too many in- 
stances where dealers turned out to 


Gains were recorded by Rambler 
| (one loss, six appointments) ; Stude- 
| baker (seven losses, 13 appoint- 
ments), and Willys (two losses, 
| three appointments). 

CATA said the 513 franchises 
consist of 280 in the City of Chicago 
jand 233 elsewhere in the county. 
|The dealership breakdown shows 





be the largest dealer volume-wise | 226 in the city and 185 elsewhere 


and the smallest dealer profit-wise. 

Both Sims and Reese blasted the 
theory that a dealer’s service oper- 
ation should absorb all of the firm’s 
overhead so that a large number of 


new cars can be sold at little or no| 


profit. 

“Can you imagine any automo- 
bile manufacturer applying the 
profits of his parts sales against 
the cost of manufacturing new 
units so he could sell the new 
units cheaper?” Sims asked. 

He said the high number of 
dealer insolvencies has “been ac- 
companied by, if not caused by, ex- 
cessive overall allowances and big 
discounts coupled with too much 
volume in relation to potential.” 

Reese urged dealers to figure how 
much it costs them to retail a new 
car and to refuse to sell at below 
that price. 
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On the House... 


Bill France has the hottest thing in Florida, 
probably in the world. His new $3 million Daytona 
International Speedway, 
first annual 500-mile stock car race, is a spectator’s 
and a driver’s dream. A tri-oval track with 31 degree 
banks, the new speedway bids to become the fastest 
in the world and a real rival to Indianapolis .. . 

I got a big kick out of the opening ceremonies 

marking culmination of NASCAR Bill’s 10-year 
dream. It seemed like old times listening to Saz 
Lloyd, former NADA president and chairman of 
Florida’s speedway authority, who opened the 
program. Incidentally, the 45-acre artificial lake 
in the speedway’s infield is named for Lloyd . . . Among directors 
of the new speedway are Spike Briggs, former head of Briggs 
Body and now a dealer in Lake Wales; Mike Women, assistant to 
the executive vice-president of Time, Inc., and Tom McCahill, 
auto editor of Mechanics Iflustrated . .. 


Among the many factory men present for the 500-miler were 
Chevrolet’s Ed Cole and Goodyear’s Russell DeYoung. 


in the county. 

Here are the Cook County 
franchise totals as of Jan, 1, 
1959: Buick, 33 (down one during 
year); Cadillac, 14 (no change); 
Chevrolet, 51 (no change); Olds- 
mobile, 32 (down one), and Pon- 
tiac, 32 (down one), The GM 


| total is 162, down three during 


the year. 

Ford division, 54 (down three); 
M-E-L, 55 (up one). The corporate 
total is 109, down two during the 
year. 

Chrysler division, 28 (down one); 
DeSoto, 22 (down five); Dodge, 27 
(down eight); Plymouth, 71 (down 
12). The Chrysler Corp. total is 148, 
down 26 during the year. 

Rambler, 46 (up five); Stude- 
baker, 36 (up six), and Willys, 12 
(up one). 





































scene last week of the 


—Pere Wemuorr, Editor, 
Automotive News 
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Spring Triggers Boost 
In Used-Car Demand 


(Continued 


weather has cut down normal 
winter-time retailing activity. So 
they are out scouting and buying. 
A North Carolina dealer said his 
used-car sales in January were the 
best he had “seen in many a year.” 
“I think everything is going to 


Sales Still Rising, 
Makers Report 


Ford Division Notes 
40 Percent Increase 


DETROIT.—New reports of in- 
creasing acceptance of 1959 models 
came from auto manufacturers last 
week. Their reports follow: 

Ford Division 

With the first quarter of 1959 
half over, Ford sales were up nearly 
40 percent over the corresponding 
period of 1958, representing a rise 
more than twice as great as the 





overall increase for the entire in-| 


dustry, according to Walter J. 
Cooper, division general sales man- 
ager. 

In the four months since the 59 
Ford’s introduction, sales totalled 
416,000, or 54,000 more than were 
sold during the first four months 
after introduction of the '58 models, 
Cooper said. 

> > > 


Ford Truck 


More Ford trucks were sold dur- 
ing January than in any month 


since the new line of trucks was) 


introduced a year ago, according to 

Wilbur Chase, Ford division truck 

marketing manager. 
> > 


Edsel 


Edsel sales during the Feb. 11-20) 


period included the highest sales 
day and the best average daily 
sales rate for a 10-day period since 
introduction weekend of the 1959 
model, Leo C. Beebe, Edsel market- 
ing manager, reported. 

Beebe said dealers reported 
selling 239 Edsels on Feb. 20. 
Sales for the Feb. 11-20 period 
totalled 1,520, an average of 169 


cars a day. This rate is higher 


than the 1959 model rate in any 
previous period, Beebe said. 

Sales of the Edsel during Febru- 
ary are going much better than a 
year ago, Beebe stated. 


Mercury 


Mercury sales of 4,322 units in 
the Feb. 11-20 period exceeded the 
same period of last year by 21 
percent, according to J. Emmet 
Judge, marketing manager. Calen- 


dar year-to-date deliveries of 20,182) 


Mercurys compared to 17,946 in 
1958, a gain of 12 percent, Judge 
reported. 


Rambler 


Retail Rambler sales soared 175.5 
percent in the second 10 days of 
February, compared with a year 
ago, it was announced last week 
by Roy Abernethy, vice-president 
of automotive distribution and 
marketing of American Motors 
Corp. 

Sales in the period totalled 8,344 
Ramblers, compared with 3,029 in 
the comparable period of record 
1958. 





Buffalo Ford Plant 


Starts Small-Car Work 


BUFFALO.—Ford’s Buffalo 
stamping plant has started pre- 
liminary work on stampings for 
@ smal] car. 

It is known, too, that the Gen- 
eral Motors has plans in the 
works for a small car with a 
“pancake” aluminum engine. 
Chevrolet’s Tonawanda engine 
plant near here has been desig- 
nated to produce the engine for 
GM’s entry, Preliminary work on 
this engine has been in progress 
in the Chevrolet plant for some 
time, 








from Page 1) 


be all right,” he said, in discus- 
sing the ’59 outlook. 


Wholesale buyers are prone to 
stay with Ford, Chevrolet, Plym- 
outh and Rambler, although they 
will not pass up a “heavy” if it is 
sharp and—as one buyer put it—“if 
you can buy it at the Chevy price.” 

Straight-stick jobs are in heavy 
demand. 

* * * 

. used-car operator, consid- 

ered a reliable source, told 
Automotive News last week that a 
few quick-buck operators are 
haunting port-of-entry docks and 
picking up new Volkswagens in 
volume for “a few dollars” over 
dealer cost. 

These cars, he said, are going 
through some auctions or directly 
onto dealer lots at such a slim 
margain that they can be retailed 
at levels similar to suggested re- 
tail prices. 

“This proves one thing about 
VW,” he said, “They're more plen- 
| tiful.” 

The overall average price of used 
cars sold at wholesale auction last 
week declined $1 to $1,116, accord- 
ing to Automotive News’ index. 

Setbacks amounted to $37 on ’58s, 
$12 on '57s and $1 on ‘56s. Record 
lows for ’57s and ‘56s resulted. 

Gains amounted to $30 on '59s, 
| $3 on 55s, $2 on 52s and $1 each 
on ‘54s and ‘53s. 


‘Conn. Suspends 
O'Meara 30 Days; 
Appeal Planned 


Vehicles Commissioner John J. 
Tynan has ordered a 30-day busi- 
ness suspension for O’Meara Mo- 
tors, Inc. (Ford), East Hartford, 
on three of 11 charges involving 
alleged law violations. 

The three charges alleged taking 

a motor vehicle under false pre- 
tenses, a false report under oath 
to the motor vehicles commissioner 
| and failure to state on an inventory 
| whether a motor vehicle was guar- 
| anteed. 
Edwin B. Pratt, chief of the 
| State Motor Vehicles Department's 
| division of dealers and repairers, 
which conducted the investigation, 
said no action has been taken on 
| the other eight charges against the 
| dealership, which is headed by 
| Martin J. O’Meara. 

Meantime, Attorney Alfred F. 
| Wechsler has announced he will 
|appeal to the Superior Court here 
|to stay or rescind the suspension 
orders. 

Tynan’s edict, which was effec- 
tive Feb. 24, forbids O’Meara Mo- 
tors from buying, selling or repair- 
|ing vehicles during the suspension 
period. 





HARTFORD, Conn.—State Motor | 











New-Car Sales Per Dealer—1955-58 


Make 


Chevrolet 
Ford 


1. 
2. 
3. 
4. 
5. 
6. 
7. 


Lincoln-Continental 
DeSoto 

. Chrysler . 

. Studebaker 
Imperial 

. Packard 
Hudson . 





*—_Rambler included in Nash registrations for 1955. 
Edsel was introduced in September, 


**__Ppartial-year figures. 


NASCAR Courting Makers 
At Daytona Speedway 


By William Carroll 


Staff Correspondent 





DAYTONA BEACH, Fla.—Stock- | 


car racing moved another step up 
the ladder of respectability as Bill 
France’s NASCAR Speed Weeks 
reached its climax on the new Day- 
tona International Speedway. 

There was $67,760 in the kitty 
for some 60 stock-car drivers, But 
this is smal] change compared 
with future cash awards if De- 
troit can be won back into the 
stock-car fold, 

Some 47,000 fans, who paid as 
much as $20 a seat, cheered a close 
finish between Johnny Beauchamp’s 
’59 Thunderbird and Lee Petty’s 
’59 Oldsmobile in the 500-miie event. 
Officials first declared Beauchamp 
the winner, but later in the week 
France declared movies and _ still 
pictures showed Petty had won. 


The decision meant Petty col- 
lected $19,000, and Beauchamp, 
$8,000. 

Earlier, a 200-mile feature for 
modifieds was won by Banjo Mat- 
thews driving a '56 Ford with a 
430-cubic-inch ‘59 Lincoln engine. 
The opener on the new speedway 


was a hardtop race won by Bob| 
Welborn in a ‘59 Chevrolet, A con-| 


vertible race, also a part of the 
opening, was won by Shorty Rollins 
in a "58 Ford. 

What the public didn’t see were 
new-product engineers, public re- 
lations men, lubrication specialists, 
chassis designers and dozens of 
other factory experts wandering 
through the pit area. Detroit was 
out in force. 

Why? Most factory men agreed 


. 

Tenn. Law Hits 
6 2 9 
Fly-by-Nighters 

NASHVILLE.—A bill designed to 
curb “fly-by-night” dealers has 
been signed by Gov. Buford Elling- 
ton. 

The law requires a retail dealer 
to maintain a permanent showroom 


for displaying autos and to main- 
tain or contract for repair facilities. 





| 


| easy entrance. 


| 








| GM's Newest Experimental Car— 


| Here is the Cadillac Cyclone, newest experiment in advanced styling and engineer- 
| ing developed by General Motors’ styling staff in cooperation with Cadillac and other 
| GM divisions. Doors spring out from the side of the car and slide backwards at the 
| touch of a switch. Simultaneously, the clear plastic dome opens partially to allow 
The two-passenger car turns into a convertible when the back deck 
elevates and the dome flips down out of sight. A radar locating device in the two 
front nose cones scans the highway and warns the driver electronically of objects 
in his path. The Cyclone is the 38th experimental car built by GM since 1938. 


| 
| 


|} supplant Indianapolis,” said one 








| “Watch these engines blow up when | 
| are excessive already and under the | 


| ning, we’re going to find a lot of 
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1955 Pos. 
216 
224 
153 
206 
80 
* 
133 
72 


1957 


195 
213 
99 
112 
79 
42 
84 
77 
85 
74 


1956 


195 
114 
148 
74 
32 
90 
55 
87 
61 
31 
41 
37 
36 
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2 
1 
4 
3 
7 
11 
6 
8 
5 
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29 
46 


19 
13 


1957. 





VW Dealers Lead 


In Average Sales 


Chevy Finishes Second 
As Ford Falls Back 


(Continued from Page 1) 


strides, jumping from 11th to sixth, 
while Mercury lost the most ground 
as it tumbled from fifth to ninth, 
DeSoto fell from the top 10 toa 
12th-place tie with Chrysler and 
Lincoln-Continental. 
* * * 

HEVROLET and Ford were the 

only U. S. makes to average 
more than 100 sales per dealer last 
year. Buick also had been in this 
category in 1957, and Oldsmobile 
had 99. 

In halcyon 1955, Chevrolet, Ford 
and Buick were above the 200 


and Mercury all averaged more 
than 100 sales per franchise. 
Rambler was the sole make to 

show an increase in sales per dealer 





that for the first time a stock-car 
track could do something besides 
hammer a car to death. Daytona’s 
2.5-mile tri-oval permits open- 
throttle running for mile after 
mile at blistering speeds—such as 
Welborn’s 143.10 m.p.h, for 100 
miles, This is faster than indian- 
apolis. 

Such speeds can pull the tread | 
from a poorly cured tire. It can 
beat bearings flat when crankcase 
oil thins beyond usefulness. And a 
couple of emergency brake applica- 
tions will char almost any standard 
lining. 

“I don’t think France expects to 


factory engineer. “But, by golly, 
he’s certainly given us an ideal 
setup to show the public what our 
cars will do.” 


A lubrication engineer said: 
hot weather hits, Bearing pressures 
strain of continual high-speed run- 


engine defects never seen before.” 


Race fans and engineers may be 
happy with France’s track, but 
some Daytona businessmen and 
performance enthusiasts take a dim 
view of the proceedings. 

Emphasis has shifted from the 
hammer-hard sands of the beach, 
where everyone could drive his 
ear, to a highly commercialized 
operation, “What now?” ask the 
motel owners. “Does this mean no 
more beach racing to fill our 
motels for a couple of weeks? 
Race crowds in town for a day | 
do us little good.” 

What happens now remains to be | 
seen. For sure, France has begun 
a courtship of the auto makers that 
could lead to a revival of factory | 
participation. Based on the number 
of factory people at the track, he! 
has more than his foot in the door. 





Planning Begins 
For Sixth Annual 
May Safety-Check 


| during 1958, zooming from 42 to 68 


The climb is more noteworthy in 
view of the fact that American 
Motors added some 550 dealers dur- 
ing the year, Dealer totals declined 
for almost every other make. 


Edsel also boosted its sales-per § 
dealer figure last year, but this car 
was on the market for only four 
months of 1957. 


= * * 


~— makes saw their sales per 
dealer slip for the third consec- 
utive year since the “good old days” 
of 1955, They were Chevrolet, Olds- 
mobile, Buick, Pontiac, Mercury, 
Studebaker and Packard. 

Prospects are bright, however, for 
a reversal of the downward trend 
this year. The recession held 1958 
new-car sales to subsistence levels. 
A rising market, coupled with a 
stable or declining dealer organiza- 
tion, naturally means an increase 
in average sales per dealer. 


Ford Stock Sale 
Noted in Trial of 
GM-duPont Case 


CHICAGO.—The first public sale 
of Ford stock in 1956 came up last 
week in the Federal Court case in 
which the Government seeks to 
force duPont to divest itself of its 
large holding of General Motors 
stock. 

The Government, seeking to es- 
tablish that the the stock can be 
sold without injury to present GM 
stockholders, produced a report 
from an investment banking firm 
which noted “similarities surround- 
ing” the Ford sale and a sale of 
1,278,333 shares of GM stock by the 
Sloan Foundation later in 1956. 

Under questioning, Ralph C. 
Sheets of the brokerage firm of 


|Blythe & Co, said that the Ford 


offering attracted “a lot of volun- 
tary customers.” 

Later he commented that those 
who were buying stock for the first 
time did not make up a major part 
of the group which bought up the 
Ford stock. 





(Continued from Page 1) 


R. Fisher, Minnesota and Wiscon- 
sin; Lynn P. Jones, Southern Cali- 
fornia, and Richard G. Roth, Iowa 
and Missouri. 

Firestone Tire & Russer Co.: 
Vernon A. Langille, Ohio, and Bob 
Van Der Velde, Illinois. 

GM: John H. Abercr ombie 
(Buick), Louisiana and Mississippi; 
LeeRoy W. Duncan (GMC), Mich- 
igan; Cort W. Edmonston (Pon- 
tiac), Northern California; W. F. 
Hoffman (Oldsmobile), Indiana; 
Louis E. Taylor (Chevrolet), Kan- 


sas and Nebraska; Kenneth R. 
Wolfe (Cadillac), Oregon and 
Idaho. 


General Tire & Rubber Co.: 
Julius E, Anderson, Tennessee 
and Alabama, 

B. F. Goopricu Co.: Roy J. Dever- 
eaux, Maryland; Walter W. 
Schwartz, North and South Dakota. 

Goopyear Tire & RussBer Co.: Earl 
W. Fidler, Arkansas and Okla- 
homa; John W. Peterson, Washing- 
ton. 

STUDEBAKER-PACKARD Corp.: 
ard L. Towner, Kentucky. 

U. S. Rupser Co.: John B. Mee- 
han jr., Connecticut; Rudolf Ruyl, 
North and South Carolina. 


Rich- 














Dealer Anniversary— 


One of the oldest dealerships in Dallas, 
Lone Star Cadillac Co., is celebrating its | 


25th anniversary. Here W. D. DeSanders, 
president, talks over future company plans 
with his father, N. J. DeSanders, who is 
board chairman. The dealership, founded 
by the elder DeSanders, also is wholesaie 
distributor for 21 Cadillac dealers in 30 
North Texas counties. 





mark, and Oldsmobile, Pontiac 
: 



















4 








ocr eo 


oe 


...has given us very 
valuable sales help’ 


says BIRKETT L. WILLIAMS, 
Ford Dealer, Cleveland, Ohio 


““We have been in business for 44 years, and have been using the COMMERCIAL 
Crepit PLAN for more years than I remember. Always we have been able to 
depend on it for really good service. ComMMERCIAL CrepIT has given us very 
valuable sales help. In fact, I sometimes think they do a better job of 
giving us help than we do in using it. But I know that our full control of 
financing—extra service business in our shop—and a substantial amount 
of increased sales can be credited directly to our use of the COMMERCIAL 


Crepit PLAN.” 


< Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerciaL Crepir CoRPORATION 
office for complete information on the benefits of CoMMERCIAL 
Crepir Pian. Why not do it, today? 


WO aa EE A service offered through subsidiaries of the 
CREDIT aT 3 Commercial Credit Company, Baltimore . . . Capital 
* ; ou and Surplus over $200,000,000 . .. offices in principal 


A? cities of the United States and Canada. 
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Judge Bars Dismissal .. . 
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2 Allotment-Cut Suits 
Pressed by Dealers 


By Maynard M, Gordon 
News Editor 
—— dealer lawsuits asking ex- 
tensive damages for car allot- 
ment cutbacks are alive and kick- 
ing in Federal District Courts. 

In one case, a judge recently 
threw out the manufacturer’s dis- 
missal motion, The judge ruled 
that a franchised dealer is en- 

titled to an equitable share of car 
distribution and could sue for an 
alleged maldistribution as far 
back as 1948. 

Executives of another auto pro- 
ducer have warned their dealers 
that the other suit makes a “two- 
edged sword” out of the celebrated 
good-faith law. 

* * 


LLAINTIFFS in the suits are 
Mark Leach, Inc., a former} 
Lincoln-Mercury dealer in Detroit, | 
and Sheldon Pontiac, Inc., New 
Brunswick, N. J. 
The Leach and Sheldon cases are 


= 


limitations was the second reason 
Ford sought dismissal of the suit. 
* + * 


HE Sheldon Pontiac suit, AvuTo- 

MoTive News has learned, was a 
top subject of discussion at the 
recent National GM Dealer Council 
session in Detroit. 

GM executives warned that the 
18 dealer defendants in the case 
could suffer a liability of more than 
$40,000 each if Sheldon Pontiac’s 
claim for $750,000 treble damages 
is upheld. 

GM took the position that the 
corporation was barred by the 
good-faith law from taking any 
action against Sheldon Pontiac’s 
price-cutting and cross-selling 
practices, Hence, under the GM 
reasoning advanced at the Coun- 
cil session, dealers such as Shel- 
don Pontiac must be allowed by 
the factory to operate or they 
may seek legal recovery from 
fellow dealers. 





distinct from lawsuits under the 
good-faith law in that dealer} 
groups are named defendants. 
While Leach has also sued Ford 
Motor Co., however, Sheldon Pon- 
tiac has confined its charges to a 
“dealer-manufacturer conspiracy” 
and has not taken action against 

General Motors. 

The Leach suit against 11 Detroit 
area L-M dealers has been held in 
abeyance pending outcome of the 
Leach action against Ford. 

* > > 


WAS Ford’s motion to dismiss 

the Leach complaint which 
Judge Theodore Levin rejected Jan. 
30. The judge’s opinion brought a 
trial date nearer in the case and 
excited veteran auto industry at- 
torneys because it repudiated a/| 
long list of earlier cases which had 
affirmed a factory’s right to set a 
dealer’s allotment. 

“The contract, when read in its 
entirety, reveals that it imposed 
a duty upon defendant to treat 
plaintiff fairly and equitably in 
relation to other dealers,” Judge 
Levin stated. 

The judge also accepted the 
Leach contention that evidence 
bearing on the allotment cut had 
been discovered after the statute of 
limitations ran out. The statute of 





Colonial Motors, 
sler in Court 


For Third Time 


BURLINGTON, Vt.—The third 
jury trial in the Colonial Motors 
suit against Chrysler Corp. was 
under way here last week. 

Proceedings in the common-law 
suit were drawing to a close at 
press time Thursday before Federal 
District Judge Ernest W. Gibson 
and 14 jury members, including two 
alternates. 

Colonial Motors lost its Chrysler- 
Plymouth franchise here in 1957 
and has sued Chrysler Corp. for 
$110,000 damages. The good-faith 
law was not invoked as a major 
issue in the litigation. 

The first trial ended with a hung 
jury at Brattleboro. A mistrial was 
declared the second time around by 
Judge Gibson after a juror was 
observed speaking to a dealer at- 
torney outside the courtroom. 

The third trial began Feb. 16 and 
Was moving at a slower pace than 
the first two trials. 

Principal stockholders in Colonial 
Motors were John H. Pearson and 
Antonio Pomerleau. They no longer 
are in the auto business. 





Late Report... 


Used-Car 


The overall average price of used 


| prices. 


Sheldon Pontiac has charged that 
the 18 defendants threatened to 
send in their franchises unless 





| Sheldon’s allotment was reduced. | 


The dealers also were accused of | 


|conspiring to refuse to service any 


car sold by Sheldon and of packing | 
* * es 
AR shipments to Sheldon Pon-| 
tiac allegedly were cut by Pon- | 
tiac division after receipt of the 
18-dealer letter threatening fran- | 


| chise surrender, The allotment cut 


was made, according to Sheldon | 
Pontiac, in the summer of 1956 
shortly before the good-faith law 
took effect. 

Danzansky & Dickey, of Wash-| 
ington, attorney for Sheldon Pon- 
tiac, has been taking depositions 
since the suit was filed at Federal | 
District Court. Newark. 

Both the Sheldon and Leach | 
suits against line dealer groups | 
charge conspiracies under the 
Clayton and Sherman antitrust | 
laws. | 
A judgment against Ford for| 
$584,800 has been asked by Leach | 
in the breach-of-contract suit. | 
Treble damages of $2,354.400 were | 
demanded in the Leach group- 
conspiracy action, which named as| 
defendants two Ford executives, 
Ford Motor Co., Universal CIT, a| 
CIT official and the 11 Lincoln- | 
Mercury dealers. 

Mark Leach asserted that it was | 
“undershipped” 129 cars during} 
1948. while favored L-M dealers in| 
the Detroit area were “overshipped” | 
273 cars. : 

> 


> 

as Leach complaint said that | 
almost all of the favored dealers 
were former Ford or CIT employes. | 
A confidential memorandum pur- 
porting to single out undershipped | 
from overshipped dealers in 1948 
was submitted to the court by| 
Leach. It was belated discovery of 
this memorandum, Leach main- 
tained, which prompted initiation of 
the suit so long after the period 

covered in the suit. 


GM Sued for $100,000 
By R. I. Ford Dealer 


PROVIDENCE.—B. A. Dario Co. 
(Ford), Pawtucket, has filed a 
$100,000 suit in U. S. District Court 
here against General Motors. 

The suit alleges that GM exer- 
cised bad faith in withdrawing the 
Dario firm’s franchises to sell 
Buicks and Opels about a year ago. 
The legal action was brought under 
the 1956 Federal day-in-court law. 

Dario has taken over the Ford 
franchise formerly operated by Col. 
Thomas A, Clarke here. 





Market 


cars sold at wholesale auction last 


week declined $1 to $1,116, according to Automotive News’ index. 
On the losing side were "58s, down $37 to $2,018; ’57s, off $12 to $1,366, 


and ’56s, $1 lower at $997. 


Meanwhile, ’59s rose $30 to $2,775; ’55s were up $3 to $757; ’52s 


climbed $2 to $225; ’54s advanced $1 


to $474, and ’53s gained $1 at $315. 


At a group of representative auctions last week, the average con- 
signment was 222.1 units, compared with 193.3 a week earlier, The 
sales ratio was 63.5 percent, compared with 65.0 percent the previous 


week. 
Auction reports begin on Page 34. 





Federal Court Box Score... 


STATUS OF AUTO LAWSUITS 


ISSUES AND PRINCIPALS 


GOOD FAITH LAW 
Staten Island Motors v. AMC 


WHERE 


Newark, N, J. Termin 


STATUS 


ation upheld—appeal undecided 








~ Jim Kelly, Inc., v. Chrysler 


Detroit 


Constitutionality ruling pending 








~ McLaren Motors v, Chrysler 
Raleigh Leach v. Ford 
Harvey Motors v. Chrysler 
B. A, Dario v. GM 











San Francisco 


Constitutionality challenged 





San Francisco 
San Francisco 


Ford answer awaited 


Chrysler answer awaited 





Providence, R, L 


GM answer awaited — 





SH. Armolt v. Renault 

BREACH OF CONTRACT 
Mark Leach vy. Ford 

__ Woodard Motor v, GM 
Colonial Motors v. Chrysler 





Chicago ; 


Detroit 


~ Charges denied 4 


Dismissal motion rejected 





Dallas — 
Burlington, Vt. 


ANTITRUST CONSPIRACY 


2 Sheldon Pontiac v. 18 Pontiac dealers 
Mark Leach v. 11 L-M dealers, __ 


Ford and Universal C.LT. 


Newark, N, J, 


Detroit . 


TERRITORY ALLOCATION 


U.S. v. Volkswagen of America and 


14 VW distributors 


Ru 
Trenton, N. J. 





U.S. v. White Motor Co. be e rs Cleveland _ Soe 
DEALER FINANCING 

Schutz v. Chrysler Te i‘. Detroit _ 7 
~ Arndorfer v, Chrysler - Milwaukee — ; 
PRICE-FIXING 

U.S, v. Chevrolet dealers ___Washington si 
~ U.S. v. Ford dealers en = Washington 
U.S. v. Oldsmobile dealers = ——————s«Waashington 
~ U.S. v. Chevrolet dealers Detroit 


~U. S. v. Chevrolet, Ford and 


Plymouth dealer associations 


San Francisco 


The Man Behind the Wheel . . . 


_ Stood mute; tria] awaited 


Pleadings being amended 
Third trial on after two mistrials 


Depositions under way 





Awaiting contract suit outcome 


(see above) 


ling pending on legality of 
territory system 
Charges denied 


_ Trial awaited = 
Pre-trial in March 


uilty pleas—dealers fined 
No-contest pleas | 
No-contest pleas 


Charges denied 


Sales Testing the New Models 


By L, H, Houck 
Travelling Correspondent 

— 1959 PONTIAC is unlike 
past Pontiacs—styling is new 
and different and performance sets 
a new standard—but it pinpoints 
one of the great difficulties of the 
buyer because some of the most 
valuable engineering advancements 

cannot be readily seen or shown. 

I’m referring to the wide stance 

of the new Pontiac in which the 
wheels have been set out almost 
five inches while making the | 
body only slightly wider. | 
You can see that the wheels are 
farther apart when it is pointed 
out, and I imagine some prospects 
will immediately wonder if they 


| will have to learn to drive all over 


again. Some may wonder what 


| difference it makes anyway. 


Because in my 1,800 miles of test 
driving this Pontiac I found the| 
answers to almost every objection 


| that could be raised and found out 


for myself the many advantages of 
wide stance, my article on Pontiac | 
is going to be largely concerned | 
with this startling increase in 
tread, 

If anyone tells you there is noth- 
ing new under the sun, just ask 
him to drive a '59 Pontiac. 

” * of 


Engine Is Quiet 
ALL have been flooded with | 
information regarding new 
highways, the inadequacy of the 
old highways, the roughness or 
smoothness of some new highways 
and the science of slowing down to 
prescribed speed limits for highway 
curves. 

But it remained for Pontiac en- 
gineers to wrap up an immediate 
solution to a lot of highway troubles 
by making the tread wider, It’s 
like placing your legs farther apart 
when you shoulder a load or the 
spread-leg stance of a boxer. 


The Pontiac 420 V-8 engine has 
been improved and redesigned 
and engine noise has been so well 
insulated from the driver that 
there is an uncanny quietness 
when waiting for a fight. 

Don’t think your engine’s dead 
and gun it in drive. I was im- 
pressed with this quietness as I left 
the Armacost parking garage in 
Kansas City and nosed out into the 
southbound Baltimore Ave. traffic. 


A man in a northbound car 








stopped in his lane to let me 
through so he could see the front 
and side of the new wide-stance 
Pontiac, and this is not a profound 
observation because it was obvious 
he wanted to see how those front 


Car Tested: 
PONTIAC 


Model: Star Chief four-door 
hardtop. 

Engine: Tempest 420, OHV 
V-8; displacement, 389 cubic 
inches; bore and stroke, 4-1/16 x 
3% inches; rated at 280 horse- 
power at 4,400 r.p.m. with Roch- 
ester two-barrel carburetor, 
standard on this model. Com- 
pression ratio, 10-to-1. Hydraulic 
valve lifters. 

Transmission: Dou bl e-range 
Hydra-Matic. First drive range 
provides shifts from first to sec- 
ond, to third and to fourth which 
is direct drive, This provides a 
substantial part of the economy 
characteristic of this engine. 
Other ranges are P, L, R and 
second drive range which shifts 
to third. New—lines from trans- 
mission to cooler in bottom 
radiator carrying transmission 
fluid have been changed from 
flexible hose to metal using 
high-pressure threaded fittings 
instead of hose clamps, No more 
leaks and less easily damaged— 
definitely a bonus to the owner. 

Optional equipment installed: 
Power steering. This is the new 
GM Saginaw power-steering 
equipment, a new feel in almost 
effortless steering. Power brakes, 
radio, electric clock, E-Z Eye 
glass, outside rear-view mirror. 

Dimensions: Wheelbase, 124 
inches; overall length, 220.7 
inches; overall height, 54.6 
inches; overall width, 80 inches; 
tread, front, 63.7 inches; rear, 64 
inches, both readings taken at 
ground, Width has been in- 
creased from 77.4 inches in 1958 
to 80 inches, Front tread has 
been increased from 58.8 to 63.7 
inches; rear, from 59.4 to 64 
inches, These exact dimensions 
are given to show that the tread 
or position of wheels has been 
increased without increasing the 
body any appreciable amount. 

Tires: U. S. Royal, Safety 8, 
white sidewall, 8.00x 14, 4 ply. 


wheels performed when gunned 


across two lanes of traffic, 
= > * 


Width Is No Problem 


ast hood looked awfully wide 
to me. I was conditioned for this 
| because a Pontiac salesman had 
| told me that it was wide all over 
| and took a few minutes to get used 
| to. 

I found out later by comparing 
| statistics that the width is much 
the same as other Big Three makes 
and that it is not the widest car, 
so you can see what your imagina- 
tion can do. 

Another thing I discovered— 
when I realized that I was driv- 
ing this car without concern 
about the right hand side and not 
hitting anything—is that it is 
only 2% inches wider on each 
side at the wheels, Owners some- 
times have increased the width 
of their cars more than this by 
putting on oversize hubs. 

So with these common miscon- 
ceptions taken care of, I can assure 
any prospective buyers that wide 
| stance gives the owner all the ad- 


| (Continued on Page 41, Col. 2) 
* * * 








1989 
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TREND 
WARD 


PuNbiae 


‘Car of the Year'— 


The 1959 Pontiac has been chosen cs 
“Car of the Year” by Motor Trend mac- 
azine, whose editors described Pontiac 
with its wide track as being the “best 
combination of handling, ride, perform- 
ance and styling of any 1959 car.” Edi- 
tor Walter A. Woron, left, presents th 
award to S. E. Knudsen, Pontiac Motor 
Division general manager. 
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‘LOOK INTO THE PRINZ TODAY 


Look at these features: NSU German-made, air-cooled rear 
| engine gives up to 70 mph, up to 50 mpg; 4-speed shift; great 
| vision; room for the family; front luggage trunk; real design 
:| beauty. A European history of tremendous road-ability, corner- 
ing qualities, mountain-climbing pep! Fabulous low price! 


F OR A LOOK AT VOLUME SALES 


PRINZ $ 1398 





ere aa 








P.0.E. N.Y. HIGHER IN THE WEST 





) ) Come to the International Automobile Show, April 4th to 12th at the New York Coliseum, and see the Prinz plus a new model, the NSU Sport Prinz 


“ADEX COMMERCIAL CORPORATION: U.S. IMPORTERS OF NSU PRINZ-BMW ISETTA ‘300": BMW “600” 


) EXECUTIVE OFFICES: 487 Park Avenue, New York 22, PLaza 1-7200. NEW YORK SPARE PARTS CENTER: 421 East 91st Street, New York 22, TRafalgar 6-7010 
_ WESTERN DISTRICT OFFICE AND PARTS CENTER: 319 Van Norman Road, P.O. Box 442, Montebello, California, RAymond 3-1348 
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At Senate Hearing... 
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Ford Hits Finance Discrimination 


WASHINGTON. —A Ford Motor 
Co. executive said Friday that pro- 
posed automotive financing legisla- 
tion is an arbitrary and discrimina- 
tory denial of the right to compete 
in a market that should be open om 
equal terms to all comers. 

T. O. Yntema, Ford vice-presi- 
dent—finance, said bills introduced 
by Senators Joseph O’Mahoney and 
Estes Kefauver would preserve ex- 
isting inequities in auto financing 
at the expense of the automobile 
dealer and consumer. 

Yntema made his statement to 
the Senate subcommittee on anti- 
trust and monopoly which is in- 
vestigating auto sales financing 
and insurance practices. William 
T. Gossett, Ford vice-president 
and general counsel, also testi- 


The bills, which would prohibit 
automobile manufacturers from 
financing vehicle sales in the 
United States or abroad, seem to 
have been inspired either by a de- 
sire to preserve the present rates 
and profits of finance companies 





or by a determination to take spe- 
cific legislative action against Gen- 
eral Motors, Gossett said. 

“The fact is that the proposed 
legislation would deprive the con- 
sumer of the benefit of the most 
effective kind of competition,” Gos- 
sett asserted. “By excluding the 
manufacturer of automobiles from 
the financing field, the legislation 
would eliminate the kind of com- 
petitor that has the greatest inter- 
est in promoting the sale of auto- 
mobiles at the lowest cost to the 
consumer.” 

“The proposed legislation would 
set a new and frightening prece- 
dent; it would impose upon man- 
ufacturers in a mass production 
industry an absolute prohibition 
against the exercise of a funda- 
mental right—that of arranging 
financing for the sale of its 
products,” he said. 

Yntema told the subcommittee 
that Ford estimates General Mo- 
tors Acceptance Corp. provides 
new-car financing and insurance 


service to GM dealers at a cost| prohibit unfair competition and| 





THE USED CAR WARRANTY 





averaging about $65 per car less 
than the cost typically offered by 
other finance companies. 

“In some areas typical finance 
company charges may exceed 
GMAC charges by as much as $100 
to $150,” he said. 

Ford’s recent announced inten- 
tion to enter the automobile financ- 
ing business, he explained, re- 
flected a desire to make financing 
and insurance available at as low 
a cost as possible to Ford dealers 
and consumers, He said the move 
had been urged by Ford dealers 
through their councils. 

“We do not want to be, and we 
do not want our dealers to be, at 
a competitive disadvantage with 
General Motors whose dealers and 
customers are serviced by GMAC,” 
he said. 

If the proposed legislation is 
not enacted, Yntema said, com- 
peting finance companies need 
not fear unfair competition from 
Ford’s finance subsidiary. 

Existing laws, he pointed out, 





“we intend to abide by the letter 
and the spirit” of the law. 

“Our selling points,” he con- 
tinued, “would be low rates based 
on a highly efficient operation, ex- 
cellent service and a dependable 
source of funds when the going got 
rough.” 

Increased competition in the 
finance business might lower the 
high level of profits in automo- 
bile financing and insurance, but 
profits would still be adequate, he 
said. 

Yntema said “The economics of 
this situation boil down to a simple 
question: Is the $65 higher charge 
per car for interest and insurance 
by the finance companies to be 
given legislative sanction? If so, 
these bills should be enacted, If 
not, you should leave us free to 
enter the business and let us try 
to supply financing and insurance 
services on an efficient, low cost 
basis.” 

“It is special-interest legislation,” 
he said. “It is anti-consumer legis- 
lation. If such legislation is passed, 
it will be precedent for more to 
follow. Such legislation is bad for 
the economy and bad for the coun- 


try.” 


Yntema said that GMAC has 
loaned money to GM dealers to 





What's in it 


for 


There are four major advantages dealers mention most often 
when we talk to them about the one-year guarantee against 
mechanical failure. And all four add up to a single word—Prorir. 


1. Sales clincher. When a used car prospect can’t decide— 
because he’s afraid to make a mistake—a warranty backed by 
Consolidated Warranty System takes the risk out of the way. The 
customer knows there’s less chance of trouble . . . and there’s no 
expense if unforeseen trouble develops. 


2. Higher margin. A used car with a CWS Warranty is a better 
buy. Your customers recognize the advantages and are willing to 
pay a higher price. 

3. Repair money...in instead of out. When you’re called upon 
to do a repair job covered by a CWS Warranty, your shop gets the 
benefits and you make a friend besides. 


4. Repeat business. It’s still as true as ever . . . the satisfied 
customer comes back. And he sends more prospects. You build 
your business on reputation, instead of depending on customers 
shopping for the lowest price. 


Here’s what a CWS warranty means— 

Consolidated Warranty System is the only car warranty company 
operating nationwide. With more than 100 offices strategically 
located, not only throughout the United States but in Canada and 
Puerto Rico as well, Consolidated Warranty System assures 
prompt service for repairs and prompt settlement of claims. More 
than half a million cars have been warranted by CWS member 
companies . . . saving the driving public more than a million 
dollars a month in repair bills. 


Consolidated Warranty System 


~e Headquarters: Springfield, New Jersey 





NATIONAL BONDED 
CARS, INC, 


AUTO WARRANTY 
COMPANY 





MNT 


SURE-CAR OF 
AMERICA, INC. 




















AUTO LIFE 





© Consolidated Warranty System 


you? 





REGISTERED-TESTED 
CARS, INC. 
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carry inventories of new cars at 
rates generally about % percent 
lower than those offered by other 

finance companies. 

This, he said, amounts to about 
$1.50 per new car. In addition, he 
said, GMAC has provided insurance 
for these cars at a cost of «about 
$1 below other finance companies, 
This, he pointed out, gives GM 
dealers a $2.50-per-car edge. 

“Early in February, he said 
“GMAC raised its wholesale rate 
% percent. Other finance com- 
panies have not yet raised their 
rates. If they conform to the pat- 
tern of the past, they will.” 

Yntema said that Ford had let 
it be known that it wished 
finance companies would meet 
GMAC competition. 

“The largest independent finance 
company told us bluntly,” he said 
“it would not meet GMAC rates, 
After publication of our intention 
to enter the auto sales financing 
business we have observed, how- 
ever, some serious interest or. the 
part of independent finance com- 
panies in meeting GMAC competi- 
tion.” 

He said Ford made the decision 
reluctantly and sees many difficul- 
| ties ahead, “but we could see no 
other way to become fully competi- 
|tive with Gereral Motors and to 
| provide our dealers and customers 
| with financing and insurance serv- 
ices at the lowest possible cost.” 
| Yntema said “we can look for- 
| ward to the following consequences 
lif the proposed legislation is 
adopted: 

“Ford, Chrysler, American Mo 
tors and Studebaker-Packard will 
be excluded from the busiress of 
financing and insuring the sales of 
automobiles (and trucks in the 
case of S. 838). 

“United States automobile com- 
| panies will be prohibited from fi- 
|nancing ard insuring the sales of 
j}automobiles in foreign countries. 
In many countries these services 
are not available at all from other 
sources and in other countries they 
|are not adequate. The export of 
j}automobiles would be _ seriously 
handicapped by the proposed legis- 
lation. 


“Our Dealer Development plan 
(Continued on Page 46, Col. 1) 


\Desles Chief 
‘Named by Pontiac; 


Fi ive Promoted 


| PONTIAC.—Promotion of George 
|D. Dennis to the post of executive 
assistant to the general manager, 
in charge of dealer relations, has 
been announced by S. E. Knudsen, 
Pontiac general manager. Dennis 
succeeds John C. Jamieson, who 
has retired. 

Concurrent with the promotion 
|of Dennis are five appointments to 
|Pontiac’s field sales organization. 

They are: Charles L. Keyes, San 
| Francisco zone manager; Joseph C. 
Cheesbrough, Milwaukee zone man- 
ager; C. F. Pansing, Pittsburgh 
zone manager; Edwin C. Fullmer, 
Chicago assistant zone manager, 
and Emerson K. Mitchell, Philadel- 
phia assistant zone manager. 

A 32-year employe of General 
| Motors, Dennis joined the Pontiac 
field sales organization in 1934 fol- 
lowing seven years with Chev- 
rolet. During the next nine years he 
held various positions of responsi- 
bility in Pontiac zone offices. In 
1943 he was named Minneapolis 
district manager and was promoted 
to zone manager in 1947. 

Dennis was transferred to man- 
age the Milwaukee zone in 1949 
and, in 1954, was appointed San 
Francisco zone manager, the posi- 
tion he held prior to his new ap- 
pointment. 














Witness Reports Call 


From GMAC Manager 


WASHINGTON. — Edwin P. 
Latimer, a witness at the Senate 
hearings on auto financing, said 
he was called at his home by 4 
GMAC representative who ex- 
pressed the hope that Latimer 
could testify in a friendly fash- 
ion. 

Latimer, president of American 
Discount Co., Charlotte, N. C., 
said he replied that he did not 
see how he could live with what 
business was left to his company. 
He identified the caller as a Mr. 
Baldwin and said he was man- 
ager of GMAC’s Charlotte office. 














no Lunik- 
thats 


the 
Post 


... moving up to a new circulation base of 6,000,000 
at no increase in cost per thousand! 


It's getting so you can't read a Post circulation chart with- 
out craning your neck. From a base of 5,200,000 this time 
last year... Post circulation has soared clear out of this 
world! We had a down-to-earth aim, we thought, in our 
5,800,000 rate base starting this April. But circulation 
has already rocketed right by,the Feb. 14 issue hitting 


over 6,000,000 * So weve checked and re-checked, 
and here’s the story: effective with the October 10, 
1959 issue, our circulation rate base will be 6,000,000- 
and at no increase in cost per thousand! In terms 
of copies delivered- galloping galaxies!-it looks like 


*Publishers estimate 


we'll be orbiting the moon! 


29 million times each issue, someone turns to your ad page in the Post. That's Ad Page Exposure! 


ee 


A CURTIS MAGAZINE 


rw Saturday Fyening 


OST 


Sell the POST-INFLUENTIALS 


they tell the others! 





‘A market for 2,000, 00(s 


) 


within a couple diye 


Yes, the industryft 


THE SKY’S THE LIMIF 


but there’s still time for yout 
Be first with America’s No 


% No.9 in Sales Gains! +? No.s/in Dealer Profits. 


Rambler sales in the 1959 model year to date are 147 Rambler dealers from coast to coast averaged profits nine 
per cent ahead of last year’s record-breaking pace—and times greater than the industry as a whole.* Rambler 
still soaring! Latest registration figures from all over the is easier to sell because more people want to buy 
country show that in state after state, Rambler is now Rambler. Millions know Rambler has proved depend- 
outselling all but two other makes. Official records ability, proved economy, proved higher resale value. 
prove that Rambler is the sales success car of the year. (*Net profit as percent of sales.) 















frend proves: 


OR RAMBLER SALES... 


to get in on the ground floor! 
4 compact car—Rambler! 


No.f/in Quality! 








No.j/ in Experience! 





e American Motors pioneered Single Unit construction— Consumer surveys prove Rambler owners are happier, 

or that made possible a compact car with big car room for have fewer complaints than owners of other low- 

y six big adults. Nineteen years of experience in building price makes. This quality means more sales, easier 

1- Single Unit bodies stands behind every Rambler. And sales, repeat sales. Rambler dealers who formerly sold 

P. American Motors has nearly a decade of experience in one of the other big makes report Rambler “make 
marketing this different kind of car. ready”’ costs substantially less. 


Every survey, every market study, every new record-breaking month for Rambler, shows that the sales 
potential for Rambler is increasing at a phenomenal rate. Our production capacity is being expanded as rapidly 
as possible, while still maintaining strict quality control standards. This expanding capacity will make it possible 
for us to add a few carefully selected dealers in key points. If you'd like to sell the compact car that now out- 
sells most big cars (and at more profit per car than most), mail the coupon below. Get in on the ground floor 
with the car whose constantly rising sales has created an entirely new market and a new profit opportunity. 





We have the 
for thesexploding 
compact car eee 







MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Gentlemen: Will you please provide me with more complete information 











> about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 
You have MIO Ns hee WET ob ae ee ae 
. « 
Abbress__ ee cae lena i ait il acta elle ea 
the opportunity! . 
CITY Fee ientncc cis ae sas 





Rambler Franchises Also Available in Canada and Important export markets. 


—— 
In Canada write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. (PLEASE PRENT) 
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AUTOMOTIVE NEWS PLATFORM 
my 11. Fair and equitable contracts between manufacturers and dealers in | 
A motor vehicles, parts and accessories; | 
{ 2. Every dollar of gasoline and oi! taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. | 
great - ore ie citizens more of the better things of life than anywhere | 
else in the world. 





AUTOMOTIVE 









Two Promotions Vital 
To Auto Dealers 


—> campaigns vital to auto dealers are fast approaching. | 

One is the new-car sales promotion effort sponsored by | 
newspapers and designed to put the feeling of excitement | 
back into new-car buying. This will be held during the first | 
two weeks of April. 


The other is the May Safety Check which has grown in 
importance through the years. The safety check campaign 
is sponsored by the Inter-Industry Safety Committee, which 
has an auto dealer, Charles Freed, former NADA president, 
as its chairman this year. 


There are few promotions so important to the welfare of 
dealers as these. The newspaper campaign will give dealers 
and excellent opportunity to tell their story to the public— 
a story of community endeavor often overlooked. 


Part of the civic endeavor is tied in with the safety efforts 
of dealers. In many communities, dealers have taken the 
lead—as well they should—in rallying public support behind 
the safety program which affects every person in the com- 
munity. 

The fact that cars are available for training high-school 
youngsters to drive—in fact that the training programs 
exist at all—are due in large part to efforts of auto dealers. 


And in many communities, the voluntary vehicle checks 
will be made possible by auto dealers. 


This is part of the story of community service that may 
be told during the weeks when the columns of the news- 
papers across the country will be putting the auto dealers 
in the public eye. 
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Coming 
Events 


Dealer Conventions 


March 1617—Automobile Dealers Assn. 
of North Dakota, Bismarck. 


March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 


March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. | 





Apr. 7—Brooklyn and Long Island Auto 
mobile Dealers Assn.. Garden City 
Hotel, Garden City, Long Isiand. 


Apr. %—Annual Banquet, Rhode Island 
Automobile Dealers Assn., Sheraton- 
Biltmore Hotel, Providence. 


Apr. 13-17—20th Annual Convention, 
South Carolina Automobile Dealers 
Assn., Cruise to Nassau, Port of Em- 
barkation, Charleston. 


May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 


May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 


May 21-22—Oregon Automobile Dealers 
Assn., Salem. | 


May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque. 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Whiteface Inn, Whiteface 

y | 
, Ve | 

June 21-24—Michigan 
ers Assn., Gratiot 
Mich. 


Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Sept. 13-1S—Wyoming Automobile Deai- 
ers Convention, Casper. 


Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 


Sept. 20-2iI—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 


Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 


Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 


Sept. 20-22—Kentucky Automobile Dealers 


Automobile Deal- 
Inn, Port Huron, | 


Letterbox 





‘Purple Feather Steer . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive 





Assn., Kentucky Dam Village, Gilberts- used, if you so request. 
ville, Ky. 

Oct. 1819—Florida Automobile Dealers | _ ° 
Assn., Hotel Robert Meyer, Jackson. | Semantic Salesmanship 
ille. 
1s | The luxuriant flowers of nomen- | 

“— | clature nowhere grow more rankly | 
| than in the teeming jungles of Car- | 
|mania where glossy-leafed Arro- | 

Auto Shows Flites mingle with the giant purple 

Feb. 27-March 8—I95? World Wide Auto | Feather-Steers and spiked Rocket 
aw — Beach Exhibition Hall, | Treasure Strate 8s spring full blown | 

rami eacn. 


|in a single night from the steaming 
Feb. 28-March 8—Kansas City Auto Show, | 
Municipal Auditorium, Kansas City, Mo. 


March 48—9th Annual National Autorama, 
Connecticut State Armory, Hartford. 


jungles of Madisonavelandia. 

The explorer searching for rare 
| specimens is warned that some of 
| the growths, magnificent in their 


Apr. 412—International Auto Show, New | glowing color, are dangerous to 

York Coliseum, N. Y. pluck and cause violent auto intoxi- 
Apr. 6-l1—Denver Auto Show, Denver | cation and retching. 

Auditorium, Denver. An example is the Marshmal- 

Apr. 17-19—Cheyenne Automobile Show low-Motion and the Syrup-Smuth 

Cheyenne. Steer (X. Agerate-um family) 

a a | which, if grappled with, can 

cause a rashy irritation which 

obstinately persists in spite of an 

General application of soothing soft sell, 

March 2-4—Automotive Electric Assn. Re- while the Plush Klutch (Shiftus 


gional Conference, Detroit Leland Hotel, 
Detroit, 


March 3-5—National Assn. of Fleet Ad- 
ministrators, Inc., Sheraton-Cadillac 
Hotel, Detroit. 


automaticus) actually distills a 
virulent poison! 

Luckily there is a technique of 
combating these toxic effects and 
a controlled test may be made in 





March 9-11—Automotive Electric Assn, Re- - 

gional Conference, Atlanta Biltmore | any authorized showroom. Natur- 
Hotel, Atlanta. ally one may be tripped by a 
March 12-15—Pacific Automotive Show, | treacherous dangling phrase and 


Brooks Hell, San Francisco, 


March 16-18—SAE National Passenger Car, 
Body, and Materials Meeting, Sheraton- 
Cadillac Hotel, Detroit. 


March 19-20—SAE National 


talked to death by a poor salesman, 
but a cool head will see him 
through. 

He might be greeted like this 


Production |after coming out of a thicket of 


eee. Sheraton-Cadillac Hotel, De- slogans and rubber plants: 
roit. “Morning, sir—interested in the 
ee. Pasi of Too! |Pantherfang Flame Flite 4? It's a 
Sketeder Miteadiee. , fabulous hunk of car, and... ” 
; 3 : “Mmmm, I suppose the carbure- 
Apr. 26-30—Annual Spring Meeting Truck . 
Operations Council, American reckiag tor has the split-spray convection 


system using preheated twin baf- 
fles ?” 
Te we. ..* 


Assn., Leamington Hotel, Minneapolis, 


June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 


30 Years Ago... 


The Big Stories 


General Motors Corp. sales to overseas dealers amounted to 282,157 
cars and trucks in 1928, compared with 193,830 in 1927, an increase of 
45.6 percent. 

The right of an automobile dealer to charge more on a time pay- 
ment sales than on a cash sale was recognized in a ruling handed 
down this week in 1929 by the Georgia Court of Appeals. 

In 1928, the U. S. exported 2,692,896 automobile tire casings, as 
against 1,812,405 shipped to foreign countries by France and 1,674,522 
by Canada, its principal competitors, according to the Department of 
Commerce. 

Mack Trucks, Inc., reported a net profit for 1928 of $5,915,301 after 
depreciation and taxes. 

—From the Files of Automotive News. 





Automotive Cartoon 


Of the Week 








“Looks like there's only one way out.” 







News, Detroit 7, Mich. 





“The suspension system assembly, 
of course, has been redesigned to 
use lap-fitted cradles, spring-loaded 
with royal jelly and under finger- 
tip control, hasn’t it?” 

“Til find out, sir, Now just 
drink in the christen of the 
glome—uh, the glisten of the 
chrome...” 


“Thanks, I don’t drink at this 


|hour, Now about the variable 


ratchet on the distributor spindle: 
Is it or is it not chamfered?” 
“Well, it’s a gorgeous heap of 


|} car 





“I see. But rather vintage, isn’t 
it? I don’t see much evidence of 
good workmanship.” 

“Look—just drink in the. . ."— 


R. Briacpen, East Hampton, Conn. 
o = > 


2 Changes, Please 


I have just finished reading your 
article on “Sales Testing the Dodge 
Pickup” in the Feb. 2 issue. It 


| was a very good article and in our 


favor. However, there are two 
things in it that should be changed. 

The first is in regard to the 
Orscheln hand brake, which you 
listed as being optional equipment. 
This is not correct as this brake 
is installed on all Dodge pickups 
and trucks as standard equipment. 
It has not been possible to buy a 
Dodge truck of any size without 
the Orscheln hand brake since the 
beginning of the 1957 model year. 

The second is the V-8 engine, 
which was listed at 168 horsepower 
at 4,400 r.pm. This is correct in 
a sense but not entirely. The en- 
gine is rated at 204 horsepower at 
4,400 r.p.m., gross, and 168 horse- 
power at 4,400 r.p.m., net. 

Other than these two exceptions 
we appreciated the article very 
much.— Jack L. Koxen, Lithia 
Motors, Ashland, Ore. 

” + 


Where We Stand 


Eprror’s Note: The following is 
a letter to L. F. Buschbaum, of 
Knoxville, Tenn., who defended 
independent dealers against the 
charges made by Herman Schae- 
fer, executive vice-president of 
the Automobile Dealers’ Assn. of 
Indiana: 

As executive vice-president of the 
National Independent Automobile 
Dealers Assn., I wish to compliment 
you upon your forthright answer 
in Automotive News of Dec. 15 to 
the vicious and intemperate attack 
made by one Herman Schaefer 

(Continued on Page 36, Col, 1) 











New Yorkers do everything other people do. Only more 
so. For example, they buy more cars than the people 


in any other market. And you can sell them more cars 


by using more space more often in The New York Times 


... » first in New York in automotive advertising 











AUTOMOTIVE WASHINGTON 


Justice Dept. Backed 
By New NIADA Pilot 


By William Ullman 


Washington Bureau Chief 


a” ISN’T often that a private attorney feels called upon to 
come to the defense of the Department of Justice, an. 
agency that usually can look out for itself. But Bob Mc- 
Kinsey, new head of the National Independent Automobile 


Dealers Assn., thinks that it’s time somebody said a good | 
> _ 


word for Uncle Sam’s law en- 
forcement arm. 


McKinsey says that he has 
read reports in the press to the 
effect that several NADA leaders, 
past and present, have denounced 
the Justice Department for “smear- 
ing” dealer reputations by charg- 
ing them with price fixing, He also 
recalls that former NADA chief 
Fred Bell once accused Justice of 
failing to do “one thing to help 
small businessmen.” 

“As a national association dedi- 





William Uliman 


enterprise system 
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Department of Justice should be a 
cause for commendation, not vilifi- 
cation.” 


The NIADA head says that As- 
sistant Attorney General Victor R. 
Hansen once told members of his 
association that any national as- 
sociation proud of its name and 
purpose is characterized by a com- 
petitive spirit and a pride and be- 
lief in its own independence. Han- 
sen said that these qualities are in 
very close accord with the free 
enterprise objectives which the 
antitrust laws seek to safeguard 
and nourish, 


“Against this background,” Mc- 


| Kinsey says, “let’s analyze the two 


in the retai] auto | 


field,” 
points out, “it is 
our duty to pro- 
test against these 
unwarranted 
attacks on our 
country’s main 
bulwark against 
restraint of trade 
and monopolizing. 
Vigilant enforce- 


cated to the continuance of the free! ment of the antitrust laws by the 


McKinsey Fst. he points out, NADA ac- 


basic complaints which NADA 
spokesmen appear to have against 


| the Department of Justice.” 


* * * 


Answers NADA Charges 


cuses Justice of failing to carry 
out the directive of the President 
that the antitrust enforcement 
agencies of the Government review 
the conditions in the auto industry 
which led to the “good faith” law. 
“The record shows that Justice is 
continuously engaged in scrutiniz- 
ing automobile industry develop- 
ments as they relate to a pattern 
of undue concentration of power in 


that industry,” McKinsey claims. 
According to McKinsey, the 
second charge of NADA against 

Justice is that “it should not have 

brought the price-fixing charges 

against the franchised automobile 
dealers in Washington and in 
other cities.” 

The answer to that one, he says, 
“should have been apparent even 
to NADA.” 

Price-fixing, says McKinsey, who 
is a practicing attorney in Wash- 

| ington, “is perhaps the clearest and 
| most obvious form of antitrust vio- 
| lations, and is almost always sub- 
| ject to criminal prosecution. NIADA 
| believes that the Department had | 
no choice but to move as it did in 

these cases.” 
* * + 


Rips Security Idea 


_ MC KINSEY’S opinion, the 
NADA attacks on Justice appear 





chised dealers not only cut ‘heir 


umbilical cord with Detroit but 
also stopped seeking a new one 
with Congress,” McKinsey sug; ests, | r 

“The free play of the ma-ket, 
with the consumer as the ulti nate 
arbitrator, is a goal which all « f us 
should seek, Such a goal dem indgs 
the fullest possible cooperation vith 
the Department of Justice ir its 
continuing fight against those who 
would destroy our American form 
of economy.” 

* + * 


18 Are Borrowers 


Tig 





to be based on a belief that all 
would be well in the retail automo- | 
tive field if only the auto makers | 
and their dealers were permitted | 
to enter into some form of terri- 
tory-security agreement. 

“The fact that such agreements 
are but another attack on our | 
free enterprise system seems 
never to have occurred to | 
NADA,” McKinsey believes. 


“It’s about time that the fran 
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_ @ profitable adjunct for the finest automobile salons 
=> 





The Grand Sport. One of 
three Vespa 2-wheeled 
models 


3-wheeled 
able for delivery and 
industrial use 









: Ves 


* mation ma 


Throughout the world the Italian crafted Vespa Motor Scooter has 
proved noteworthy as a wholly independent source of income for many 
of the finest automotive retail organizations. Adding to the prestige of 
your showroom, Vespa utilizes little floor space and for the first time 
allows you to fully satisfy the complete driving needs of the entire 
family. Beautifully styled, safe, and unquestionably dependable, the 
quality of the Vespa is unsurpassed. Complete Vespa franchise infor- 


y be obtained by writing the General Manager 


pa Distributing Corp., 3 East Fifty-Fourth St., New York 22, N. Y. 
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IGHTEEN new-car dealers un- here : 
able to get conventional bank i 
credit to meet their capita] needs Georg 
had business loans approved by the duced 
Small Business Administration dur- Thi 
ing January. tic 
It is difficult to see where these sen . 
retailers would have turned if SBA § 40” *Y 
had not come to the rescue, ae 
A loan of $21,500 went to a ated 
small dealer in the Nation’s big- than t 
gest state. The Alaskan retailer The 
reported only one employe. have p 
The biggest SBA loan ever to be and cl 
granted an auto dealer went to a needed 
retailer with 41 employes in the low-vo 
state that used to be the biggest. much) 
The Texas dealer obtained $120,000. like a 


Other important loans to dealers 
included: $87,000 to a Pennsylvania 
firm with 18 employes; $75,000 to a 
North Carolina firm with 25 em- 
ployes; $70,000 to a Maine dealer- 
ship with 14 employes. 

Most of the dealer loans were 
granted on a participating basis 
with loca] banks. 

= 
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Broad Inquiry 
HE Senate-House Economic 
Committee’s probe of inflation 3M. 
will go far. beyond that subject, tt 
Senator Paul Douglas, Illinois Dem- ihe | 
ocrat, has announced. his. - 
The senator said that the three 
major economic objectives of the 
nation are full employment, an ade- 12,00 
quate rate of economic growth and ce 
price stability. ab 
“Nothing is more needed,” he ing sa 
said, “than a careful and impartial 12,000 
study of whether it is possible to travels 
reconcile these objectives, and if these 
so, how.” a hon 
es were 1 
U. S. Auto Week He ¢ 
QmtaTon PHIL HART, Michi- iar wi 
gan Democrat, has introduced a someti 
joint resolution to authorize the pender 
annual proclamation of National which 
Auto Week. It has been referred to tungst 
the Committee on the Judiciary. = 7 
~ea highes 
Vehicle Trips —of al 
\"YHE Bureau of Public Roads re- By 
ports that the average length of the p 
all passenger-car trips is 8.5 miles the t 
and of truck trips 10.1 miles. About tact 
90 percent of all car and truck “luis 
travel is performed within the state trans 
of residence. from 
ae | fe the 
i >. e 
‘Radical Change : oo 
+ the p 
Is Predicted for + 
° sistori 
Steering System future 
| SOUTH BEND.—The auto steer- | Me, 
ing system is due for a radically sion 1 
new look in the not too distant “Ww 
future, according to T. H. Thomas, aeons 
| manager of auto- Sion : 
motive engineer- feel th 
ing at the Bendix a 3 
division. compr 
Thomas, who 
said Bendix is 
hard at work in Hors. 
this direction, HI 
predicted the W 
steering system in 
| will undergo im- systen 
|provements com- seers 
|parable to the horse] 
progress in other T. H. Thomas ignitic 
contro] systems, such as automatic race ¢ 
transmissions and se] f-adjusting year. 
| brakes. Ano 
| He pointed out that steering | Lite s 
| gears, and basic steering systems, age < 
|have become less and less direct- plug 
'acting since the early days when § the ei 
the tiller lever gave way to the } Speed 
| steering wheel. >= 
“Now, with power steering doing satel 
the muscle work, it seems likely the st 





that steering gears can be designed 
to give a large measure of the 


|original directness of the tiller,” = 
|'Thomas continued. 4 - 
He revealed that Bendix has 2 7 nentie 
| steering gear under development high 
| for that purpose, of the so-called | Sone 


variable ratio type, 
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Transistorized Ignition 


Acts Like Light Switch 


By Joseph M. Callahan 
Engineering Editor 
OLEDO. — What is Electric Auto-Lite’s transistorized 
ignition system and what is its significance? 
A day-long tour of Auto-Lite’s main research laboratory 
here and conversations with numerous engineers, including 
George Spaulding, the company’s research director, pro- 


duced the conclusion that: 

This ignition system is es- 
sentionally a standard igni- 
tion system except that the primary 
electrical current that produces the 
spark in the cylinders is now 
routed through a transistor, rather 
than through the points. | 

The transistorized system does 
have points, which continue to open 
and close every time a spark is 
needed, but these points carry a 
low-voltage current (about 1/30 as 
much) to the transistor, which acts 
like a light switch, turning on and 
off the high- 
voltage that goes 
to the spark 
plug. 

By permitting 
the high-voltage 
electricity to by- 
pass the points, 
the Auto-lite en- 
gineers avoid the 
heat build-up at 
the points which 
is so damaging to 
them that they 
must be replaced every 15,000-20,000 
miles in the average car, although 
this varies greatly. 

> > 


12,000 Times a Mile 


EE the terrific physical 
abuse these points take, Spauld- 
ing said that they open and close 
12,000 times every time the car 
travels a mile. On a 100-mile trip, 
these points get as much wear as 
a home light switch would if it 
were used hourly for 150 years. 

He added that an engineer famil- 
iar with electrical circuitry is 
sometimes disturbed at how de- 
pendent he is on these tiny points 
which are merely two pieces of 
tungsten, % of an inch in diameter 
and 1/32 of an inch thick. Tung- 
sten is used because it has the 
highest melting point—6,100 degrees 
—of any metal. 

By avoiding heat build-up at 
the points, this system eliminates 
the two principal causes of con- 
tact point failure—erosion and 
“bluing.” Erosion is the gradual 
transfer of minute parts of metal 
from one point to another. Blu- 
ing, which occurs in cold weather, 
is the gradual buildup of tungsten 
oxide, a non-conductor, around 
the points. 

A major advantage of the tran- 
sistorized system is that in the 
future it will permit the use of 
the higher voltage that will be 
needed for engines with compres- 
sion ratios of 12:1, 14:1 or 16:1. 

“We are now able to lift the 
voltage ceiling on automobile igni- 
tion systems,” Spaulding said. “We 
feel that we've eliminated the igni- 
tion roadblock to these higher 
compression ratios.” 

- * 

































4. M. Callahan 


* 


Horsepower ‘Must’ 


BREN Auto-Lite began develop- 
ing its transistorized ignition 
system four years ago, Many engi- 
neers felt that the auto industry’s 
horsepower race would make this 
ignition a “must” by 1960, but this 
race came to a screeching halt this 
year. 

Another advantage of the Auto- 
Lite system is that it provides volt- 
age output for firing the spark 
plug that is constant throughout 
the entire engine speed range. As 
speed increases and heat builds up 
in the normal ignition system, the 
voltage output declines. Fortu- 
nately, in present production cars, 
the spark plug voltage requirement 
also declines at high speeds. 

Because of this voltage decline 
at high speeds, most racing cars 
use a magneto system which 
steps up the electrical current at 
high speeds. But, a magneto sys- 
tem has a poor output at low 





engine speeds. Auto-Lite’s new 
system provides the performance 
of a battery ignition at low 
speeds and the performance of 
a magneto system at high speeds. 


While the transistorized ignition | 


system is “essentially” a regular 
system plus a resistor, this new 
system employs a “transcoil” which 
is a single package containing the 
transistor, its heat sink (for heat 
removal), associated circuitry and 
a specially-designed high voltage 


|quickly mounting the transcoil. 
| Since the contacts no longer switch 


| ther need for the condenser. 


transformer for stepping up the 
voltage. 

Auto-Lite declined to discuss its 
transcoil in great detail on the 
grounds that this is proprietary in- 
formation at present. 

* + a 


Quick Installation 


N THIS connection, it might be 

pointed out that several other 
companies, including Holley Car- 
buretor and GM’s Delco-Remy Di- 
vision, have been working toward 
the development of transistorized 
ignition systems for some time. 

Auto-Lite’s new system, which is 
suitable for all new or used produc- 
tion cars, can be installed by re- 
moving the coil and condenser and 


the input current, there is no fur-| 


| 

To get the full life and high 
speed potential of the system, 
Auto-Lite recommends the use 
of its new “power points” which | 
have a nylon rubbing block that | 
reportedly will give five times | 
the life of ordinary points with | 








the transistorized system. A phe- | 
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Discussing Transcoil— 
George E. 


Auto-Lite’s research director, 
a feature of the Transcoil to R. E. Valk, 


Electric 
points out 


Spaulding, right, 


Auto-Lite general products group vice- 

president, who will direct production of 

the new transistorized ignition system. 
. 8 @ 


nolic rubbing block is now used 
with most points. 


15 


of the transistorized ignition sys- 
tem to the average person, Auto- 
Lite officials said that they felt it 
will be the “heart of future ignition 
systems.” Although the immediate 
need for it has been sidetracked by 
the end of the horsepower race, 
this system is expected to be of- 
fered as an option by some auto 
makers on their '61 models. 

Spaulding predicted that prestige 
sports cars would probably be using 
the system within a year. 

Company officials expect that this 
system will be especially valuable 
to fleet operators because its extra 
durability will save on labor and 
parts and decrease downtime and 
the towing and other expenses that 
occur when a unit breaks down on 
the road. These savings will have 
to be balanced against the cost of 
the system, $70 to $107. 

Auto-Lite feels that the develop- 
ment of transistorized ignition sys- 
tems will so broaden the use of 
transistors that high-volume pro- 
duction will lead to the reduction 
of transistor costs and pave the 
way for their use in voltage regula- 


Asked about the real significance' tors and other auto applications, 
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Ob ge eee oe le ee a ee ee ee - 


Socony Mobil can help boost your 
service absorption in many important ways! 





How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 


over .. . increase volume. 


We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 


And, of course, there’s our lubrication training program. We’ll in- 
struct your men on the most up-to-date equipment . . . show them 


proper lubrication techniques on the make of car you sell. 


Another reason you’re Miles Ahead with Mobil 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


personnel. 


’ 






Here’s why it’s good business 
to do business with Socony Mobil 


You get America’s top sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


You get the help of experienced men to 
help you boost service absorption. 


You get expert on-the-job training for your 
You get the benefit of merchandising and 


lubrication knowledge unsurpassed in the 
petroleum industry. 
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Commerecial Car News 





4 Monthly Section for those who make, sell and service America’s Trucks, 


RM ee 





Factors that Mark a Top Truck Dealer 














Used | Pay | 
New Trucks | Used Salesmen Have 
Trucks | Takenin | Trucks Salary and | Truck 
Sold Trade | Retailed Incentive Specialist 
} 
| 
| 
Top 
Dealer | | Top 
168.6 | | Dealer 
81% 
Top Top 
penke Deale 
‘ 28.5. 129 : 
Top 
| Dealer | 
53% 
Average | 
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| | Average 
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Average Average | 
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Yet Few 


By Jack Weed 
Truck Editor 

Y 29 percent of the “average” 

truck dealers in this country 

have a truck specialist on their 

sales staffs, yet 80 percent of the 

“top” truck dealers claim such a 

man is essential to a well-balanced 
operation. 

This and other vital points of 
good truck merchandising were 
brought out in a recent survey of 
125 highly successful truck deal- 
ers and 125 dealers of similar size 
and opportunity in communities 
of equal size. 

Dealers who do a profitable busi- 
ness year in and year out claim 
that to be successful in truck 
retailing, a dealer must have sales- 
men who know the business, This 
is especially true for dealers who 
sell heavy-duty trucks as well as 
the light models. 

And since as this category em- | 
braces dealers selling Chevrolet, 
Dodge, Ford, GMC and Interna- | 
tional Harvester, these were the 
dealers surveyed. 

*€ cg = 
Managers and Specialists 

HE “top” dealers surveyed said 

they sold an average of 168.6 
new trucks in the first 11 months 
of 1958 and employed an average 
of seven salesmen, while the other 
dealers averaged 85 new units and 
six salesmen. 


Some 74.5 percent of the top 
dealers had truck sales managers, 
and 81 percent had truck specialists 
who could suggest the most efficient 
job to meet the hauling require- 
ments of the customer, A total of 
59 percent of the average dealers 
had truck managers, but only 29 
percent had a truck specialist, 

With a good truck manager or 


TRUCK NEW PRODUCTS 


Page 40 
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Most Dealers Call 
Truck Aide a Must, 


Have One 


a specialist in the sales. organiza- 
tion it is not as essential that 
all salesmen be strictly truck 
men, yet the top dealers had an 
average of three exclusive truck 
men, while the other dealers had 
an average of 2.6 exclusive truck 
salesmen. 


To get and hold good truck men, 
it is essential to pay them well. 
The dealer also must provide the 
facilities and backing that enable 
them to sell the dealership as well 
as the product. 

A high percentage of the dealers 
surveyed also allow a truck man to 
sell their passenger-car lines, but 
only to the people he is calling on 
in his daily job of covering truck 
prospects. 


* * - 


Compensation Plans Vary 


TH difference in the method of | 
paying truck salesmen varied | 
considerably among the dealers | 
surveyed. 
For instance, 53 percent of the 
top dealers paid their truck sales- 
(Continued on Page 18, Col. 1) , 














Sales of Trucks q 
Close 1958 with 


Strong Upsurge 


Year’s Registrations 


Lowest Since 1946; 


Chevy Is Top Seller 


By Kenneth C, Kelley Jr. 
Staff Writer 


HE truck industry closed 195% 


its poorest sales year since 1946 
| with a December which saw sales 
|shoot 33.6 percent above the No. 
| vember total to a figure 20.2 percent 
|above registrations for December 
of 1957. 


The final new-truck registration 
total for 1958 was 725,803, a drop of 


|15.4 percent from the 858,085 for 


the previous year. The bulk of the 


| figures are from R. L, Polk & Co, 
| with last-half registrations in Ore 


| gon from the state’s department of 


motor vehicles. 


| Not since 1946 when sales totalled 
625,249 have registrations for a full 
year been so low. In 1946, first half 
registrations were reduced by the 


Manager | Manager | Average 
Deter- Sets Used Go After No. 
mines Truck Truck Service Fleets 
Trades Prices Service Fleets Per Dealer 

| 
Top Top 
| Dealer | Dealer | 
87% 87% | 
| 
Average Average 
711% 11% 
~ & 
Top | 
Dealer | | 
54% | 
| Top 
| Dealer 
| 39% | 
| 
Top 
Average — r 
| Average 
14 
- 
| 

















+ by Jack Weed 





D SAHLI and his brother truck 
committee members of NADA 
were particularly pleased with the 
number of dealers who came to 
hear the program on truck mer- 


chandising that was put on Wed-| 


nesday morning of the convention 
in Chicago. 

They felt that it demonstrated 
that more dealers are beginning 
to be interested in how they can 
make 
truck departments. That is all it 


will take to clear up a bad situa-| 


tion in the field that has existed 
since the end of the Korean war. 

If more dealers, particularly 
those whose contracts make 
them truck dealers when they 
have no real love for this end 
of their business, make up their 
minds that their truck depart- 
ments must net them a profit, 
then there will be just that many 
less dealers whose selling tactics 
limit the profit potential of their 
brother dealers who are endeav- 
oring to do a sound truck mer- 
chandising job. 

Many dealers may feel that they 





igloos Fatten Profits 


By Pushing Service Sales 


Rucs dealers last year had a| 
supplemental service profit of | 
from over $7,000 to nearly $16,000 
per month, according to a survey 
of “top” and “average” dealers rep- 
resenting the five major makes sold 
primarily through franchised deal- 
ers. 

The top dealers reported they 
sold an average of $49,371 worth 
of customer labor and parts each 
month, while the average dealers 
reported a tota] monthly service 
volume of $22,435. 

Taking the NADA figure of 34 
percent gross profit from service 
departments as a norm for truck 





dealers, this indicates that the 
average dealer who sells from 50 
trucks per year and who goes after 
the service business in his area 
had a plus profit of from $7,627 to 
$15,886, depending upon his amount 
of service sales. 

The so-called “captive” dealers, 
those handling Chevrolet, Dodge 
and Ford, did not do quite so well, 
according to the survey. The top 
dealers in these lines averaged 
$45,606 in total service sales per 
month, while the average sold but 
$12,342. 

Part of the reason for this 

(Continued on Page 17, Col. 1) 


more money from their} 


|ing setups. 





would “get in Dutch” with their 
factories if they didn’t “lay them 
on the street” regardless of profit. 

From my listening post, while 
I can’t say much about the re- 
gional and district managers, I 


jean report that every factory 


truck sales manager realizes that 
both the product and the dealer | 
suffer when the price is the only| 
sales argument used to move 
trucks. It is the desire to get more 
product selling into the retail end| 
of the business that has dictated | 


|both the Ford and Dodge moves 


with the heavy-duty merchandis-| 


* * * 


Lack Profit Religion 


I AM enough of a pollyanna to} 

believe that not only would more 

trucks be moved at retail but that 
(Continued on Page 22, Col. 1) 


How They Fared... 





fact that the industry was just 


| getting back into peacetime produc- 
tion after World War II. 


Sales in the last half of 1958 
amounted to 378,214 units, the 
lowest total for a last half since 
the comparable period of 1941 
when registrations totalled 236,- 


652. 


On the brighter side, registrations 
for December totalled 74,734, com- 
| pared to 55,926 in November and 
| 62,160 in December of the previous 
year. December was the first month 
| that topped the like month a year 
earlier since registrations in Oc- 
tober, 1957, ran ahead of the total 


for October, 1956. 
” 


Breakdown by Producer 


— individual producers and 
the miscellaneous group had 
more sales in December than they 
did in the like month of 1957, The 
producers and their sales in Decem- 
ber of the last two years were: 


Chevrolet 


Ford 


Brockway 


Miscellaneous 


Totals 


December, 


74,734 


December, 
1957 


20,350 
18,781 
7,534 
4,476 
4,250 
2,141 
837 
1,022 
408 


312 

58 
1,991 
62,160 


Chevrolet was able to capture the 
(Continued on Page 20, Col. 1) 


Commercial Car Registrations 


By Makes 
Full Year, 19 


Regis- 
trations 
247,191 
208,489 

89,690 

55,873 

36,976 
22,510 
12,148 
11,862 
4,119 
2,930 
959 
33,056 





1957 
Regis- 


trations 58 Market’57 Market 


290,960 
277,301 
96,956 
62,165 
49,431 
22,005 
14,558 
13,312 
6,547 
3,472 
738 
20,640 


858,085 


Percent 
Share of 


34.06 
28.73 
12,36 
7.70 
5.10 
3.10 
1.67 
1.63 
57 
40 
13 
4.55 


100.00 


* White includes Autocar, Freightliner, Reo and Sterling. 
** Miscellaneous includes Corbitt, Divco, Four Wheel. Kenworth, Marmon- 


Herrington, Peterbilt, etc. 


58 vs. 1957 


Percent 
Share of 


33.91 
32.32 
11.30 
1.24 
5.76 
2.56 
1.70 
1,55 
-16 
40 
-09 
2.41 


100.00 


—Compiled from R. L. Polk and State of Oregon data. 
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night service, compared with 53 
percent of the average dealers, 

From the standpoint of shop LAWRENCE 
equipment, the top dealers indicated TRUCK CENTE 
they were fairly well equipped to DODG a R 





Survey Points Up Rewards... 


Pushing Service Adds 
To Dealers’ Profits 


(Continued from Page 16) 






handle even heavy trucks, Seventy- 






















































two percent had truck hoists, 36 YAP we 
ant \YUCKS @* 
ip reneee t| 


percent had tire-demounting ma- 
chines, 38 percent had front-end 
and frame straighteners and 81 
percent were equipped to paint 
trucks. 

The average dealers did not 
: stack up quite as well except for 
| Eighty-seven percent of the top| their paint departments. Only 41 
dealers and 71 percent of the aver-| percent had truck hoists, only 6 
. : age dealers did practically all the ree ire- - 
their brothers who handle GMC service work on a number of fleets sh gy a eae ae a 
and International. Pye 4 : chines, percent ront-end 

. p dealers said ligners and f hi a 

Part of the reason also could be| they serviced an average of 20 a a on 
that they did not do as good job of | fleets, each fleet consisting of an| 7% Percent were equipped to paint 
merchandising their service as the | average of 11 vehicles. Seventy-one | ‘Tucks. 


lower sale of customer labor and | models and went after this type of 
parts could lie in the fact that | service as well. 

these dealers sell a higher pro- 

portion of the light half and 
three-quarter ton trucks than 


dealers who stress heavy-duty truck percent of the average truck deal- It is recognized, especially in the 
sales. ers serviced an average of 14 11-| South, that many dealers stil] pre- 

This is also indicated in survey | vehicle fleets. fer pits to hoists for lubrication and 
figures that showed that top deal- For some reason a fewer num- | other under-frame work, 





ers averaged 66 percent customer ber of top dealers found it neces- 


oe b But with trucks getting more and 
labor to parts sales, while the) sary to have night service than : ; Lawrence Opens Truck Center— 
average dealer had a 70 percent) the average dealers, Perhaps this poo ee See e 


: | gineering standpoint, more and Lawrence Truck Center, Inc., Richmond, Va., has been appointed a distributor for 

eo 7 - was because the top dealers have | more dealers look to heavy-duty | Dodge medium and heavy-tonnage trucks in Virginia, North Carolina and eastern 

The Big Three ~—— came up je and better facilities, and truck hoists with favor and are| Tennessee. Shown in front of the firm's truck lot are, from left, Glenn Knox, vice- 

958, with a 8 eo eee ede perhaps better shop management. finding that they are a profitable | president, Lawrence Motors, Inc. (Dodge-Plymouth); Walter Royal, general manager 
946, average, while the average 1g The survey showed that 49 per-/| investment is saving mechanics’ |of the truck center; Byron Jennings, Dodge district manager, and Ken Heatherly, 


Three” dealers showed a 57 percent cent of the top dealers provided | time i 
ales mark. This indicates that the “Big | — P p le | Dodge regional truck manager. The firms are owned by A. L. Lawrence. 








Ne Three” dealer who made up his 
i mind to do a sound service job was 
iber really doing the best job of all 
tion laborwise. 

> of The top dealers queried sold an 
for average of $17,763 in parts at 
the wholesale to fleets and independ- 


Co ent operators and garages that 
. serviced trucks, while the aver- 


eR age dealer sold $14,374.85 in parts 
wholesale. 
lled The average top Big Three dealer 


full sold $12,342 in parts wholesale, 

ralf while the average dealer handling 

the these makes sold only $5,546 in 

just parts at wholesale. 

juc- The fact that Dodge truck parts 
are sold to fleets and garages by 

58 the MoPar division may be one of 


he the reasons that these dealer's 
ce wholesale-parts sales were so low. 
M1 Most truck dealers are beginning 
6,- to realize that a good service de- 


partment is a powerful] sales tool 
ons as well as a source of additional 
m- § profits. 


and This is clearly brought out by 
os survey findings from each type 
nth of dealer, Ninety-one percent of 


= the top dealers and 93 percent of 
De- the average said they went after 
tal all the service work they could 
get. 
Eighty-seven percent of the top 
and 71 percent of the average deal- 
ind ers said they were equipped to 
lad handle service on the heavy-duty 
ney | — - —______—. 
“he . : 
m- | Vocational Guide... 
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» | Spring Opens 

| | Many Doors to 

>» | Lruck Salesmen 

- DETROIT —With the hint of 
»9 spring in the air, more firms and 
8 truck users make up their minds 


2 about their hauling equipment than 
58 any other month in the year with 
1 the possible exception of October. 


0 This is the month when truck 
he salesmen should drive for the 
signed order from the bakers, 
clothing gmd textile, common car- 
riers, container makers, contrac- 
tors, manufacturers and distribu-| 
tors of farm equipment, florists, 















Compare HEIL with other telescopic farm hoists . .. 
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V-Ring packing 






























grocers, hardware, manufacturers, 
movi i Take advantage of the huge potential market for farm Gear Pump | No | Opr'l | 
ng and storage firms, paint . ¥. ¥. 
and glass, road builders and sand truck hoists. Now you can offer your customers a com- Cable Pull-Out es | Yes | No | 
and gravel haulers. plete Heil twin telescopic hoist package that makes any Inside Mount Yes | Yes | No | No | 
ne, the trucks moat in demand | farm stake or grain truck a convenient self-unloading Cylinder can be repacked | y, | No | No | No | 
e gamut from e quarter- * . : . j ithout di bl 

don plckupa, to -the largest Gual unit, with generous capacity for hauling and dumping j be mannem oo 
drive bogie axle jobs with large jobs. : recision cylinders, finished Yes | No | No | 
dump equipment. And you have the added selling advantage of famed inside and out 

Intensive cultivation should also Heil ‘“‘contractor quality’ hoist manufacture—backed Air bleed vent on cylinder | Yes | Yes | Yes | No | 
be carried on those prospects which up by job-proved working features only available in Mount without welding ¥ Y x 
fall under the category of automo- Heil hoists to truck frome es es es 
tive, breweries, building materials, G ll . i il . . - 
cartage firms, chemicals, construc- et all the details now on easy-mounting, easy- Thru-shaft cylinder mounting | No | No | 
tion, farming, logging, lumbering, servicing Heil farm hoists. See your Heil distributor. or 







meat and roofing. write to The Heil Co. <3 
Now is also the time to start 
work on the school boards for next 
year’s bus needs. 
Salesmen should be lining up 
their contacts with camps and. re- 
N 


Sorts, canners, cleaners and dyers, MILWAUKEE 1, WISCONSI 

contract haulers, plumbing and 

heating firms, mining, truck gar- 

deners and those engaged in refrig- de ee 

eration service. All are beginning @ 

to become interested in trucks. 
—Jack Weep 
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Operators Say... 





Truck Deal Needs a Specialist 


(Continued from Page 16) 


men a salary and an incentive, 
while only 30 percent of the aver- 
age dealers paid their men this 
way. Another 21 percent of the top 
dealers paid straight commission, 
while 35 percent of the other deal- 
ers used this method. 

Also, 20 percent of the top 
dealers paid a drawing account 
against commission, and 7 per- 
cent had some other basis. On the 
other hand 17.5 percent of the 
“average” dealers paid by draw- 
ing account against commission, 
and 17.5 percent used some other 
method. 

The “other plan” mentioned most 
often was paying one fourth to one 
third of the net profit after the 
“washout.” 

One significant difference in 
forms of paying salesmen may be 
seen in the length of time each 
group was able to hold truck sales- 
men, The top dealers’ oldest men 
had been with them an average of 
12 years, and the average term of 
employment of all truck salesmen 
was six years. Among the other 


dealers, the oldest man had been 

with the dealership 8.5 years, and 

the average tenure was four years. 
a * x 


Used Trucks Key to Profit 


NOTHER 
source and an aid to new-truck 
selling is the ability to trade for 
used trucks properly and sel] them 
properly. Many times, said the top 


dealers, used-truck merchandising | 


International Erects 


New Knoxville Branch 


CHICAGO, — International Har- 
vester is expanding its motor truck 
sales and service facilities in Ten- 


important profit | 


| 





is the key to truck-retailing profit, 
The top dealers took an average 
of 128.5 trucks in trade on new 
units sold the 11-month period, re- 
tailed 129 used trucks and whole- 
saled or junked an average of 36. 
The other dealers took an 
average of only 59 used trucks 
in trade, retailed 73 and whole- 
saled or junked 11. 
The top dealers surveyed said| 


|reported they made $104, and the 


other 50 percent claimed they lost 
$146 per used-truck handled. 
Perhaps the difference in the way 


| the used-truck deals were handled 


nessee with a new company-owned | 


branch at Knoxville, it is announced 
by L. W. Pierson, manager of mo- 
tor truck sales, 


In addition to an 18-stall service 
station, the 90,000-square-foot 
branch has new and used-truck dis- 
play areas, sales and accounting 
offices, a parts department and tool 
room. The new facility is located at 
Cherry and Hoit streets. 


by each group played an important 
part in this profit picture. 
* * * } 


Who Decides on Trades? 


oo truck manager in 54 percent | 
of the top dealers’ establish- 
ments determined the trades with 
22 percent leaving this decision up 
to the sales manager, 10 percent to | 
the owner or genera] manager, 7 
percent to the salesman working | 


Dromedaries Invade East— 





International model ACO-225 Sightliner, one of three placed in service between 
they grossed an average of $137.29 | Pittsburgh and New York by Leonard Bros. Motor Express Service, Inc., pulls 8, 


the rigs is 49 feet, 6 inches, a half-foot 
EE Ee 





the deal and 7 percent to the used 
truck manager. 


However, in 47 percent of the 
‘average’ outlets, the general sales 
manager decided whether to take 
the trade. In 17.5 percent, the 
truck manager made the decision; 
in another 17.5 the owner or 
manager decided, and in 6 per- 
cent the decision was left up to 


| the salesmen. 


In 39 percent of the top dealer- 








AXLE SHAFTS 


Eaton Inductalloy Axle Shafts, hardened by the Eaton induction 
hardening process which produces an extremely hard case that 
extends deep into the material structure, are able to handle more 
pounds of torque without fatigue failure. The result is extra thou- 
sands of trouble-free miles added to axle life, more vehicle time 
on the road—less in the shop, and reduced maintenance expense. 

The superiority of Eaton Inductalloy Shafts is performance 


proven by millions of miles of heavy duty operation. 







e 
EATO 





More than Two Million 
Eaton Axles in Trucks 





Today 


CLEVELAND, 


AXLE DIVISION 


MANUFACTURING COMPANY 
OHIO 












EATON 
INDUCTALLOY 
SHAFT 


ORDINARY 
AXLE 
SHAFT 





PRODUCTS: Engine Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet Engine Parts * Hydraulic Pumps 


Truck and Trailer Axles 
Fastening Devices * 


Cold Drawn Steel + 


* Truck Transmissions * 
Stampings ° 


Permanent Mold Iron Castings * 
Forgings ° 


Leaf and Coil Springs ° 


Automotive Heaters and Air Conditioners 
Dynamatic Drives and Brakes 
Powdered Metal Parts * Gears * Variable Speed Drives * Speed Reducers * Differentials * Centralized Lubrication Systems 


|on the used trucks they sold, while | feet of bonus payload space in addition to its 35-foot semitrailer. The Dromedary 
|50 percent of the “average” dealers | units, common on intermountain runs in the West, are mounted on a 182-inch wheel. 
base tractor that has 48-inch bumper-to- 


back-of-cab dimensions. Overall length of 
within Pennsylvania, New Jersey and New 


ships the truck manager set the 
prices on the used trucks offered 
for sale. In 19 percent the pricing 
was done by the salesmanager, in 
~ percent by the used-truck man- 
| ager, in 17 percent by the owner or 
| general manager and in 3 percent 
| of the dealerships by the salesman. 
Thus, it is evident that where an 
experienced truck man or truck 
|manager determines whether to 
| take a trade and also sets the price 
on the used vehicle, the dealer is 
able to realize a better profit on 
| his used stocks, 


| *« * * 

|Used Trucks, Cars Differ 
i truck men tend to agree that 
used trucks cannot be handled 
| profitably on the same basis as 
| cars. For instance, they explain that 
a heavy truck in particular may sit 
}on the lot 90 days or more before 
|it can be moved profitably. 

The value in a used truck is 
not determined by its style or 
vintage. The value lies in its 
condition and in being able to 
sell it to an operator who can 
use it to the best advantage, 
Often, these dealers say, a sales- 

man might not find a user who 
wants that particular vehicle for 
two or three months after the 
vehicle is traded in, but once the 
right user is found a profitable sale 
| usually can be made. 

| To earn a reputation as a truck 
| headquarters, a dealer must carry 
a representative stock of used 
trucks in order to draw prospects 
|to the lot when they need hauling 
|equipment, The top dealers also 
say it is poor policy to rely on 
“walk-in” sales entirely, even for 
| used stuff. 





| 
| 


Lookers, Price Buyers 


| FOR this reason, approximately 
93 percent of the dealers sur- 
veyed said they not only allow but 
encourage their new-truck sales- 
men to sell used trucks as well. 

Many times, they said, the sale of 
a properly reconditioned used ve- 
hicle will develop a good new truck 
customer. 

These dealers also say that 
except for the light stuff, it takes 
a few months for even the best 
truck salesman to find himself in 

| @ new organization and to develop 
customers from whom he can get 
profitable business. 

Good truck salesmen know that 
most of the floor traffic so fought 
after by the passenger-car men is 
composed of lookers and price 
buyers. 

That isn’t true on the used-truck 
lot, however, Here the average 
“walk-in” is looking for a truck of 
the size and type he needs and 
usually is open to suggestions. 
















Colo. Governor 


Blasts Truck Bill 


DENVER. — Gov. Stephen L. R. 
MeNichols has assailed a measure 
to change Colorado’s ton-mile tax 
on trucks and indicated he would 
veto it if it reaches his desk. 

The measure is “purely a big op- 
erator bill which would reduce their 
road costs tremendously and in- 
crease the cost to the small car- 
riers,”he said, It also would “kick 
e props out from under our whole 
revenue program,” he added. Rev- 
enue loss was estimated at $2.3 
million. 

Ben Bezoff, director of the Colo- 
rado Motor Carriers Assn. which is 
supporting the bill, said it would 
simplify collection and payment of 
ton-mile taxes and “average ou! 
payments among all classes of 
trucks, based on an average load 
factor.” 
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»PERATI@N 
“HIGH GEAR’ 


In just five months—since GMC launched the truck industry’s biggest engineering, 
design and quality-control program and called it Operation “High Gear’’—all these 


outstanding events have helped GMC Dealers make more money. 


=e Se Ww eerer 


e All-new, all-aluminum 48” tilt-cab was introduced! 

‘ . e 13 special off-highway models made available! 

e A new tandem option for the 450 Series, making this the lowest prcre 
| six-wheeler in the 35,000 lb. GVW range! 


e Unheard of sales records were set by the D860 through superior economy 
and performance! 


e All 6-cylinder engines now have ‘Tocco hardened crankshafts! 


e And, 214,851,772 persons have been consistently informed of these GMC 
advances through concentrated advertising — plus more than 600,000 
prospects reached by direct mail. a 






From 14-ton to 45-ton— 
General Motors leads the way! These are just a few reasons why GMC Dealers are on the profit-march. 
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Month Shows 33% Gain... 


Truck Sales End 58 on Upbeat 


(Continued from Page 16) 


sales championship for the full year 
by a wide margin, despite a sharp 
drop in sales, An even sharper 
drop in Ford sales made this pos- 
sible. 

Willys, Brockway and the mis- 
cellaneous producers increased their ; 
unit sales in 1958 over the 1957 ALIFORNIA was able to retain 
showings and thereby took in- its position as the top truck- 
creased shares of the 1958 market. | buying state both for December and 
all of 1958, The top 10 states for 


cent, down .19 points; Diamond T, 
2,930 units, .40 percent, share un- 
changed; Brockway, 959 units, .13 
percent, up .04 points, and miscel- 
laneous, 33,056 units, 4.55 percent, 
up 2.14 points. 

* 


California in Top Spot 


+ aa + 
ESPITE lower unit sales, in- the year and their truck-registra- 
creased shares of the market tion totals for 1958 ane at Sees 
were taken by Chevrolet, Interna-| 4, California ........ 72,651 91,990 
tional, GMC and Mack. For Ford,| 9 Texa,g... si. 64,942 72,364 
Dodge, White and Studebaker, 3. New York ...... 37,549 46,229 | 
there were losses both in units 4. Pennsylvania 33,408 40,336 | 
sold and share of the market. Dia-| 5. Hilinois .............. 30,916 35,460 
mond T held its share of the mar- [fees 27,690 36,662 
ket steady, despite a drop in unit; 7 Florida ...... 23,434 27,329 
sales. 8 Michigan ........ 23,187 31,050 | 
The producers, their units sold,| 9%. Missouri .......... 20,340 21,557 
percent of the market and percent-| 10. New Jersey .... 18,203 21,923 


The farmer apparently was the 
only friend that the truck sales- 
man had in 1958. Only four states 
| showed increased registrations for 
the year and all of them are farm 
states—Iowa, Kansas, Nebraska and 
South Dakota. 

The 1958 truck sales total fell 


GMC, 55,873 uni 7.70 recent, u below the 1957 figure in the other 
~ - "Pp 44 states and the District of Colum- 


A6 points. bi 
Dodge, 36,976 units, 5.10 percent, | ”* a 


down .66 points; Willys, 22,510 7= top 10 states for December 


units, 3.10 percent, up .4 points; wt 
7 ith their registration totals for 
White, 12,148 units, 1.67 percent, the last two Decembers were: 


down .03 points; Mack, 11,862 units, December, Bescmber, 
1.63 percent, up .08 points. 1958 1957 
Studebaker, 4,119 units, 57_ per- 1. California - 7,919 5,521 


Huge Truck Center Opened 
In Tucson by Chevy Veteran 


TUCSON, Ariz.—With facilities to, by 68,500 square feet of paved area 
work on 20 large trucks at one/| house new and used-truck and car 
time, a truck sales, service and| sales, financing and credit, auto and 
leasing center has been opened by| truck leasing and rentals, complete 
O'Reilly Motor Co. It is believed) servicing from lubrication to major 
to be the largest and most complete | overhaul and wreck repairing. 
in the Southwest. | The main building, containing 

The thir d-of-a-million-dollar, | 16,000 square feet, has an alumi- 

four-acre layout culminates five | num roof and concrete floors, In 
years of study and planning, ac- | front of it is a covered 7,800- 
cording to Frank C. O'Reilly, a | square-foot display area for 15 or 
Chevrolet dealer here since 1924. | more trucks or cars. Service 

A covered patio-type showroom.) sales, used-car sales office and 
a 60-foot lubrication pit, an inter-| eystemers’ lounge with covered 
com system between mechanics’) entrance is in another building 
work a and service en of 4,200-square-foot capacity. 
ment and e largest stock o 
truck parts between Dallas and = en - ing, os hs 
Los Angeles are among features of = @ Sas apes qconms 

: cleaning and washing truck bodies, 
the ultramodern truck hub, O'Reilly 
chassis and engines. 
said. A staff of 30 men runs the truck 
_mane-ype bulidings surrounded center’s six departments. General 
manager is A. E. “Barney” Barn- 
| hizer. 


Seeing Double Other features of the huge center 


Thruway Test Runs Set are: ; 
F. Gi T ks Air-conditioned reception room, 
or Giant fruc sales and executive offices, book- 
ALBANY.—Sixty-five-ton double| keeping and accounting depart- 
tractor trailers—banned from regu- | ments. 
lar highways in New York because 
of their bulk—make their debut on 
the State Thruway in March. 
The Thruway Authority, which 
— its own rules, will permit a 
ew t ru how 
eee ame a ole pes od departments, machine shop, tool 
ing the road with them. The idea is |"0°™ Parts department and em- 
to lure more truckers to the super- | PlOye locker and shower rooms. 
highway by letting them carry An inventory of more than $150,- 
bigger payloads. | 000 in truck parts of all makes. 


age-point change in their shares of 
the market were: 

Chevrolet, 247,191 units sold, 
34.06 percent of the market, up 
15 percentage points; Ford, 208,- 
489 units, 28.73 percent, down 3.59 
points; International, 89,690 units, 
12.36 percent, up 106 points; 











than the largest truck on the 
highways, providing direct en- 
trance to service department. 








are 


Divco-Wayne Introduces Bantam Bus— 


Diveo-Wayne Corp., Detroit, has introduced a new concept in small-group trans- 
portation—a bantam transit bus designed to seat 12 to 25 passengers. Shorter than 
other transits, lower than other high-headroom buses for greater stability, and about 
@ foot less in width, the new bus, called the Coachline, is said to be highly manuever- 
able and more economical to operate. Other features include a full-width underfloor 


luggage compartment, an interior luggage compartment, a short turning radius, a|R. L. Polk & Co 


compact 84-to-87-inch width, a 74-inch interior height and a six-cylinder engine. 





Ten overhead doors, each larger 


Engine, chassis and brake-repair | 





Bo TOM: ccictibictaionee 71,266 5,414 
3. New York. .......... 3,706 3,240 
4. Pennsylvania .... 3,518 3,512 
5. Illinois 3,138 
6. Michigan 2,376 
Se REED: sncebicctncsemevemins 2,497 
8. Florida sade 2,266 | 
9. Oklahoma 2,066 | 
10. Missouri 1,279 





Reflecting the national upsurge in 
truck sales, registration gains were 
posted in 38 states and the District 


|of Columbia in December, Only 10 


states showed declines. 


Truck registrations by states are 
released 


state capitals. 





e weekly, as compiled Brock- 
by &. L. Polk representajives in way 












































Year’s Total Truck Registrations 


Oregon, reported by Oregon 
Department of Motor Vehicles ...... 


Other 47 states and District 


of Columbia, reported by 
R. L. Polk & Co. .. 


in R. L. Polk report for full year. 





esccsccsceesccencenncced BgOT I 
GRAND TOTAL ........0.:000-e0eeeeeesee0e7 4,734 


* Last half only, first half included 


New Commercial-Car Registrations 


12 Months’ Total, 1958-1957 








“297| 410) 


Full Yeor 
1958 


*4,845 


720,958 
725,803 


TO- 
TAL 























“The information contained in this report has been com 
exercised to insure accuracy of this report to the extent 
. cannot assume any liability by reason of inaccu 


Figures for Oregon are for the first six months only. 
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217! +7490 
__ 126] 9224 
696! 13918 
__ 517! 15777 
102! 4080 
46| 4414 


32566| 720953 
20269| 851747 





Polk & Co. 


piled from official state documents. Every reasonable precaution has been 
gistrations received and tabulated at the time the report is published. 
racies or omissions.""—R, L. 











You sell’ cks when you sell 


more profit 
‘prot 







14293 
| 7368 


142) 
3950 


265) 
1990 


ou sell Henfection 
ALUMINUM BODIES 





Your chassis . . . with a Perfection ALUMINUM body and 
precision manufactured Telescopic Hoist . . . offers your 
customer 






More pay load. 






Proper weight distribution. 






Reduced fuel consumption. 






Improved running time. 







Less maintenance. 


re? ee 


Larger re-sale value. 


Penfection has more experience with ALUMINUM. 


| * ae a 

‘| More sales help. Dependable local distributor service. 
-_-” 

ere, a All these services are yours through Perfection’s national distributor 








organization: 





Training for your salesmen to sell special truck equipment. 
Engineering service. 

A complete line of allied equipment. 
Detailed operator manuals. 

Experienced maintenance service. 

In-stock service on parts and standard units. 





Ask your distributor 






to show Perfection’'s 
“How To Sell” Films. 
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Truckin’ . 





eo ce e By Jack Weed 


(Continued from Page 16) 


everyone connected with the retail 
end of the truck business would 
be happier—and much wealthier— 
if just the one worst offender of 
price selling in each city or area 
would change his tactics and get 
some profit religion. 

The survey that I speak of, men- 
tioned elsewhere in this section, 
certainly seemed to peg the fact 
that if these “price-cutting” deal- 
ers would hire just one good truck 
manager and give him a free 
enough hand so that he could run 
the selling of both new and used, 
most of these dealers would be far| 
better off and so would the cus- 
tomer and the neighboring dealers. 

Down through the years, I 
have noticed that bad truck sell- 
ing usually results from a dire 
lack of truck knowledge by the 
dealer himself and his unwilling- 
ness to employ and give a rea- 
sonable chance to anyone who 
does. 

Most of these dealers just can’t! 
seem to get it through their heads | 
that trucks are a different breed 
of cats than cars. The only simi- 
larity is that both are internal 
combustion engine powered and 
both run on rubber tired wheels. 
It takes a different selling tech- 
nique to merchandise them prop- 
erly. 





. . * 
Simplification Plea 
HE Ordnance Corps research 
and engineering section comes 
up with some good sound sugges- 
tions that can be adopted by the) 
truck business as a result of their) 
research work every once in a} 
while. They jumped the gun a little | 
too fast, according to most truck/| 
engineers, on the news release they | 
made a short time ago about hav-/| 
ing developed the answer to the 
universal rim that is now in high | 
controversy around SAE and kin- 
dred circles. 

But I think that Col. Roger) 
Hemion and his gang have “fin-| 
gered” a hot one when they called | 
for greater simplification of trailer | 
design and the crying need for| 
fewer parts to service motor ve-| 
hicles. 

Inasmuch as there is much | 
interchangeability among axle, 
transmission and other chassis 
parts in trucks, I believe that 
most parts men and dealers as 
well would really appreciate hav- 
ing these parts all designated 
with a common prefix so that any | 
parts man could locate a part 
quickly. 

I know that smart parts men 
across the country have done this 
for their own parts stocks on some | 
basis of their own. Many can han- 
dle most of the numbers by mem-| 
ory. They have made their parts) 
departments the headquarters for| 
truck parts in their city or area} 
by pushing sales to fleets and in- 
dependents as well as their own 
customers. 

Col. Hemion’s plea was central- 
ized around trailers, in particular, 
since 60 percent of the total mis- 
siles system cost consisted of 
“ground support” equipment. Of 
that about 10 percent is automo- 
tive vehicular equipment. 

* > + 


Standard Dimensions 


EnGitaeEns in the industry are 
pushing for a change in allow- 
able dimensions for height and 
width of truck equipment. They 
are in accord seemingly that 
heights should be made standard 
at 13% feet, and many are pushing 
for a 102-inch overall width. They 
claim that this wider tread will 
bring about better tire spacing on 
duals, a wider potential for springs 
and a better “brake formula.” 
Members of the Truck-Trailer 
Manufacturers’ Assn. also learned 


S-P in Philadelphia 

PHILADELPHIA. — Studebaker- 
Packard has opened a Philadelphia 
zone sales office at 119 Lincoln 
Highway in suburban Devon, Pa. 
Arthur G. Ackert, former Denver 
zone sales manager, has been placed 
in charge. A. L. Maples is zone ad- 
ministrative manager, and W, K. 
Starsman is distribution manager. 








at their recent convention in Hol- 
lywood, Fla., that the food, drug 
and frozen food interests will be 
sponsoring a code in state legis- 
latures this year that will embrace 
transportation, processing, han- 
dling, freezing and retail display. 

This code, which should be 
familiarized by any hauler in- 
tending to buy deep freeze 


| “boxes” this year, will incorpo- 





— 


World Bestos Tells Plans, 


Cites 2 for °58 Sales Record 


INDIANAPOLIS.—Plans for de- 
veloping new markets for organic 
and metallic friction materials were 
outlined by R. A. Riley, World 
Bestos president, at a three-day re- 
placement sales convention. 

New World Bestos brake-lining 
products were introduced. David 
McCarthy, Philadelphia, and R. W. 
Stutt, San Francisco, received 
awards for outstanding sales 
achievements in 1958. 
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rate several factors that enter 
into the construction of bodies to 
be used for this purpose. The 
code will call for interior sur- 
faces of bodies to be so built 
that they can be cleaned readily 
and kept so. 

Other factors are that interiors 
must be maintained at zero or be- 
low during transit, all vehicles 
shall be equipped with an accurate 
thermometer and a log shall be 
kept showing interior tempera- 
tures at intervals of two hours. 
Adequate air circulation must be 
provided around the load. 

Harold Johnson, of the Depart- 
ment of Agriculture, claims that 
many present carriers of frozen 
food could not pass inspection 
under this code today. He empha- 
sized that the Assn. of Food and 


Drug Officials and the National | 


Assn, of Frozen Food Packers, 
which are sponsoring this code, 
are “in earnest in this matter and 


are going to put teeth in this| 


code.” 
ca * * 


Back to Louisville 
HE National Truck Roadeo will 
return this year to Louisville, 
where it was first held 22 years 
ago. The date set for the 1959 con- 
test will be Sept. 24-26. ATA has 


leased the $16 million Coliseum for 
the event. 


The first National Truck Roadeo 
was held in 1937 in the old Horse 
Show Barn, which stood on the 
very spot where the Coliseum now 
stands. I well remember that 
Roadeo and the interest that was 
aroused in seeing what kind of a 
test had been developed to judge 
the skills of truck drivers in their 
normal daily work. 

I remember there were quite 
a few “doubting Thomases,” 
yours truly among them, 
who doubted that hauling con- 
cerns would go to the expense 
of sending their drivers to the 
state and national events. 


Luckily I and the other “doubting 
Thomases” were wrong, and we 
|have all seen this event become 
the springboard for perhaps the 
greatest safety movement on the 
| highway. 

I now doubt that without the 
|Roadeo we would have the “safe 
driver” movement as far advanced 
|} as it is today and the truck drivers 
of the for-hire operators hailed as 


doff my chapeau to Goley Son- 
theimer and the tremendous job 
|he has accomplished on a national 
basis since that first Roadeo. 





the safest drivers on the road. I} 


Mobile Display Unit— 


Aro Equipment Co., Bryan, O., will 
| spearhead its 1959 lube equipment sales 
program with this mobile display unit, 
Called the M-D, it is a custom-built van 
fitted with basic Aro equipment recom. 
| mended for a modern lubrication depar.- 
| ment. A built-in generator and compressor 
| allows this equipment to be operated 
| instantly, without need of an outside 
| power source. The interior of the van is 
|12 feet long and 6 feet 4 inches high. 








Now there’s a “Jimmy” Diesel engine for 
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Truck Briefs 


CHICAGO.—The spring executive 
conference of the National Truck 
Leasing System is scheduled for 
March 16-18 at the Palm Beach 
Biltmore Hotel, Palm Beach, Fia., 
according to W. Howard Amor, 
Cleveland, president of the system. 

General business sessions will 
open and close the conference. 
Other meetings will be conducted 
as discussion clinics to permit an 
airing of the management and op- 
erating problems of the companies 
represented at the parley. 

+ * + 


Tandem Test Conducted 


On Massachusetts Pike 


BOSTON.—Tandem trailer trucks 
now are permitted on the Massa- 
chusetts Turnpike, according to 
William F. Callahan, turnpike au- 
thority chairman. 

Western Express Co. will oper- 
ate the tandem trucks five days 
weekly for a three-month test, Cal- 
lahan said, At the eastern end of 
the toll road, the two trailers will 
be separated for normal trailer 
truck traffic over State roads. The 


tandem trailers will be restricted 
to a minimum speed of 20 miles per 
hour and a maximum of 50, Calla- 


han said. 
* * x 


|Hamel Elected President 


Of Quebec Trucking Assn. 


MONTREAL.—Alfred Hamel, 
| Roberval, Quebec, was elected pres- 
jident of the Trucking Assn, of 
| Quebec at the annual meeting here. 

J. P. Pepin, public relations di- 
rector of the Quebec Automobile 
Club, blasted roadside blight and 
| big billboards as offenses against 
|beauty and safety. He said he 
| wasn’t opposed to roadside busi- 
|nesses or signs, but advocated 
highway department regulation of 
them. 





* * * 

| Two More Distributors 
Named by Highway Trailer 

EDGERTON, Wis.—Two new dis- 
tributors have been appointed by 
}the commercial truck-trailer divi- 
| sion of Highway Trailer Co. 

They are Alco Equipment, Inc., 
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Springfield, Mass., and Binghamton 
Truck Service Corp., Binghamton, 
N. Y. Alco will distribute High- 
way’s line in Massachusetts and 
Southern Vermont. Binghamton 
Truck will cover Southcentral New 
York, 


+ * * 


Red Flashers on Trucks 


Called Illegal in Ontario 


HAMILTON, Ont.—Trucks using 
red flasher lights are doing so il- 
legally, County Magistrate John E. 
Robinson said in fining Foran 
Transport $10 and costs for having | 
such a flasher light atop the oe 
of its service truck, 

George Patterson, Foran general | 
manager, said, “a police officer two 
years ago told us we could use such 
a flasher on the truck,” but the 
judge declared that the officer had 
no right to make such a suggestion. 
The Highway Traffic Act restricts 
such lights to ambulances, fire and 
police vehicles and public utility 
emergency vehicles, 

* = = 


Fruehauf Building Facility 


To Serve Western Canada 


CALGARY, Alta, — Fruehauf 
Trailer Co. of Canada, Weston, Ont., 
is building new facilities containing 
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“Hurry, Ed!” 





| 33,000 square feet on 10.3 acres in 


Calgary at a cost of $500,000. 

Located in the Bonnybrook in- 
dustrial district of East Calgary, 
the project includes a trailer as- 
sembly operation for Western Can- 
ada and a large central parts 
depot to serve the same territory. 

* * = 


Tubeless Tire for Renault 


Is Introduced by Firestone 


AKRON.—Firestone Tire & Rub- 
ber Co. has announced the addition 








SERVI 












CE sa mes 


is averaging 


‘If you use your trucks for peddling locally or shuttling between 


terminals—or in city pickup and delivery work—you’re bound 
i to have a hankering to cut your fuel costs. 


’ Well, brother, here’s the answer you’ve been looking for. 


It’s a great new “Jimmy” Diesel engine—the ““4-53””—and it’s 


/ racking up performance records that really take the cake. 












































































OETROIT OVESEL ENGINE OIVISION, ~- 
GENERAL MOTORS, DETROIT 28, MICH. : 


im Canadas GENERAL MOTORS DIESEL. LIMITED. London. Ontanoe 


Parts and Service Worldwide 





"EV -71"" "6-110" “VQV-71" “V6V-71" - 
MAB 384 HP. MOO IIR UO i a Riel OO 








1 Item: It’s averaging 9.48 miles per gallon for a Midwest 
‘ trucker who’s hauling 12-25,000 pound payloads on 50- to 
100-mile runs over hilly terrain. 


Item: It burns barely one gallon per hour bucking stop-and-go 
traffic in city pickup and delivery service for this same 
Midwest hauler who replaced a gasoline engine in a tractor he 
had retired from long-haul service. 


And fuel economy is only half the story. For the new Series 53 
“Jimmy” Diesel engines have every advantage any Diesel 
has ever had—and then some. 


Size? Amazingly compact—fit the same space as gasoline 
engines of equal ratings. 


Weight? Almost feather-light—far lighter (and smaller) than 
any other Diesels in their range. 


Speed? The “4-53’s”” 130 horsepower comes rolling out at a 
smart 2,800 rpm—so it drops right into most light trucks 
without any change in transmission or rear-axle ratio. 


All these advantages make the Series 53 “Jimmy” Diesel 
engines the best buy for truckers, yes, and for bus and taxi 
owners, too. They can power school buses and 30- to 50- 
passenger coaches. In taxis they will give nearly twice the 
mileage you’re getting with gasoline engines. 
And don’t forget, Series 71E “Jimmy” Diesel engines, for 
heavier trucks, are available in 8 leading makes. 


Interested? Get all the facts from your nearest GM Diesel 
distributor or by writing GM Diesel, Dept. A, Detroit 28, 
Michigan. Pick up your phone or pen now—why wait? 
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of a ninth tire size to its line of 
tubeless tires for imported cars. 

The new tire, a 5.0-15, is designed 
for the French-built Renault Dau- 
phine and is made in both black 
and white sidewalls, 


Sales Workshop 
Ups Productivity 
Of Ford Salesmen 


DEARBORN.—During 1958, a de- 
clining sales year in the automotive 
industry, the sales productivity of 
dealership salesmen who graduated 
from the Ford truck sales work- 
shop program increased 50 percent 
on new trucks, according to Wilbur 
Chase, Ford truck marketing man- 
ager. 

“In addition to the increased 
truck sales, the average graduate 
salesman realized a substantial in- 
crease in his sale of new and used 
cars,” Chase said. 

The Ford workshop is a coopera- 
tive, dealer-company program es- 
tablished as a training aid to retail 
Ford salesmen throughout the 
country. Operated by professional, 
fulltime instructors, the program 
consists of a five to eight-day sales 
course and is conducted in each of 
Ford division’s sales regions. 

During the course, a full-day of 
classroom and field training is 
spent on each of the following sub- 
jects: Product information, product 
selling, prospecting, vocational sell- 
ing, financing, used-truck merchan- 
dising, customer service, and truck 
vocational applications. 

The ultimate aim of the program, 
|Chase said, is to train all retail 
Ford sales personnel in properly 
fitting Ford trucks to a customer’s 
specific needs, Since the program 
was put into operation, approxi- 
mately 4,500 salesmen have gradu- 
ated. 


IH Constructs 
8th Truck Center 
In L. A. Market 


VAN NUYS, Calif.—International 
Harvester has completed a truck 
branch in the West Valley area of 
the Los Angeles market, according 
|to L. W. Pierson, manager of motor 
| truck sales. 

The new facility is the sixth 
| truck sales and service branch built 
|under a major expansion program 
| for California, said Pierson. 

He said the new branch will 
| cover more than 60,000 square feet, 
including sales and service areas, 
|parts department, and used truck 
and parking facilities. Both day 
jand night service will be provided. 

The Van Nuys branch will be the 
|eighth in the Los Angeles area, 
four of which have been opened 
in the last 18 months at Monte- 
bello, Culver City, Norwalk and 
Rosemead. A fifth branch was 
opened as part of this same pro- 
gram in San Jose. 

The Van Nuys branch will be 





|under the supervision of G. B. 
Healy, Los Angeles district man- 
ager. 


‘Fleet Adentuletpeses*e Slate 


\Chayne as Banquet Speaker 


DETROIT.— Charles A. Chayne, 
General Motors engineering vice- 
president, will address the conven- 
tion banquet of the Nationa] Assn. 
of Fleet Administrators March 5 at 
the Sheraton-Cadillac hotel here. 
Chayne will discuss safety. 

Another banquet speaker will-be 
E. A. Cowie, association vice-pres- 
ident, whose topic will be “The 
Fleet Administrator's Function 
Within the Company.” Convention 
dates are March 3-6. 


e ADVERTISEMENT 


PERSONALIZED 


human interest column 
| write for you be- 
comes “hardest se! i" 
you can achieve, pius 
top public relations. 
Increases results from 
ALL your advertising. 
Available to one 
dealer only in each 
area. Sample columns, 
details, without obliga- 
tion, from 
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L. ess and failure 


Low Bid ' 
Stahlman Coal Co 


E-ipeem WHY DEALERS ARE HIGH ON 
mvp <2a FORD HEAVY-DUTY TRUCKS 


* e. 


Bere. 


ry 


Low bids by contractors can mean the 
difference between success and failure 
in the trucking business. And because 
low bids are based, above all, on oper- 
ating costs, Ford Truck dealers have a 
sales story to top any in the business: 


@ Lower initial investment 

@ Lower on-the-job costs 

@ Lower maintenance expense 
@ Long working life 


Add to this the marked superiority 
in comfort, style and convenience 
offered by Ford Heavy-Duty Trucks 
and you begin to understand why 
last year Ford dealers topped all 
competition, capturing more than 
33% of the market! 


This year looks even rosier. At an- 
nouncement time, Ford Truck deal- 
ers wrote 45% more orders than the 
same time a year ago. All in all, it’s 
no wonder dealers are high on Ford 
Heavy-Duty Trucks. 


FORD MOTOR COMPANY 


The American Road e¢ Dearborn, Michigan 


FORD « THUNDERBIRD « EDSEL *« MERCURY + LINCOLN + CONTINENTAL 
MARK IV « ENGLISH FORD LINE « GERMAN FORD LINE « FORD TRUCKS 
TRACTORS « FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 











brace four main areas of truck 
design—engine, power take-off unit, 
tires and axles. 

Unveiling its new offering at the 
Concrete Industries Exposition in 
Cleveland, Reo showed for the first 
time its new O, H. 185, heavy-duty 
six-cylinder engine; a lighter fly- 
fF; wheel power take-off-drive for 
- | mixers; a commercial adaption of 
|airplane tires for truck use over 


suspension combination designed 
| for maximum payload and maneu- 
| verability. 

Reo’s new 185-horsepower en- 
gine is said to be suited to tractor 
hauling in the 55,000-pound GCW 
range and for extra performance 
and operational ease in tandem 
work. 

According to Reo, the engine’s 
cooling system incorporates the 
industry’s most advanced design. 
Coolant flow is increased 50 per- 








Reo's 1959 Entry— 


New features in Reo's 1959 truck line are said to embrace four main areas of truck 
design—engine, power take-off unit, tires and axles. The new line includes trucks 
in the GVW class between 18,500 and 52,000 pounds and tractors in the GCW class 
between 42,000 and 78,000 pounds. 
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LANSING. —New developments | 
found in Reo’s entry for 1959 em-| 


adverse terrain, and an axle and/| 


1959 


New Engines and Tires... 


Reo Unveils 59 Line 





cent, Reo said, claiming this adds 
longer life to valves and spark 
plugs. The water pump has a ce- 
ramic disc which virtually elimi- 
|nates corrosion on the impeller 
| face, Reo said. 
| A plate-type oil cooler that main- 
| tains oil temperature close to cool- 
} ant temperature is standard on the 
|new engine. This feature is said 
to provide faster winter warmup 
and cooler running oil in summer. 
In offering lighter, more compact 
power take-off drives for mixer use, 








|Hall Lamp to Open 
|Second Plant in N. C. 


FAYETTEVILLE, N, C.—C, M. 
Hall Lamp Co., Detroit, will operate 
a plant here which will employ be- 
tween 300 and 500 persons, 

A $750,000 plant will be built and 
turned over to Hall under a long- 
term lease. Hall already has a 
plant in operation at Clinton, N_ C. 








There’s no RED TAPE 


when you GO GALION! 










All it takes is a phone call to put your 
Galion distributor at your service. He 
knows bodies and hoists and how to com- 
bine them for any application your cus- 
tomer needs. And he’s backed up by 
facilities and know-how to give you fast, 
dependable service. Galion’s nationwide 
network of distributors assures your cus- 








tomers of service when and where they 
need it—keeps them sold. 

Galion bodies and hoists are competi- 
tively priced, too, so you can bid low on 
contracts without cutting your profit 
margin. No matter what you need in 
bodies and hoists—one call is all it takes. 
GO GALION! 


GALION Dump Bodies, Hoists, Dump Trailers 


GALION ALLSTEEL BODY COMPANY @ GALION, OHIO, U.S.A. 


AN-359 
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Reo this year provides a unit built 
into the flywheel housing. 

The location of the PTO ai the 
rear of the engine, ahead of the 
transmission, is said to accom- 
plish the same job as is don: by 
the mixer drive off the fron: of 
the truck engine, but without 
the disadvantages encountere:} in 
the front-drive arrangement. 
The Reo PTO consists of a gear 
located between rear of the crank. 

shaft and the front face of the fiy- 
wheel. A cog-belt on this gear 
drives another gear located in the 
blister portion of the flywheel hous. 
ing. The entire mechanism weighs 
63 pounds. 

Visually, the most dramatic of 
Reo’s 1959 features are giant tires 
|similar to those used on airplanes, 
Designed primarily for sand and 
| other soft terrain, the tires provide 
| exceptional flotation and get trucks 
| through where others bog down 
even though singles replace the 
|}duals usually found on tandem 
drives, The show truck carries 15.50 
|x 20 front tires and 17.00 x 20 rear 
| tires. 

In terms of payload, Reo’s set- 
back front axle position places 

more weight on the front. Reo 
achieves a wheelbase shorter than 
| others with the same cab-to-axle 
dimension. Reo claims this puts 
more weight on the front axle 
and gives more legal weight to 
the operator. 

Reo, according to John C. Tooker, 
general manager, enters the 1959 
market with its most versatile line 
of medium and heavy-duty trucks. 
This embraces trucks in the GVW 
class between 18,500 and 52,000 
pounds and tractors in the GCW 
class between 42,000 and 78,000 
pounds, 








'Reo's New Engine— 


Reo's new O. H. 185 heavy-duty, six- 
cylinder truck engine is said to be suited 
to tractor hauling in the 55,000-pound 
GCW range. The 185-horsepower engine 
weighs 993 pounds with all accessories. 


Interchange Rates 
'For Equipment Set 
By 365 Truckers 


NEW YORK.—The first table of 
| recommended charges for the inter- 
| change of highway common carrier 
lequipment has been established, 
|according to the Regular Common 
Carrier Conference. The rates are 
| to become effective before Apr. 1. 

Called the National Motor Equip- 
|ment Interchange Agreement, it 
| was signed by 365 common carriers 
at a meeting in Milwaukee. The 
trade group said the signatories 
report annual gross revenues of 
$1.5 billion. 

The trade association said the 
National Motor Equipment Inter- 
change Committee has no official 
|} connection with the Regular Com- 
mon Carrier Conference, but the 
contract was developed through the 
conference. 


Common carriers not now cov- 
ered by the agreement may sign at 
any time. Chairman of the Inter- 
change committee is George Briggs, 
president, Briggs Transportation 
Co., Eau Claire, Wis. 


Eight | Distributors 
Named by Mack 


PLAINFIELD, N. J.—The ap- 
pointment of eight new distributors 
in seven states has been announced 
by Mack. They are: 

Shakespeare Motors, Danville, 
Ill.; Horace Motors, Inc., Elgin, I1!.; 
Taylor Mack Sales Co., Ocilla, Ga.; 
Wilson Bros. Dubuque, Inc., Du- 
buque, Ia. 

Wilmington Mack Sales, Wil- 
mington, N. C.; Crighton Distribu- 
tors, Inc., Williston, N. D.; Black 
& Yount, Inc., Kittanning, Pa.; and 
Schaffter Garage, Lima, O. 


| 
| 
| 
| 
| 
| 
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Knows the Product... 


A Truck Champ’s Secret 


By Ed Brown | 

Staff Correspondent 
New YORK.— Product knowl- 
edge has made Bob Hughes one 
of the country’s top truck fleet 
salesmen. Hughes is a “seven 
diamond” Ford fleet salesman, 
which is no small accomplishment 
in any man’s language. 

4 30-year salesman for Caswell 
Motors, Hughes believes two 
things have helped him reach the 
top and stay there. 

“In these days of high competi-| 
tion,” he said recently, “you have 
to know thoroughly the product 
you are selling. Not only that, you 
have to know your competitors’ 
products and know why your prod- 
uct will fit the particular job you 
are bidding on better than any 
other.” 

In addition, Hughes feels that 
his ability as a “truck specialist” 
is something that can’t be bought 
with money. 

“When I approach a difficult 
account,” he said, I do my level 
best to engineer a truck to the} 
specific requirements of the truck| 
man I call on. I have to find out | 
what the truck is going to do, how 
much it will carry, the kind of ter- 
rain it will run over. Very often, 
the kind of drivers the firm employs 
will be of great importance. 

“You can’t always take a stock 
model truck and make it fit all 
the requirements of every owner. 
It often is necessary to engineer 
something special for a client. 
I feel that I can do this. It is 
one of the big plusses I have 
learned are necessary to make 
truck sales successful.” 

Hughes explained that truck 
fleet sales are extremely technical 
and require a great deal of time 
and study. Most dealers, he feels, 
make the mistake of thinking that 
almost anyone can sell a truck. 
Hughes disagrees violently. 

“You can’t put any youngster on 
truck sales and expect him to make 
a success of it,” he declared. “You! 
are giving him a very technical job 
to do, and he must be prepared 
for it by a great deal of research 
and study.” 

Hughes has found that the aver- 
age truck man is much more inter- 
ested in getting the proper 
merchandise than he is in getting 
a price when he buys. 

He explains it this way: “A 
trucker often will tell you that he 
has a number of bids for a par- 
ticular number of trucks. He tells 
you what his problem is, what he 
requires, and then he may even say 
he isn’t satisfied with the bids he 
received. 

“When you analyze the situa- 
tion, you find that he is dis- 
satisfied because the bids he has 
received are for trucks that do 
not fit his requirements exactly. 
He has been offered a good deal 
from the standpoint of initial 
outlay, but he might stand to 


59 Sales Drive 
On School Buses 
Opened by Oneida 


CANASTOTA, N. Y.—Oneida 
Products division of Henney Motor 
Co. has kicked off its 1959 school- 
bus sales campaign with meetings 
for distributors and salesmen here 
and in Chicago. 

The meetings were directed by 
C. L. Hitchcock, sales vice-presi- 
dent. 

“Our Oneida school bus is a qual- 
ity unit, and we intend to keep it 
that way in spite of the pressure of 
higher school taxes,” Hitchcock told 
the sales groups. 

“When one considers that the 
average pupil spends 10 to 40 per- 
cent of his school day in a school 
bus, the price of safety and quality 
should never be questioned.” 

Oneida said its 1959 model has an 
improved heating system and new 
Seat-back construction that pro- 
vides greater knee room and “pos- 
turized comfort.” The wraparound 
windshield has been enlarged. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 


lose money on the operational 
end of his business. 

“This is the kind of a problem I 
like to run up against,” Hughes 
continued. “Very often I find that 
my recommendation to the truck 
man will require a little larger 
outlay of cash in the initial order, 
but because the trucks will be 
tailored to the exact specifications 
of the job, the operator will save 
more than the extra initial ex- 
pense within a short period of 
time. And I stand a much better 
chance of making a satisfied cus- 
tomer.” 

Hughes has his own methods of 
getting rid of a used truck, when 
it is necessary, but he advises most 
dealers not to get caught in the 
used-truck business. Most dealers, 
he feels, are not equipped to retail 
used trucks. Again, this facet of 
the business requires an expert 
hand. 

The approach to some new-truck 
sales is very similar to that used 


jin selling cars. Hughes often finds 
| oe on a demonstration ride 
| with a would-be customer, explain- 
ing the merits of the particular 
piece he would like to sell, Nothing, 
he says, is quite as convincing as 
a good demonstration. 

Hughes believes that the great- 
est difficulty a truck salesman 
runs up against is not knowing 
fully the product he is trying to 
sell. In his opinion, many auto- 
mobile salesmen also lack prod- 
uct knowledge to the point where 
it hinders their ability to com- 
plete a sale in competition with 
another maker’s offering. 

Watching equipment on the road 
is one of Hughe’s best leads to new 
business. If he sees a piece of 
equipment that appears to have 
seen its best days, he calls the 
firm involved and asks for an op- 
portunity to survey its truck needs 
and make recommendations. 

Hughes feels that fleet sales—of 
both trucks and automobiles—is a 
fertile, lucrative field for the young 
man today. 

“But the guy has to be willing 
to work hard and study,” Hughes 
emphasizes, “He'll have to study 
engineering techniques as they can 
be applied to trucks, and he'll have 


to work harder than he ever} 
though possible, but the rewards| year.” 
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Cummins Unveils 
2 Four-Cylinder 
Truck Engines 


COLUMBUS, Ind.—Cummins En- 
gine Co, has introduced two new 
engines, giving Cummins a line of 
30 different models for on-highway 
trucks and tractors. 

The new models are the 180- 
horsepower NT-180 and the 200- 
horsepower NT-200, lightweight, 4- 
cylinder, turbocharged versions of 
the “NH” series of Cummins diesel 
engines. The lightweight design of 
|these engines is said to permit 
truckers to haul up to 500 pounds 

A Weight Saver— oa payload. 

Cummins Engine Co., Columbus, Ind.,| Both engines weigh 1,935 pounds, 
has introduced two new engines, the 180-| with complete equipment for truck 
horsepower NT-180 and the 200-horse-| installation, They are four-cylinder, 
power NT-200. The engines’ lightweight | four-cycle engines of 5%-inch bore 
design permit truckers to haul up to 500| and 6-inch stroke. 
pounds added payload, the firm said.) r,. short overall length of these 
Cummins has achieved the weight-saving | engines makes it practical to re- 
features of the NT engines by turbo- power trucks with V-8 and short 
charging a four-cylinder version of the in-line gasoline engines. Prior to 
NH-220 six-cylinder engine. Both engines the introduction of these engines, 
weigh 1,935 pounds. repowering had been considered 

|impractical by many operators due 
are big and getting bigger every) to the length of diese] engines, ac- 
|cording to Cummins. 


When CONTROL cannot be 
a question of degree... 


Exacting engine control believed impos- 
sible only a few years ago is now the 
expected, not only in modern aircraft 
and missiles, but also in today’s automo- 


biles and trucks. And, 


curacy is demanded under temperature, 
pressure, and power conditions found, 
until recently, only in laboratories. Tem- 
perature variations alone of —80°F to 
+160°F require almost continuous com- 


pensations in today’s 


this absolute ac- 


jet aircraft and 


missiles. More, these ever-increasing re- 
quirements must be designed for ever- 
decreasing standards of size and weight. 

For more than a half-century, Holley has 
pioneered such developments as: lower 
automotive hood lines through smaller 
carburetors and fuel control systems for 
jet engines that save one-third the weight, 
one-fourth the space. That’s why two 
generations of Americans on the move 
have come to depend on Holley products. 


For more information about 
Holley products, automotive or 
aircraft, write to 


G, 


11955 E. NINE MILE RD. 
* 1-30 WARREN, MICH. 


FOR MORE THAN HALF-A-CENTURY .. . 
ORIGINAL EQUIPMENT MANUFACTURERS FOR 
THE AUTOMOTIVE AND AIRCRAFT INDUSTRIES 
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Canadian Group 
Meets in March 


OTTAWA, Ont.—Ira G. Needles, 
chairman of B. F. Goodrich, Ltd., | 
will be one of the main speakers | 
at the annual convention of the 
Canadian Automotive Wholesalers’ 
& Manufacturers’ Assn. March 23- 
25 in Toronto. 

A highlight of the March 24 ses- 
sion at the King Edward Hotel will 
be a discussion by a 14-member 
panel on “What Suggestions Can 
Be Put Forth to Standardize Dis- 
count Procedures in the Automotive 
Replacement Market?” and “What 
Can Be Done to Improve Employe 
and Employer Relations as Far as 
Profit Sharing and Specialized 
Education Are Concerned?” 

A “Parliament Session” will be 
held for the first time March 25. 


Reports, resolutions and other 
presentations will be made in a 
meeting room set up in Parliament 
fashion, 

* = + 


Voss-Hutton-Barbee Holds 


Open House in Little Rock 
LITTLE ROC K.—Voss-Hutton- 
Barbee Co., wholesaler and retailer 
of auto parts and equipment, held 
open house in its new building at 


810 Chester St. W. F. Barbee is the | 


manager. 
+ * = 


Syracuse Parts Firm 
Plans New Building 


SYRACUSE. — National Automo- 
bile Parts Assn, plans to erect a 
new office and warehouse on Peat 
St. at an estimated cost of nearly 
$200,000. 

Eugene Rouge, company pres- 
ident, said facilities at 118 Hawley 


The world’s most popular 


Power Brake is Hydrovac 


because . 


Vacuum power provides instant, effortless 


Ave. will be retained for jobbing | 
purposes. The new building, being | 


leased on a 15-year basis, is ex- 


Lowey to be ready for occupancy 


about July 1. 


* * 


Champion Offers 
Plug Program 


TOLEDO.—A merchandising pro- 
gram which emphasizes not only 
the need for checking and changing 
spark plugs but also announces a 
simple, easy method of doing it has 
been developed by Champion Spark 
Plug Co. 

Called “one-plug check,” the pro- 
gram points out that by removing 
merely one spark plug—the easiest 
one to reach—the motorist can 
quickly spot plugs which are worn 
out, burned, carboned, or oil fouled. 
Nine display pieces, designed to 








Spark Plug Posters— 


These four window posters, 11 by 14% 
inches, point out the time-saving advan- 


tages of the “one-plug check" method an- | 


nounced by Champion Spark Plug, Toledo. 
The posters are among nine display pieces 
offered by Champion as part of its new 
merchandising program. 





attract the motorists’ attention, are 
included in the Champion kit. 
Champion’s program will be 





wer braking 


plus maximum dependability and safety—even if power should ever fail, brakes can be 
applied manually. 


Vacuum power saves dead weight. This can add several hundred extra pounds to 
every pay-load. And extra pounds mean extra profits. 


Vacuum power does the job simpler and better with less maintenance and lower 


original cost! 


Vacuum power steals no horsepower as it is completely free of compressor drain 


on engine power. 


Unchallenged facts like these have made Hydrovac® Vacuum Power Braking first choice 
among truck operators—in fact, with over 5!4 million sold, more Hydrovac units 
are in use than all other types. 


HYDROVAC (VACUUM HYDRAULIC) POWER BRAKING BY BENDIX 


Bendix fivrsicx South Bend, IND. 





backed up with a consumer spot 
radio and publicity program, which 
will help pre-sell customers before 
the drive up to service stations, 

* * * 


N. Y. Firm Buys Walsh 


HOUSTON.—Gulf & Western 
Corp., New York automotive parts 
manufacturer and distributor, hag 
purchased J, A, Walsh & Co, 
Houston, distributor of electricaj 
appliances and television receivers, 
Terms included a swap of two 
shares of Gulf & Western stock for 


three shares of Walsh. 
i a a 





|Walling Named President 
In Ballou & Wright Shuffle 


SEATTLE.—W. C. Walling was 
|named president of Ballou @ 
Wright, Pacific Northwest automo- 
tive jobber at a reorganization 
meeting. 

J. A, Brown was named credit 
manager and vice-president; Phil 
| Lee, sales manager; Lyly E. Nuess, 
| secretary and assistant sales man- 
ager, and A. F. Thielen, treasurer 


|and superintendent. 
* * + 


Dill Emblems Offered 


CLEVELAND.—Two-color Dillec-. 
tric authorized-dealer emblems, 
designed for use on windows and 
|doors by distributors and dealers, 
|}are available without charge from 
| Dill Mfg. Co., 700 E, Eighty-second 
St., Cleveland 3, O. 

> 


* * 


6 New Maremont-O-GCrams 


CHICAGO. —Maremont Muffler 
division is distributing a new set of 
six Maremont-O-Gram mailing 

|}cards. Each features information 
}on solving one or more muffler in- 
stallation problems, complete with 


illustrations and directions. 
= * . 


Brake-Line Identification 


CHICAGO.—Every hydraulic 
brake line manufactured by O. E. 
M. Products Co. now has a yellow 
band printed with stock number, 
line length and diameter. The band 
remains on the line throughout its 
use and permits quick checking of 
its information when replacement 


is needed, 
> . > 


6 Distributors Named 
By Aeroquip Corp. 

JACKSON, Mich.—Six distribu- 
tors have been appointed by Aero- 
quip Corp., maker of couplings, re- 
usable fittings and flexible hose 
| assemblies. 

They are Westbrook Supply of 
Camden, Inc., 207 Adams, Camden, 
| Ark.; Industrial Supply Co., 60 E. 
Forty-second St., New York; Boggs 
| & Co., Inc., 2019 Thrift, Charlotte, 
N. C.; Power Brake Co., 2205 W. 
First, Duluth; Paul Automotive, 
|Inc., 207 N. Larch, Lansing, and 
|Elm Equipment Co., 256 N. Wash- 
ington, Mobile, Ala. 

= > 


| Littlefield Named Rep 


WOODSIDE, N. Y.—National 
Brake Block Co. has appointed 
Murray Littlefield, 240 Summer, 
Rockland, Mass., as its representa- 
tive in the New England area, 

> + ” 


‘Lucky Silver Dollar’ 


CHICAGO —Everhot Products 
Co. is offering a “Lucky Silver Dol- 
lar” to parts dealers who purchase 
a No. 3476 Bundyfiex Display As- 
sortment. The package contains 24 
replacement brake lines, fuel lines, 


oil and oil-filter lines. 
7 ~ * 


Contest Winners 


Named by MEWA 


CHICAGO.—Winners of the 1959 





Convention Essay Contest of 
MEWA’s Young Executives Group 
have been announced by the Motor 
and Equipment Wholesalers Assn. 
The three top authors are: 

First, John F. Creamer jr. 
Wheels, Inc., Clifton, N. J.; second, 
Martin R. Kades, Kades Motor 
Parts, Beloit, Wis., and third, Dan- 
iel C. Ost, Ost & Ost, Inc., Potts- 
ville, Pa. 

All essays were written on the 
theme: “Improving Our Managerial 
Performance.” 

Honorable mention went to Clay- 
ton F. Ost, Ost & Ost, Inc.; Robert 
L. Phillips, Paul Automotive, Inc., 
Lansing, and James G. Johnson, 
Auto Spring & Bearing Co., Inc., 
Roanoke, Va. 
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THE 
FLEETS 


IN A MORE PROSPEROUS POSITION WITH 


THE TAR I BY STUDEBAKER 

















DA significant number of operators all over the country are now enjoying the benefits of 
running Lark Fleets. Shortly, their numbers will be enlarged by other operators awaiting the 
delivery of their Larks. > These include taxi companies, rental agents, municipalities, state 


governments and business concerns. All of them reduce their overhead through The Lark’s lower 


initial cost, lower fuel consumption and lower maintenance expenses. > They also save a 
valuable 18 sq. ft. of parking space per vehicle (The Lark is only 141% ft. long.) over conventional 


cars. It makes good business sense to save money. 


ASK THE COMPANY THAT OWNS A FLEET: 7 : 


TAX! COMPANIES: Peoples Cab Co., Pittsburgh; Dynamic Cab Co., New York City; 
American Cab, Chicago; Yellow Cab Co., Spokane; National Cab Co., Richmond. 
MUNICIPALITIES: City of Memphis, City of Cedar Rapids, City of Kansas City, Metro- 
politan Miami, City of Phoenix 


BUSINESS CONCERNS: Bell Telephone System, Dallas Power & Light Co., Peoples 
Gas Co., Armour & Co., Pacific Gas & Electric, Swift & Co. 


RENTAL AGENTS: Hertz, Avis Car Rental, National Car Rental, Atlas Auto Rental, 


Morse Rental. The Indiana Bell Telephone Company is 
STATES: State of Iowa, State of Louisiana, State of California, State of Rhode Island, reducing fleet costs through the use of 
State of Virginia. Studebaker Pickup trucks modified for telephone maintenance operations. 





> And Dealers, it makes good business sense to make money! Fleet business is just one more reason the Studebaker franchise 
is becoming increasingly valuable whether you sell dual or exclusive. > For information with: no obligation concerning 
the Studebaker franchise, write: Dealer Development Dept., Studebaker-Packard Corporation, South Bend 27, Indiana. 
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tising officials said. 


ee, Fetes one Sees. id. 
Auto Advertising ne can: ertiesin owned 


Advertising of the ANPA, 485 Lex- 
ington Ave., New York 17, N. Y. | 

In addition to the “Live Better 
By Far With A Brand New Car,” 
theme, the bureau has widened its 


pitch to include the used-car field. tising media should follow the 
As a result, the new-car sales _ path of “perfect coexistence” and 
pitch will be supplemented with | be prepared to serve the needs of 
a “Star in a Good Used Car” the U. S. to the fullest, 

slogan. | “The broadcasting industry has! 
Bureau of Advertising officials|a tremendous respect for news-| 

pointed out that this is an auto | papers, magazines and other adver- 

dealer-local newspaper campaign,|tising media,” Quaal said, “but! 


|should stop petty infighting and 
stand together in defense of adver- 
| tising, according to Ward L; Quaal, 
| general manager of WGN, the Chi- 
cago Tribune’s radio and television 
outlets. 

Speaking at the University of 
Michigan, Quaal said all adver- 


By Martin L. Whitmyer 
Staff Writer 


Officials of the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn. report that the 
demand for newspaper salesmen 
kits for the upcoming “Live Better 
by Far with a Brand New Car” 
campaign already has surpassed 
the number of kits distributed dur- 
ing the entire “You Auto Buy Now” 
car-selling drive of a year ago. 

Within a week after the kits 
became available, the bureau had 
orders for 500, and it is expected 
close to 1,000 kits will be sent out 
to newspapers before the cam- 
paign opens Apr. 6. During the 
entire run of the “You Auto Buy 
Now” campaign, 328 kits were 
supplied to newspapers, officials 
said. 

The kits, which include a com-| 
plete presentation and ad sugges- 
tions, promotions, etc., are avail- 
able for $20 from the Bureau of 





neither can be considered active | negative. 
participants in the sales drive at; “It is about time we grow up 
this time. land tell, in a positive and aggres- 
It will be up to the newspaper|sive manner, the dynamic story 
salesmen to sell the campaign to| which can be spoken in behalf of 
the dealers in their communities.|any soundly developed medium of 
Although the factories probably | advertising,” Quaal said. 
will get into the act with some ad- | In calling for a positive ap- 
vertising, the sales campaign is| proach in selling, Quaal said he 
strictly local in nature and will not; believed that all 
be promoted through the auto mak-| media contributed to saving our 








Only Perfect Circle gives you 


2-WAY POWER PROTECTION! 





1. Perfect Circle Valve Seals 


solve problem of excessive oil 
consumption past valves! 


New rings and restored valve effi- 
ciency produce higher compression 
pressures — and higher deceleration 
vacuum. Increased vacuum draws 
oil through loose and worn valve 
guides. Stop this loss with new 
Perfect Circle Valve Seals! 


Be sure of customer satisfaction 
—Install Perfect Circle Valve Seals 
on all re-ring and valve jobs. 


2. Perfect Circle 


solve problem of excessive oil 
consumption past pistons! 
2-in-1 Chrome sets provide the 
finest piston rings obtainable! Top 
rings and oil rings are plated with 
thick, solid chrome. Doubles life of 
cylinders, rings, pistons. No tedi- 
ous break-in is necessary, rings are 
pre-seated at factory. 


Be sure of customer satisfaction 
—Install 2-in-1 Chrome sets for 
thousands of extra miles of power 
protection and positive oil control! 


PISTON RINGS AND 
Hagerstown, Indiana 


The communications industry 


and, although the campaign is ap- | more time should be spent on ac-| 
proved by car makers and NADA, |centuating the positive, not the| ae 


advertising | 


PERFECT_“__ CIRCLE 


POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 


1959 


—_, 


| ers themselves, Bureau of Aaver~ | country from disastrous eco- _ promotes Seiberling’s “Car! ojet 


nomic difficulty in 1958. | Tread” tire. 


| “A recession, which could have! Tying in with the Post campaign, 
developed into a depression, was;said John J. Walbeck, Seiberling 
short lived because of the strength| ad manager, will be a merchandig. 
of all media in building confidence|ing and sales promotion proxram 
with the consumer. The men and | for independent Seiberling dealers 
| women of America had faith in| throughout the country. News. 
| the advertising messages before! paper, radio, television and cirect 
|them and they never stopped buy-| mail advertising to local levels wilj 
| ing,” Quaal said. | be included, he said. 


ew “Carbojet Tread” also will be the 
| : | theme for the company’s advertis. 
| Northeast Ohio Data ing in rubber and automotive trade 
| Northeast Ohio, the 


“Land of | journals during 1959, Walbeck said, 
Promise” is the premise of the new = 


| market study prepared by Rowley 
Publications, serving Ashtabula, 
Lake and Geauga Counties in Ohio. | 
5 Copies are available, free, through 
|L. E. Gerrety, Painesville Telegraph, 
Painesville, O., or local offices of | 


Automotive World Record 


World carried 33 percent more ad- 
vertising than any other issue in 
the export trade magazine’s seven- 
year history. 

| In the first three months of 1959, 
| there were 33 new advertisers in 
| Automotive World. Advertising vol- 


|Julius Mathews Special Agency, | 





* * * 


Seiberling Ad Campaign 


j}ume is up 15 percent over i958, 
Seiberling Rubber Co. in the Feb. | officials said. 
21 issue of Saturday Evening Post | * * * 
began the largest advertising cam-| 
paign it has ever sponsored in that |AALA Speakers Bureau 
publication. A speakers’ bureau has been 





The campaign, featuring hori- | organized by the American Auto- 
zontal spreads and full page ads, | motive Leasing Assn. 


The speakers, representing 
AALA membership, will appear 
before sales clinics, service clubs, 
banking groups and automotive 
| fleet administrators. 
| > > > 


Herts Campaign Opens 


Hertz kicked off its 1959 car leas- 
ing ad campaign last week with 
two different full-page ads in the 
same edition of the Chicago 
Tribune. 
| Reason for the split run was to 
provide a yardstick for measuring 
impact, Stedem explained. Results 
of the ads will be measured 
| through requests received for a 
|free booklet on Hertz car lease 
| service. 

* > > 


| Contest for Designers 


Revell, Inc., manufacturer of 
plastic scale model hobby kits, and 
Petersen Publishing Co.’s Motor 
Trend magazine, have launched a 
national contest designed to reveal 
the average American’s ideas on 
automobile design. The year-long 
competition is called “Project 
Ideas.” 
| Helping the neophyte designers 
to put their thoughts into being 
will be a specially designed line of 
plastic model kits which Revell is 
producing to give the entrants suffi- 
cient scope to build their ideas. 

Motor Trend and Revell will pro- 
mote the competition throughout 
the year. 

. > > 


| Personnel C hanges 


Hy Brodsky from publicity man- 
ager to public relations director of 
|Allen B. Du Mont Laboratories, 
| Ine. . Lauren Lord from public 
| relations representative to associ- 
‘ate director of public relations for 
Wynn's Friction Proofing . Wwil- 
jliam D. Nicholls from American 
Telephone & Telegraph Co. to De- 
troit advertising sales staff of 
U. 8. News & World Report ... 
Harold Mossberger to advertising 
director of the Houston Chronicle, 
succeeding R. W. McCarthy, who 
has retired after 34 years with the 
paper ... Robert Russo from edi- 
torial staff of Speed Age magazine 
to senior associate editor of Motor 
Life magazine, succeeding James 
Miller, who becomes managing edi- 
tor of Motor Life ... Charles E. 
Nerpel from United Press Interna- 
tional to technical editor of Motor 
Trend magazine .. . James F. Long 
from advertising manager of Peter- 
sen Publishing Co.’s Car Craft, Rod 
& Custom and Custom Cars maga- 
zines to advertising manager of 
Motor Trend, succeeding William 
Cribbin, who resigned to set up his 
own advertising agency in Los An- 
geles ... Max Fetty from vice- 
president of Delta Tank Mfg. Co. 
Baton Rouge, to corporate member 
of Gillis & Hundemer, Inc., Baton 
Rouge advertising and public rela- 
tions agency ... Carmen Fernandez 
from assistant to the export man- 
ager of J. M. Huber Corp. to cir- 
culation manager of American Ex- 
porter Publications . . . H. Williom 
Hanmer from vice-president and 
general counsel to president of 
Wilding Picture Productions, Inc., 
succeeding C. H. Bradfield jr., wo 
hecomes board chairman, a nev. !Y 
created position. 





The March issue of Automotive | 
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Sales Conditions in Various Areas... 





 — 
Cleveland Ford, 606; Chevrolet, 587; Pontiac, |and 7,835 in January a year ago. 
, les in the Cleveland 120; Oldsmobile, 91; Buick, 82; | Chevrolet returned to first place 
New-car sales bered 4914,| Plymouth, 69; Rambler, 67; Mer- | in January, after having yielded 
area in erred os? { . “| cury, 59; Dodge, 40; Cadillac, 23; |to Ford in the previous three 
compared wit , in the year | Simca, 22; Chrysler, 16; Opel, 13; | months. 


earlier month, according to figures 


compiled by the Cleveland Automo- 


bile Dealers Assn. 

By makes, registrations were: 
Chevrolet, 1,301; Ford, 1,191; Olds- 
mobile, 347; Plymouth, 332; Pontiac, 
933: Buick, 218; Rambler, 212; Cad- 
jllac, 182; Mercury, 148; Dodge, 139; 
Studebaker, 119; Chrysler, 56; 
Edsel, 44; Volkswagen, 43; Lincoln, 
41: Opel, 37; DeSoto, 30; English 
Ford, 27; 
ault, 21; Imperial, 20; Triumph, 18; 
Taunus, 16; Volvo, 14; SAAB, 11; 
Mercedes-Benz, 10; Vauxhall, 10; 
Lloyd, 7; Metropolitan, 7; MG, 6; 
Morris, 5; Packard, 2, and miscel- 
laneous, 19. 

Used-car sales totalled 17,899, 
compared with 17,662 in January, 
1958. 

Commercial-vehicle registrations 
totalled 304 in January, compared 


with 346 a year earlier. By makes, | 
they were: Ford, 86; Chevrolet, 85; | 


Willys, 33; International, 25; Dodge, 
23: Volkswagen, 18; White, 16; 
GMC. 9: Autocar, 2; Foreign Ford, 


2: Mack, 2; Diamond T, 1; Divco, 
1, and Studebaker, 1—(Sanford 
Markey.) 


* 


Peoria, Ill. 


A total of 803 new cars and 63 
new trucks were registered in 
Peoria and Peoria County, Ill, in 
December. 

By makes, new-car registrations 
were: Chevrolet, 204; Ford, 183; 
Rambler, 65; Oldsmobile, 58; 
Buick, 57; Studebaker, 45; Plym- 
outh, 44; Pontiac, 35; Cadillac, 19; 
Mercury, 19; Dodge, 11; Chrysler, 
9; DeSoto, 9; Edsel, 7; Imperial, 
6: Lincoln, 3, and miscellaneous, 
29. 


+. 


Truck registrations were: Chev-| 


International, 
Studebaker, 


9 


«. 


rolet, 18; Ford, 17; 

17; GMC, 4; Dodge, 3; 

1; Willys, 1, and miscellaneous, 
> > * 


Indianapolis 
New-car sales in the Indianapolis 
area in January totalled 1,773, com- 
pared with 1,796 in December and 
2,144 in January a year ago. 
By makes, registrations were: 
Chevrolet, 462; Ford, 385; Oldsmo- 


bile, 146; Pontiac, 108; Plymouth, 
14; Buick, 69; Studebaker, 68; 
Dodge, 57; Rambler, 56; Cadillac, 


50; English Ford, 40; Mercury, 34; 
Renault, 26: Volkswagen, 18; De- 
Soto, 16: Edsel, 12; Lincoln, 10; 
Chrysler, 9: Volvo, 9, and Fiat, 8. 

Imperial. 8; Mercedes-Benz, 8; 
Simca, 8; Hillman, 7; Peugeot, 7; 
Morris, 6; Opel, 6; SAAB, 5; 
Vauxhall, 5; Austin-Healey, 3; 
Metropolitan, 3; MG, 3; Triumph, 
3; Jaguar, 2, and miscellaneous, 
14. 

Commercial-car registrations| 
numbered 185 in January, compared | 
with 180 in December and 222 in| 
January, 1958, By makes, the Janu- | 
ary count showed: Chevrolet, 63; | 
Ford, 45; International, 29; Stude- 
baker, 12; Dodge, 11; Mack, 7; 
White, 5; Willys, 5; Volkswagen, 4; 
Diveco, 2, and GMC, 2.—(C. L, Kern.) 

- * 


Nashville 

A survey of dealers here showed 
that small foreign and American 
Cars are selling better this year 
than last and that Chevrolet and 
Ford are holding their own, 

Dealers said that 7 percent of 
the 617 cars sold in the Nashville 
area in January were imports. 
A year ago in January, the pene- 
tration was 4.4 percent. 

Ford and Chevrolet sales totalled 
336, compared with 337 a year ago. 
Rambler sales were reported up 15 
Percent over the yearzago month. 

Dealers said the smaller cars— 





-American and foreign—are still the 























Second car for most families but in 
Some cases, especially with Lark 
and Rambler, they are becoming 
the basic family car.—(Harold Y. 
Jones.) 

* 


* * 


San Antonio 
January saw 1,878 new cars regis- 
tered in San Antonio and Bexar 
County, compared with 1,739 in 
December. 
By makes, registrations were: 


Fiat, 24; Simca, 24; Ren-| 


Edsel, 11; Taunus, 9; Vauxhall, 
9; Volvo, 9; Morris, 8; Lincoln, 7; 
MG, 7; Studebaker, 7; Hillman, 4; 


Registrations by makes (with 
penetration figures in parenthe- 
ses) were: Chevrolet, 2,728 (26.39 


| DeSoto, 3; Metropolitan, 3; Im- | percent); Ford, 2,651 (25.65); 
perial, 2; Willys, 2; Austin- | Plymouth, 699 (6.76); Mercury, 
| Healey, 1; Borgward, 1, and Gog- | 659 (6.38); Oldsmobile, 644 (6.23) ; 
gomobil, 1, Pontiac, 532 (5.15); Cadillac, 472 
New-truck registrations num-| 4.57); Buick, 397 (3.84); Rambler, 
bered 192, compared with 194 aj| 388 (3.75); Dodge, 236 (2.28); Ed- 
month earlier, By makes, they! sel, 139 (1.34); DeSoto, 125 (1.21); 


were: Chevrolet, 99; Ford, 56; Inter-| Chrysler, 113 (1.09); Volkswagen, 





Volvo, 5 (0.05); Willys, 5 (0.05); 
Packard, 1 (0.01), and miscellane- 
ous, 27, (0.26), 

Used-car sales totalled 8,468, com- 
pared with 8,402 in December and 
7,590 in January, 1958, 

New-truck registrations num- 
bered 572 in January, compared 
with 664 in December and 352 in 
January a year ago, Used-truck 
sales totalled 316, compared with 
342 a month earlier and 408 a 
year earlier, 

By makes, new-truck registra- 
tions in January were (penetration 
in parentheses): Ford, 211 (36.89): 


Chevrolet, 209 (36.54); Dodge, 52) 


(9.10); GMC, 41 (7.17); Interna- 
tional, 19 (3.32); Willys, 10 (1.75); 
Diamond T,5 (0.87); Divco, 5 (0.87); 
Mack, 4 (0.70); Autocar, 3 (0.52); 
White, 1 (0.17), and miscellaneous, 
12 (2.10).—(Robert M. Lienert.) 

= 


o * 


Columbus, O. 





| Opel, 


New-car sales in metropolitan | 


Columbus in the first half of Febru- 


ary held steady at a level well! 


The month’s first-half total 


| national, 17; GMC, 9; White, 4;| 80 (0.77); Studebaker, 79 (0.76), | 

| Willys, 3; Dodge, 2; Autocar, 1, and| and Lincoln, 77 (0.74), | 

| English Ford, 1—(J. H. Reed.) Renault, 52 (0.50); Simca, 48) 
* * | (0.46); Continental, 37 (0.36); Im-| above a year ago. 

‘ | perial, 36 (0.35); English Ford, 29} 

Detroit | (0.28); Opel, 22 (0.21); Metropolitan, | 


January saw 10,337 new cars reg- | 20 (0.19); Fiat, 17 (0.16); Mercedes- | 


of | 


1,019 was 28 above the last half of | 


January and 226 or almost 30 per- 


istered in Wayne County (Detroit),| Benz, 9 (0.09); Vauxhall, 6 (0.06); | cent above a year ago. 


| compared with 13,019 in December ' Peugeot, 5 (0.05); Triumph, 5 (0.05); 





Ford forged into the lead with 


SARAN FIBERS 





306 registrations, followed by Chev- 
rolet, 279; Oldsmoblie, 65; Pontiac, 
62; Buick, 50; Rambler, 40; Plym- 
outh, 33; Cadillac, 28; Studebaker, 
26; Dodge, 24; Mercury, 19; Opel, 
13; Volkswagen, 10, and miscellane- 
ous, 62.—(Justin Henley.) 
* * * 


New Orleans 
New-car registrations for Janu- 
ary in New Orleans totalled 1,876, 
compared with 2,433 in December 


|}and 2,023 in January, 1958. 


Truck sales amounted to 222 for 
January, compared with 301 for the 
like period of last year and 235 for 
December, 

New-car registrations by makes 
were: Chevrolet, 552; Ford, 517; 


| Pontiac, 117; Buick, 99; Oldsmobile, 


94; Plymouth, 72; Volkswagen, 60; 
Rambler, 44; Mercury, 41; Lincoln, 
27; Studebaker, 27; Cadillac, 27; 
Fiat, 22; Edsel, 20; Renault, 19; 
Metropolitan, 15; English Ford, 13; 
9; Morris, 9; Taunus, 9; 
Dodge, 8; DeSoto, 8; Chrysler, 8; 
MG, 8; Vauxhall, 8; Triumph, 5; 
Austin, 5; Volvo, 4; Mercedes-Benz, 
4; Peugeot, 4; Simca, 3; Goliath, 3; 
Goggomobil, 3; Jaguar, 2; Porsche, 
2; DKW, 1; Hillman, 1; Imperial, 
1; Lancia, 1; Sunbeam, 1; Panhard, 
1; NSU, 1; Bianchina, 1—(Gordon 
Hebert.) 





WIN FABULOUS TRIPS 


N SARAN GOOD CAR KEEPING CONTEST 





Every time you sell a set of Saran Seat Covers, 
you have another opportunity to win a glamour- 
ous all-expense paid trip for two—plus a host of 
other valuable prizes. Each retail sale you make 
entitles you to one free entry in the Saran “Good Car Keep- 
ing Contest”, sponsored jointly by Dow, the Saran filament 
manufacturers and fabric weavers. 


And the best part of this contest is that all you need to do 


is sell seat covers. The more Saran Seat Covers you sell, the 
more chances you have to win. For complete. details on this 
“unusally-easy-to-win” contest ask your employer or contact 
the manufacturer or jobber who supplies your store with 
Saran Seat Covers. The contest is on now so don’t delay any 
longer. Win that trip you've always dreamed about. It’s easy 
when you enter the Saran Good Car Keeping Seat Cover 


Contest. (ood Car-Keeping begins with beautiful seat covers! 


HERE’S A LIST OF SOME OF THE PRIZES: 1 two all-expense paid trips te Paris for two. 2 Twe all-expense paid trips te Hawaii fer twe. 
3 Four all-expense paid trips to Bermuda or Mexico for two. 4 Four RCA color television sets. & Twenty Voice of Music Hi-Fi sets or sterling silver services. 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 
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the higher court held that the 
manufacturer must pay to the 
State a 3 percent tax on the 
merchandise, plus the transporta- 


Lawsuits Affecting Dealers . . . | 
C 0 u r t D e ¢ I S 1 Oo n s | "faus fones court explained that 


| the State could not collect sales tax 
| on the transportation charges if the | amount due. ; 

evidence had proved that the seller| The banking institution on which 
had sold the merchandise to the|it was drawn refused payment on 


purchaser f.o.b, the seller's loca-|the ground of insufficient funds. 





pursuant to which Anderson’s auto- 
mobile was delivered to Reeve’s for 
sale on a commission basis, After 
some weeks an offer of $1,850 for 
the automobile was received. Ander- 
son accepted the offer and Reeve’s 
gave Anderson a check for the 





By Leo T. Parker 


Attorney at Law 


A LATE higher court has held 
that if a seller makes prices 
to purchasers on merchandise f.o.b. 
the seller’s plant, the State can 
collect sales tax on the total price 
of the merchandise, including the 
transportation costs. 


For instance, in O’Kelley v. the 
State, 324 Pac. 
(2d) 683, the test- 
imony disclosed 
that if delivery 
of merchandise is 
made by the com- 
pany to a differ- 
ent place desig- 
nated by the 
buyer, a specific 
delivery charge is 
made, in addition 
to the “f.o.b. 
plant” price, 

In other words, purchasers can 
purchase merchandise at cheaper 


prices by coming to the plant and 
picking up the merchandise, 


The important point of law in ‘ ; 
this legal controversy is that al- | tion, and the purchaser had himself | Soon afterward, Reeve’s went into 


though the purchasers agreed to | paid the transportation charges. | receivership and Anderson sued the 
pay the regular price for mer- + * * | directors of Reeve’s for the amount 
chandise, plus transportation | Directors Not Liable | due Se an kee tae eae 
charges, the merchandise was | . , court refused to hol e di 
shipped f.o.b, the purchaser’s lo- 1. higher courts consist- | personally liable, saying: 
cation. In view of this evidence, ently hold that directors of an ae Rae 

automobile sales corporation are No Frand Shown 


not personally liable for losses sus- a: . i 
tained by customers of the corpora- De the record fairly disclose 
that defendants (directors) 


tion, unless the testimony proves 
that such directors were guilty of | violated any duty owing by them to 
fraud, and mismanagement of the | the plaintiff (Anderson)? No mis- 
corporation, or gross negligence. management, fraud or deceit was 
For example, in Anderson v. | Shown in connection with the 
Reeve’s Co., 88 N. W, (2d) 549, the -_~y an er nia 
ae <iianiien nat co Gauntlett, 200 Mich, 272. Here a | 
erated an automobile sales agency | Sum of money had been deposited 
and sold used automobiles, as by one Wilcox with an automobile 
sales corporation, as security for 


well as new cars. 
the performance of a contract. 


A man named Anderson owned : 
an automobile which he wished to Subsequently the corporation be- 
came insolvent, and the court held | 


acm, An agreement was entered into that Wilcox could not recover the 


deposit. 


Baltimore Man Accused 


Of Defrauding Dealers 


BALTIMORE.—William L, Dal- 
ton, 32, was ordered held in $3,000 
bail for the grand jury on charges 
of defrauding six automobile deal- 
ers and suppliers of parts valued at 
$234.67. 

According to testimony, Dalton 
represented himself as a car dealer 
who was out of certain parts, His 
plan was to phone a dealer for a} 
part and charge it to another 
dealer. 











* * * 


Employer Must Comply 


GREAT deal of discussion has 

arisen in the past over the 
answer to the legal question: If a 
person is injured due to failure of 
an automobile dealer to comply 
with State safety laws and regula- 
tions, is the dealer liable in dam- 
ages to the injured person? 

Last month a higher court 
answered this legal question in 
the affirmative. 

For illustration, in Main v. Se- 
curity Co. 324 Pac. (2d) 657, the 
testimony showed that a company 
had experienced mechanical diffi- 
culty in the operation of a con- 
veyor belt. A repairman was sent 
to make needed repairs. 


At the time of his arrival, there 
was no regular work activity, nor 
was there any movement of equip- 
ment such as trucks or machinery. 
The repairman began work on the 
conveyor when an employe of the 
company turned on the switch, 
thereby starting the conveyor belt. 
Main was thrown headfirst into a 
chute and seriously injured. 

« > > 


Lower Court Reversed 


N SUBSEQUENT litigation, the 

lower court refused to hold the 
company liable on the grounds that 
responsibility for compliance with 
|}a safety order of the Division of 
Industrial Safety, respecting pre- 
cautions to be taken during ma- 
chinery repair was on the repair- 
|}man’s employer and not on the 
company, and further that the 
repairman assumed the risk of 
injury. 

The higher court promptly 
reversed this verdict, saying: 
“Since the repairman had been 

| informed the plant was shut down, 
he took it for granted that the 
switches were off. It is elementary 
law that in cases of violation of a 
safety regulation, the defendant 
(company) cannot defend on the 
ground that the plaintiff (repair- 
man) for whose protection the| 





HERE'S THE MONEY-MAKING ACCESSORY... 
APPROVED, ENGINEERED, 
AUTHORIZED FOR 






BOE SS "Cushion Topper: 


CUSHION COVER 


Rayon Aero-Twill makes it easy to slide in 
...over...and out of the car. Latex back- 

ing of super-soft THANA-FOAM pro- pen was passed assumed the | 
vides added comfort . .. passengers ride +. 6 
on thousands of tiny “‘breathing air cells”. | Connecticut Brake Law 


“Cushion Topper” is one of the most |Is Clarified by Court 


successful accessory HARTFORD, Conn. — State law | 
, provides that an automobile must 
items ever made. have an adequate braking system 
’ . available for use whenever the car | 
You'll find it a real is driven, the Supreme Court of | 
money-maker Errors ruled in refusing to accept | 
nitetansien inventory a claim that the law deals only 
... fast turnover... 
right price! 


Smart, eye-appealing, practical—“*Cushion 
Topper” is one of the easiest accessories to 
sell. Every car owner is a ready-made pros- 
pect! Nearly four million motorists are 
already enjoying the comfort and conven- 
ience of “Cushion Toppers”. No wonder! 
They keep the interiors of new cars new... 
give a “dressed-up” new car appearance to 
older models. 

“Cushion Topper” provides protection 
where it is needed most — on the seat cush- 
ion— but does not hide the beauty of in- 
terior styling. Outer. covering of durable 


SUGGESTED LIST 
ONLY 


with the braking equipment on a 
ear before it can be registered. 

The law in question calls for two 
separate means of applying braking 
power to at least two wheels of the 
car, each of which is adequate to 
stop or hold the vehicle. 








1959 Buicks 





$35,000 Fire at Altus 


ALTUS, Okla.—Altus Motors Co. 
(Ford) was heavily damaged by 
fire. The blaze, believed to have 
started in an overhead heater, was 
confined to the second floor. Loss 
was estimated at $35,000. A dozen 
new cars in the downstairs show- 
room escaped the fire but were 
damaged by smoke and water, 





NOTE: Sales-making display stand FREE with 


each order for six ‘Cushion Topper” covers. 


AVAILABLE THROUGH BUICK PARTS WAREHOUSES 






































WEIGHTLIFTER 









... battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 2 tons. 


v |—3 





* 3 Sizes... 
Series 1000 (1000# cap.) for all 
pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks to 2% 
tons. 


* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 
safety plate platforms, perform- 
ance-tested hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON WEIGHTLIFTERS! Lib- 
eral dealer discounts, too! 





WHY NOT MAKE EXTRA PROFITS on your truck 
sales? Investigate the complete WATSON 
WEIGHTLIFTER line now. Write for litercture, 
prices, discounts; please oddress Dept. H 3 


H. S. 
WATSON 
COMPANY 


1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 


WATSON 





offers you the exclusive 


RA 
ae 


LUBRICATION 
met 


with the Built-In Profit Plan 
for New Car Dealers Oniy! 


Ola! ey) 


AMALIE DIVISION 
L Sonnebor ae 


Pennsylvania Oil Products © 


Sons. Inc. Franklir 

















GOING PLACES: 


FROM 8™ TO 3™ PLACE IN 10 YEARS 


Top 10 Magazines in Automotive Advertising Revenue 


- = 

1 ee 
2 a 
ae 
4 TE LOOK =» LOOK 


| 5 | Gountry = aa) a 


- Gentleman $2,043,129 ely aS 1) Collier's Collier's Digest 
Farm Country Country Farm Farm 
6 Journal Gentleman {Gentleman Journal Journal Newsweek 
7 Farm Farm Farm 
Journal Journal Journal 


Country : Sports 
§ ee Newsweek | Newsweek Gentleman Digest Illustrated 


g Capper's Better Homes | Progressive {Progressive |Better Homes |U.S. News & 
Farmer & Gardens | Farmer Farmer & Gardens {World Report 
10 Successful | Progressive | Better Homes | Better Homes | U.S. News & {Progressive 
Farming Farmer & Gardens |&Gardens | World Report |Farmer 


Over the past decade, Loox’s gain in automo- Over 60% of all new car purchasers are con- LooxK’s continuing vitality stems from its pow- 
tive revenue has been at the fastest rateamong  centrated in households with children under 20 —_— erful appeal to all members of the family . .. an 
all major magazines—up 360%, moving LooK _ .-- - 68% of multi-car households ...64% of appeal that gets Look talked about by men... 
from 8th to 3rd position. all new car prospects. LOOK’s 27,900,000 women... and teenagers—thé entire family. 
Yes, Loox’s been going places with automotive __ readers are concentrated more among families | Look is America’s family magazine and the 
advertisers. For they know that Look’s readers _ with children than is the audience of any other family holds the key to immediate sales and 
are the active car buyers. major magazine... and LOOK reaches this enduring success for the automotive industry. 
family market more efficiently. 
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AMERICA’S FAMILY MAGAZINE # WL @X @ 0 <@ —THE EXCITING STORY OF PEOPLE 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’58s added and '50s dropped in December, 1957. Prices of '59s added and ’5is dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

. * * 


BUFFALO 


Thruway Auto Auction, Sale every Tues- 
day. Prices are for sale of Feb. 17, Prices 
are firm. Clean, sharp cars still bringing 
top buck. Buyers galore for the real sharp. 
BUICK—'56 Special 4-dr., $1,055*, $865° 

(ps). 

"55 Century conv., $805*; Special Riviera 

2-dr., $725°; 2-dr., $700°. 


CADILLAC—'55 (62) coupesde Ville, $1,- 


465° (ps), $1,390". 


tas he See ss 
> =p Ee et 


ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








ARIZONA 





Horry Gelt's 
ALL NEW 
ARIZONA 
AUTO AUCTION 


1725 W. Roosevelt, Phoenix, Arizona 
Phone Alpine 2-8741 
SALE EVERY THURSDAY 
AT NOON 
We Issue Auction Checks— 
Guaranteed Titles 
The Southwest's Newest and Finest! 





____ COLORADO 








Denver Auto Auction 


6% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
by Empire Auction Insurance 





CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 

















CHEVROLET—’59 Impala (8) Hardtop 2- | 
dr., $2,500°. 
‘58 Brookwood (8), $1,750*. | 


'57 Two-ten (8) 2-dr., $1,160*; Bel Air 
(6) 4-dr., $880. | 
"55 Bel Air (6) Hardtop 2-dr., $845* 


(ps); 4-dr.. $710; 2-dr., $590; Two-ten | 


(6) 4-dr., $700. 
"54 Bel Air Townsman, $750, $585*; 4- 
dr., $550*. | 
CHRYSLER — ‘53 Windsor 4-dr., $240* 
(ps). | 
DeSOTO—'56 Firedome 4-dr., $985*. 
DODGE —'57 Royal (8) 4-dr., $1,395* | 
(ps). 
"53 Coronet (6) 2-dr., $110. 
| FORD—'57 Fairlane (8) 500 conv., $1,450* 


(ps); Fairlane (8) Victoria 2-dr., $1,- 
215*; Custom (6) 300 4-dr.. $1,000°. | 
"56 Country sedan (8), $1,125*, Country | 


Florida's Most Modern Auction 


West Palm Beach 
Auto Auction, Inc. | 


Clean car center of Florida. New 
modern $30,000 building. Fenced park- 
ing for over 1,000 cars. 


Nation's foremost auctioneer 
— Carl Marker — 


clean cars to Florida's top dollar sale. 


DAYTONA BEACH — Florida Auto| 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just ' mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 













|| 5 Minutes from Lincoln Tunnel 















squire (8), $1,125*; Ranch wagon (8), | RAMBLER—'54 Deluxe (6) 2-dr., $170. 
WILLYS—’'57 Utility wagon, $750. 


PORTLAND, ORE. 


$910. 
’55 Fairlane (6) 
2-dr., $535°. 
"53 Crest (8) Victoria, $220°. 
LINCOLN—'57 Capri coupe, $1,825*. 
’55 Capri conv., $800*, 
MERCURY—'59 Montclair 2-dr., $2,905° | 
(ps). 
"55 Monterey 2-dr., $730*. 
"53 Monterey 4-dr., $225. ' 
NASH—'53 Ambassador (6) 


OLDSMOBILE — ‘57 (98) 


(ps). 

"55 (98) 4-dr., $850° (ps). 

"54 (88) Holiday 2-dr., $540° (ps). 
PLYMOUTH—’'57 Savoy (6) 4-dr., $955°. | 
PONTIAC — ‘55 Chieftain 4-dr., $670*; 

Catalina 2-dr.. $640° (ps), $500°. 

"53 Chieftain (6) 4~<ir., $180°*. 


2-dr., $640; Main (8) 


i 


2-dr., $150°. 
2-dr., $1,580° 


MISSISSIPPI 


JACKSON — Greater Jackson Auto 


Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks end Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 
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NEW JERSEY 







NSURED 
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aida ee CNY es at 


AUTO 
AUCTIONS 


INC. 
On Rovte 20 At Route 3 


EAST RUTHERFORD, N. J. 
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Portland Auto Auction, Inc, Sale every | 


| BUICK — 


"56 Century Riviera 4-dr.. $1,305*; Spe- 
cial Riviera 2-dr., 


"57 


820° (ps) 


$1,495* (ps). 


2-dr., 


$1,285° 


$1,625° (ps); 


| Tuesday, Prices are for sale of Feb, 17. 

Century Estate wagon, $1,- 
; Riviera 
Super Riviera 2-dr., $1,810* (ps); Spe- 
cial Riviera 4-dr., 


$1,675*; 


(ps). 


4-dr., 


"55 Super Riviera 2-dr., $1,015* (ps); 4-| 


dr., $885* 


(ps). 


"54 Super 4-dr.. $540° (ps). 


"53 Super Riviera 2-dr., 
"50 Super Riviera 2-dr., 


$465°. 
$100° 


CADILLAC—'56 (62) sedan de Ville, $2,-| 


300° (ps). 


"54 (62) conv., $1,695* (ps). 


WEDNESDAY, 11 A.M. 


NEW JERSEY 


CROSSROADS OF THE 


7 hI 


a 


NATIONAL AUTO 


DEALERS EXCHANGE 








NEW YORK 





Phone: HObart 4700 Al Clements, Owner 


Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call 
pick you up. 


Flyin 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check an 


Rovte 188 


EVERY TUESDAY 


Insured Checks — 





| Thruway Auto Auction, Inc. 
Buffalo, New York 


Insured Titles 


Fast, Accurate Market Reports 


Title Protection. (Wed.). 


Shyline Aulo Auclions 


NEW YORK CITY'S 








Flint Auto Auction, Inc. 


FLINT, MICHIGAN 


TUESDAYS — 11 A.M 










Exclusively for Dealers 


© “DUAL RING" 2 lines running simultane- 
ously. 


® Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
12:30 SALE EVERY WEDNESDAY 


M. D. McCollum, Vice-President and Mana 
3711 Western Road Phone CEdar 7-972 





























Crossroads 


+ + + where they meet . . . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 
















You will reach both groups through 
an ad in Automotive News. 








EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 






and checks are insured. 


EVERY TUESDAY 12:30 P. M. 


GREENPOINT AVE. & PROVOST ST. 


BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


the Dealers’ Directory 


Auto 


Auctions. 











— 


’51 (62) coupe de Ville, $350*. 
CHEVROLET—’58 Brookwood (8), $2,185*, 


$2,125* (ps), $2,110* (ps), *2,0g9* 
(ps); Bel Air (8) Hardtop 4-d $1,- 
975* (ps), $1,970* (ps), $1,960" (pg), 
$1,950*, $1,930; 4-dr., $1,945* (7s), 

’57 Bel Air Hardtop 2-dr., 2 at $ ,789*. 
Two-ten (8) station wagon, $° ,750*, 
$1,600*, $1,580; 2-dr., $1,430*, $' 395+, 
2 at $1,310*; Two-ten (6) 2-dr. $1. 
285, $1,275; One-fifty (8) 4-dr., £1,245. 

"56 Bel Air (8) Hardtop 2-dr., $ 395; 
Two-ten (6) station wagon, $ 320*. 
4-dr., $930; One-fifty (6) 4-dr., $989: 
One-fifty (8) 4-dr., $895. 

’55 Two-ten (6) Delray, $865. 

’54 Two-ten Delray, $655; 4-dr., $535; 
One-fifty 2-dr,, $360. 

’52 Styleline Deluxe 4-dr., $375*. 

’51 Styleline Deluxe 4-dr., $285, £$270*, 

CHRYSLER—’53 NY 4-dr., $345* ()s), 

*50 Windsor 4-dr., $315°*. 

DeSOTO—'57 Firedome Sportsman 2-dr,, 
$1,825* (ps), $1,660*%; 4-dr.. $1,635 
(ps). 

’54 Firedome 2-dr., $495* (ps). 
’53 Firedome 4-dr., $350* (ps), 
’52 Firedome 4-dr., $325 (ps). 
DODGE—’55 Royal (8) Hardtop 2-dr., $1,. 
120* (ps). 
’52 Coronet (6) 2-dr., $300. 
EDSEL—’58 Pacer 4-dr., $1,275*. 
FORD—'59 Ranch wagon (8), $2,510", 
"58 Country sedan (8), $2,070*, 2 at $2,. 
050*; Fairlane (8) 500 Victoria 4-dr, 
$1,995* (ps), $1,895* (ps), $1,840 
(ps). 
57 Ranch wagon (8), $1,695* (ps); 
Country Squire (8), $1,690*, $1.650*: 


Fairlane (8) 500 Victoria 4-dr., $1,595" 
(ps); 2-dr., 2 at $1,575* (ps), $1.500*: 
Custom (8) 300 4-dr., $1,320*, $1,290*, 
$1,285*, $1,275°. 


’56 Fairlane (8) 2-dr.. $1,075*; 4-dr., 
$1,075* (ps); Custom (8) 2-dr., $1,000, 
$895*; 4-dr., $890; Custom (6) 2-dr, 
$895. 

"55 Fairlane (8) 4-dr., $1,020* (ps): 
Custom (8) 4-dr., §930°, $745°*: Main 
(6) 4-dr., $745. 

"54 Custom (8) station wagon, $870. 

"53 Custom (8) 2-dr., $465°* (ps). 

HUDSON — ‘55 Hornet (6) 4-dr., $800" 
(ps). 
MERCURY—’'57 Turnpike Cruiser Hardtop 


4-dr., $1,935° (ps); Monterey Hardtop 
2-dr., $1,735* (ps); 4-dr., $1,675* (ps): 
Montclair 2-dr.. $1,535° (ps). 
‘56 Montclair Hardtop 2-dr.. $1,350* 
"55 Montclair Hardtop 2-dr.. $1,105* 


(ps); Monterey Hardtop 2-dr., $910*; 
Custom 4-dr., $790*. 
"53 Monterey station wagon, $555 
OLDSMOBILE—'5S (88) conv., $2,400*. 


(Continued on Page 35, Col. 2) 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Aute Auction 


Albany 5, N. Y. 
Every Monday — |! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





OHIO F 
TOLEDO—Dealers’ Automobile Auc- 








tion, Sports Arena. (Tuesday) 
1:00 P. M. 
PENNSYLVANIA 





CORRY AUTO AUCTION 
Route 6, Corry, Pa. 

EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
“The friendliest auction with the most oc 

tion.” For reserved numbers call C 
36-391. Auctioneers: Ray Austin, C 
Cummings, Odi Adcock. Owner: George 








MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
%* Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 
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(he Roney 
doesn t appeal to 
just everyone 


because the Roney is different from 
other Miami Beach hotels — no 
chrome, no neon. Everything is on 
the grand scale . . . acres and acres 
tropical gardens, a three-block- 
g sun-drenched private beach, 
huge swimming pool and Cabana 
Colony. There are even putting 
greens, tennis courts, and entertain- 
ment nightly, too. Naturally, as in 
all Schine Hotels, every inch is air- 
conditioned, and there's a free, 
large-screen TV in every room 


a 


With all of this, Roney rates are 
low .. . 53 of 283 rooms per day 
per person double occupancy. $16 
to Mar. 15th. $14 Mar. 16th to 
Apr. 4th. 


Including Breakfast ond Dinner. 


Evropean Plan Available. 


THE WORLD-FAMOUS 


Roney Plaza... 


one of America’s really fine resorts 






For Reservations call 


N.Y. MU 8-0110 
(Open Sun.) 


Chi. AN 3-6222 
Miami Beach: JE 1-6011 


or See Your Travel Agent 





STOP TRAFFIC 
with 
PENNANTS 


There is nothing else you can buy for 
any price that will attract as much atten- 
tion as beautiful, colorful, pennants and 
yet you can buy them for as little as 3c 
per foot catalog. 


MYRLO CO. 


Dept. N, 1231 Mein Ave. 
Cleveland 13, Obie 





Write for our 








How Can 
Parts Department 


Profit be Doubled? 


The answer to 
this and count- 
less other ques- 
tions is in “The 
Automobile 


AVTOMOBILE 


Martin H. Bury. 
This valuable 
book, now in its 
second printing, 
has been ac- 
= claimed the 
“bible” of its field. Order now with 
coupon. If, -~ 10 days, you are 
not convinced that this ne merits 
being a worthwhile, permanent ref- 
erence, return it and your money 
will be refunded. Send for your 
copy now before it slips your mind. 


| PHILPENN PUBLISHING COMPANY 
| 1750 N. Broad St., Philadelphia 21, Pa, 


| Send_ copy (copies) of the new book, 
| “The Automobile Dealer 


10 1 enclose check covering boo t 
$5.20 each Te ¢ 


| _] Send books C.0.D., plus postage 











Name 











Street. 
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Used-Car Auction Prices 





(Continued from Page 34) 


'57 «(98) Holiday 4-dr., $2,150* (ps); 
(S88) 4-dr., $1,675* (ps). 
‘56 (88) Holiday 2-dr., $1,320*; (98) 


Holiday 4-dr., $1,195* (ps); (88) Super 
Holiday 4-dr., $1,145* (ps). 
‘55 (88) Super 4-dr., $1,285* $1,- 
095* 
’54 (88) Holiday 2-dr., $890*. 


(ps), 


PACKARD—'55 Custom Constellation, 
$800* 
PLYMOUTH — '58 Suburban (8), $2,205* 
(ps). 
"57 Custom (8) Suburban, $1,405*; Savoy 
(S) 4-dr., $1,235*. 
56 Plaza (8) 4-dr $850*; Savoy (8) | 
2-dr., $845; 4-dr., $780. 
55 Belvedere (&) conv $905* (ps); 
Savoy (8) 2-dr., $690. 
PONTIAC ‘56 Chieftain station wagon, 
$1,405*; Catalina 2-dr., $995* (ps). 
"53 Chieftain Deluxe (8) 2-dr., $350* 
RAMBLER—’'58 Super (6) Cross Country, 
$1,950". 
52 Custom station wagon, $400* 
MISCELLANEOUS 56 Chevrolet -ton 


pickup 


54 GMC 


$900; Dodge pickup, $860. 
,-ton pickup, $500*. 


DAYTONA BEACH, FLA. 










Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Feb, 17, 
BUICK 57 Special Riviera 4-dr., $1,- 

620° (ps), $1,430°; Riviera 2-dr., $1,- 
550* (ps), $1,350°*. 

56 Century Riviera 4-dr.. $1,150* 

55 Special Riviera 4-dr., $905*; Riviera 
2-dr., $650; RM Riviera 2-dr., $815* 
(ps $760* (ps) 

54 Century Riviera 2-dr.. $530* 
CADILLAC 58 (62) sedan de Ville, $4,- 

000° (ps); coupe de Ville, $3.675* ‘ps 
$3,480* (ps) 

57 (62) sedan de Ville. $2,800° (ps) 

56 (62) sedan de Ville, $2,200* (ps); 

conv., $2.060* (ps); (60) Special 4-dr., 
$2,050* (ps) 

"5S (62) coupe de Ville, $1,650° (ps) 
"54 (62) coupe de Ville, $1,.340° ips) 
CHEV ROLE 59 Impala (8) Hardtop 4- 
dr., $2,700° (ps) Bel Air (6) 2-dr., 

$2,050 

58 Impala (8) 2-dr.. $2,165° (ps): Bel 

Air (8) Hardtop 4-dr.. $1,960* (ps). 
$1.540° (ps); 4-dr., $1,690° 

57 Bel Air (8) Hardtop 4-dr., $1,625", 

$1.510* (ps), $1,500*; 2-dr.. $1,465*, | 
$1,450*. 

56 Two-ten (6) 4-dr.. $835 

55 Bel Air (8) 2-dr.. $920*: Bel Air (6) 

4-dr., $665° 

"S4 Two-ten 4-dr. $485 
CHRYSLER —'55 Windsor Nassau, $5850*, 

$s00° 
DeSOTO—'SS Fireflite Sporteman 4-dr., $2.- 
325° ‘pe 

57 Firedome Sportsman 2-dr $1.500° 
DODGE 57 Custom Roya (8s Hardtop 

4-dr $1.790° ‘ps Sierra (5 $1,605° 
(ps Royal S) 4-dr $1,090" 

53 Coronet (6) 4-dr., $235*° 

FORD— ‘59 Galaxie (*) 4-dr., $2,660° (ps) 
Country sedan ‘5 $2.470° (ps); Cus- 
tom (6) 2-dr.. $1,905 

"SS Fairlane (8) 500 Skyliner, $2,165° 

(pa): 4-dr.. $1,935* (ps), $1.900° ‘pes 
$1.760* (pe) $1.670° (pe; Country 
sedan «8), $1.515*° (ps); Custom (6) 
2-dr., $1.350; Custom (8) 2-dr.. $1,300 
57 Fairlane (8) 500 Victoria 4-dr.. $1,- 
495°: Suniiner, $1.460° (ps), $1.450° 
‘ps Fairlane (5) 2-dr., $1,160; Cus- 
tom (8) 2-dr., §900° 

56 Country sedan (6), $1,090° (ps); 
Country sedan (8), $1,055*; Country 
Squire (8), $1,020*; Fairlane (8) Vic- 
toria 4-dr $850°; Fairlane (6) 4-dr., 
ss00 

55 Country sedan (8) $800*: Ranch 

Wagon (8). $695, $675°; Custom (5) 
2-dr.. $605*, $665°, $460 

54 Country sedan (5), $450°; Custom 

(8) 2-dr., $325; Main (8) 2-dr., $300. 
MERCURY 58 Commuter, $2,170° (ps). 

55 Monterey 2-dr.. $765*; 4-dr $730° 
OLDSMOBILE—'5S (88) Super Fiesta, $2,- 

675° (ps) 

57 (98) 4-dr.. $1.885° (pes) 

56 (88) 4-dr., $1.285* (ps); Holiday 2- 

dr $1,280° (ps) 

‘SS «(98) Holiday 4-dr., $1,100° ‘ps); 

(88) 4-dr., $930° (ps) 

"S54 (98) 4-dr., $710° (ps) 
PLYMOUTH—'57 Plaza (6) 2-dr., $765 

"56 Fury (8) 2-dr., $940 

"55 Savoy (6) 4-dr., $300. 

PONTIAC—'S6 Chieftain Catalina 2-dr., 
$985°, $980° 

‘54 Chieftain Catalina 2-dr., $460*° 
RAMBLER—'SS Super (6) 4-dr., $1,550. 
MISCELLANEOUS—'55 Ford pickup, $450. 

} 
DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Feb. 18. 


BUICK—-'58 Century 4-dr., $2,195° (ps). 
‘ST RM 4-dr., $1,555°; Special Riviera 
2-dr., $1,490* (ps), $1,460° 


"56 Century Riviera 2-dr., $1,000°; Spe- 
cial Riviera 2-dr., $910°. 


'55 Special Riviera 2-dr., $835*, $730°. 
"54 Special 2-dr., $540°. 

CADILLAC—'57 (62) coupe de Ville, $2,- 
600° (ps). 

"55 (62) coupe de Ville, $1,650° (ps). 

| "S51 (62) sedan de Ville, $310°. 

| CHEVROLET—'59 Bel Air (8) 2-dr., $2,- 

| 275°. 

i '58 Bel Air (8) Hardtop 4-dr., $1,830*, 
$1,740*; 4-dr., $1,725*, $1,700°; Bis- 
cayne (8) 4-dr., $1,560°; Delray (8) 
2-dr., $1,485, $1,470*, $1,410°; Bis- 
cayne (6) 2-dr., $1,350°. 

‘57 Bel Air (8) Hardtop 4-dr., $1,565*, 


$1,455* (ps); Two-ten (6) Delray, $1,- 
| 145; 2-dr., $1,080, $1,045. 
‘56 Two-ten (6) station wagon, 2 at $1,- 


000*; Bel Air (8) 2-dr., $950*; Bel Air 
(6) 2-dr., $810*, $765*; One-fifty (6) 
2-dr., $730. 

! "55 Two-ten (8) 2-dr., $725*; Bel Air 


Two-ten 
(6) station wagon, $750. 
‘54 Bel Air Hardtop 2-dr., $440. 
CHRYSLER—'56 Windsor Newport, $1,300* 


| (8) 4-dr., $815*; 2-dr., $795*; 


(ps); NY Newport, $1,475* (ps), $1,- 
400° (ps). 
DeSOTO — '57 Fireflite Sportsman 4-dr., 
$1,790" (ps), $1,675* (ps); Firedome 
$1,310* (ps); Fire- 
sweep Sportsman 4-dr., $1,300*. 
"56 Firedome Sportsman 2-dr., $1,110*; 


4-dr., $900*. 
’54 Firedome 4-dr., $370*. 
DODGE--'57 Royal (8) 4-dr., $1,240*; Cor- 


| Sportsman 2-dr., 
| 
| onet (8) 4-dr., $1,145*. 


i 


| 





’55 Coronet (8) Hardtop 2-dr., $400*, 


FOR D—~ 
(ps); 
(ps); 
$1,495* 

‘57 Fairl 


58 Fairlane (8) 4-dr., $1,725* 
Fairlane (8) 500 4-dr., $1,680* 
Custom (8) 300 4-dr., $1,525*, 


ane (8) 500 conv., $1,600*, $1,- 


450°; Victoria 2-dr., $1,375* (ps), $1,- 


350°; 4-dr., $1,350* 


(ps); Custom (8) 


300 4-dr., $1,160*, $1,000*; 2-dr., $1,- 
125; Ranch wagon (8), $1,160; Custom 


(6) 300 2-dr., $980, $915; 4-dr., $950. 
"56 Custom (8) Victoria 2-dr., $1,040*; 
Country sedan (6), $1,025* (ps); Fair- 
lane (8) Victoria 2-dr., $1,010* (ps); 
Fairlane (6) Victoria 2-dr., 2 at $950*; 
2-dr., $620; Custom (6) 2-dr., $700. 
'55 Fairlane (6) Victoria 2-dr., $755*; 
conv., $725*; 4-dr., $590*; Custom (6) 
2-dr., $395. 
‘54 Custom (8) Victoria 2-dr., $515. 
IMPERIAL—'56 Southampton 2-dr., $1,- 
680* (ps) 
LINCOLN—’'58 Capri 2-dr., $2.650* (ps) 
MERCURY—'58 Monterey conv., $2,100* 
(ps); Hardtop 4-dr., $1,960* (ps); 
Commuter, $1,.865*. 
57 Turnpike Cruiser Hardtop 4-dr., $1,- 
700* (ps) Montclair Hardtop 4-dr., 
$1,465* (ps); Hardtop 2-dr., $1,430*, 
$1.410*, $1,385*;: Monterey 4-dr., $1,- 
400*; 2-dr., $1,305*, $1,260* (ps), 
"56 Custom Hardtop 2-dr., $945*. 
"54 Monterey Hardtop 2-dr., $460* (ps). 
OLDSMOBILE — ‘57 (98) Holiday 2-dr., 
$1,900* (ps), $1,630* (ps); Holiday 4- | 
dr., $1,695* (ps); 4-dr.. $1,600* (ps). 





dr., $1,125* (ps), $760. 
’55 (88) Super Holiday 2-dr., $970* (ps), 


$780* (ps); (98) 4-dr., $925* (ps); 
(88) 4-dr., $865*. 
'54 (88) 4-dr., $450* (ps). 
PACKARD—’54 Clipper 4-dr., $310*. 


PLYMOUTH—’58 Belvedere (8) Hardtop 4- 
dr., $1,750* (ps), $1,725* (ps); 4-dr., 
$1,730*; 2-dr., $1,490; Suburban (8), 
$1,745. 

’57 Custom (8) Suburban, $1,480* (ps); 
Belvedere (8) Hardtop 2-dr., $1,310*; 
4-dr., $1,290*; Savoy (8) 4-dr., $1,- 
110*; Savoy (6) 2-dr., $1,035*, $875*, 
$855; 4-dr., $905°*. 

'56 Custom (8) Suburban, $1,040*, 

"55 Savoy (6) 2-dr., $475. 

"54 Savoy 4-dr., $350. 

PONTIAC—’59 Bonneville Hardtop 2-dr., 
$3,125° (ps). 

’58 Bonneville conv., $2,325*. 

’57 Star Chief Catalina 2-dr., $1,600* 
(ps); Catalina 4-dr., $1,575*; conv., 
$1,550* (ps); Chieftain Catalina 2-dr., 
$1,400*; 4-dr., $1,275*. 

RAMBLER—’58 Custom (8) 4-dr., $1,760*. 

"57 Custom (8) Cross Country, $1,520. 

"56 Custom (6) Cross Country, $1,125. 

MISCELLANEOUS ’56 Chevrolet Van, 
$625. 


ALBANY 


Anspach Dealer’s Auto Auction. 
Sale every Monday, Prices are for sale of 
Feb. 16, Prices continued to climb at our 
auction here today. About the only cars 
|} Tremaining unsold were second grade re- 
paints and fixed up units, Large retail for 


| Tim 


the usual spring buying spree—not too 
far away. Sold 100 cars from 134 con- 
| signments. 

‘59 LaSabre 4-dr., $2,675*. 


‘57 Special Riviera 2-dr., $1,430*; 2-dr., 
$1,375°*. 

"56 Century Riviera 2-dr., $1,110* (ps). 

} "54 Super 2-dr., $640*. 


| BUICK 


‘56 (98) Holiday 4-dr., $1,380°; (88) 2-| CADILLAC—’58 (62) sedan de Ville, $4,- 


a new concept 
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200* (ps), $3,700* (ps). 

"57 (62) sedan de Ville, $3,050* (ps); 
conv., $3,030* (ps); (60) Special 4-dr., 
$2,875* (ps). 

’56 (62) coupe de Ville, $2,000* (ps). 

CHEVROLET—’59 Impala (8) Hardtop 4- 
dr., $2,500*, $2,465*. 

’58 Impala (8) Hardtop 2-dr., $2,125*; 
Brookwood (6), $1,850*%; Bel Air (8) 
4-dr., $1,800* (ps). 

'57 Bel Air (8) 4-dr., $1,900; Bel Air 
(6) Hardtop 2-dr., $1,375; Two-ten 
(8) 4-dr., $1,370*, $1,200* (ps); Two- 


ten (6) 4-dr., $1,160, $1,000; 2-dr., 
$1,200, $1,125*, $1,050, $1,020. 
56 Bel Air (8) Hardtop 2-dr., $1,200*, 


$1,130, $925*; Country squire (8), 
$1,140*; Bel Air (6) 4-dr., $1,075; 
Two-ten (6) 4-dr., $1,040. 
’55 Bel Air (8) Hardtop 2-dr., $950*; 
Two-ten (6) 4-dr., $850*; 2-dr., $650. 
"54 Two-ten 2-dr., $325. 
OHRYSLER — '56 Windsor conv., $1,150* 
(ps). 
DeSOTO—’56 Firedome 4-dr., $1,000*, 
FORD—’'58 Fairlane (8) 500 conv., §2,- 


125* (ps); Victoria 2-dr., $1,750* (ps), 
$1,725* (ps). 
’57 Fairlane (8) 500 4-dr., $1,185*; Fair- 


lane (8) 4-dr., $1,150*; Victoria 2-dr., 
$1,050*; Custom (6) 2-dr., $990. 
"56 Fairlane (8) 4-dr., $1,100* (ps); 


Main (6) 2-dr., $700; Main (8) 2-dr., 
$560. 

‘55 Fairlane 
$585, $530*. 

*54 Crest (6) Country squire, $575* (ps). 

MERCURY *56 Monterey 2-dr., $850* 

(ps). 

’55 Montclair Hardtop 2-dr., $875* (ps), 
$835*; Custom 2-dr., $600*. 


(8) 2-dr., $710*; 4-dr., 


’54 Monterey Sun Valley, $540*; 2-dr., 
$350*. 

OLDSMOBILE — ‘55 (88) Holiday 2-dr., 
$1,260*, $885*, $800*: (88) Super 
4-dr., $1,200*, $900*; (98) Holiday 2- 

(Continued on Page 37, Col. 1) 


in 


multi-stop delivery 


body design 












STEEL 


SIDE-AISLE® 
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upon the independent automobile 
dealers of the U. S. (printed in the 
Dec. 1 issue of Automotive News). 
While the illogical opinions of Mr. 
Schaefer hardly deserve further 
attention in the press, I do believe 
it important to again make clear 
for the record, as you have done 
in your very fine letter, the posi- 
tion,. the policies and the impor- 
tance of the independent dealer in 
the automotive industry. 
First — the independent dealer 
is an essential and vital part of 
the automobile industry. By pro- 
viding a widespread, permanent 
and stable market for used cars, 
the independent dealer makes it 


to continue to exist. Even Mr. 
Schaefer admits that the used- 
car dealer controls the used-car 
market. President Eisenhower 
very appropriately described the 
role of independent dealers in the 
U. S. when he said recently that 
they “have a key role in assuring 
the health and growth of a busi- 
ness which is vital to the pros- 
perity of our country.” 


Second—the ethics and moral 
standards of the independent dealer | 
are high. In any group of business- 
men, there are those who fail to 
live up to the standards of the) 
majority, but the NIADA, and the| 
affiliated state and local independ- | 





ing their part in maintaining the 


highest standards among their 
members. A high level of fair deal- 
ing with our customers is our aim, 
as it is of the reputable franchised 
dealer, 

Incidentally, Mr. Schaefer did not 
comment upon the fact that it was 
not the independent dealer who had 
to go to Congress to get a bill 
passed forcing franchised dealers 
to stop deceiving the public about 
the suggested list price on new 
automobiles. 

Third — while many independ- 
ent dealers do not sell new cars, 

they all are emphatic in their 
conviction that the right of any 
dealer to do so must be protected 
if our free enterprise system is to 
endure. Independent dealers have 
never asked Congress for security 
from competition (territorial se- 
curity), as they believe that the 
American consumer is the ulti- 
mate answer to which automo- 


bile dealers are to continue as a 
part of our growing economy. 

Finally, the NIADA would like to 
re-emphasize its continuing belief 
that there is a real community of 
interest among all automobile deal- 
ers in the U.S., and that by a mea- 
sure of mutual self-interest and 
cooperation the franchised dealers 
and the independent dealers will be 
able to solve our industry problems 
without rancor and without having 
to resort to Congress for help.— 
Rosert J. McKinsey, executive vice- 
| president, National Independent 
Automobile Dealers Assn., 


ington. 


|An Opposite Viewpoint 


|in by a Royal M. Brooks. 

First of all, to take him literally, | 
;no one is asking for a schoolroom | 
| for each boy and girl. 
Also, I would like to know what 
man has gone through every col- 





Wasb-. 


If I may, I would like to answer | 
a letter in your Jan. 12 issue sent | 


———= 


lege, taken every course offered, 

and most important, let an ordin-. 

ary laborer take over his business, 

Yes, strikes have hurt the auto. 
mobile business, but what over. 
educated officials “crawl” to the 
laborers? 

I'm not going to debate the ques. 
tion of income tax, but the ridicy- 
lous statement of most large com- 
panies having to cut back or close 
or go broke is absurd. 

I tend to agree with him on 
unemployment, but in many 
states if they can place you ina 
job you cannot collect unemploy- 
ment. 

What country under democratic 
rule is as financially well off as the 

U. S.? I won’t disagree with the 
fact that other countries are better 
|off spiritually and physically, but 


not financially and mentally.— 
JoHN Dog, West Palm Beach, Fla, 
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AUTOMOTIVE NEWS, MARCH 2, 1959 





dr, $675°*. 
54 Gustom (8) 4-dr., $475*; Main (6) 


’56 Super Cross country, $950*, 
'55 Custom Cross country, $875* 


Ranch wagon, $335. Model Breakdown STUDEBAKER—'56 Golden Hawk (8) 
Hardtop 2-dr., $1,125* (ps). 
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Used-Car Auction Prices  |\prmsg nr « ®| OF Auction Averages | si thaiion iy'tur sim 








900. 
940* (ps); Hardtop 2-dr., $2,830*' (ps). 3 $ 
‘56 Premiere Hardtop 2-dr., $1,585* (ps). | Model se oe aa 
(Continued from Page 35) ’53 Capri conv., $400* (ps). ee issessccves $2,775 $2,889 $2,562 FLINT 
ae et niarcnep aan as ve 1958............ 2,018 2,040 2,148 Flint Auto Auction, Inc, Sale every Wed- 
$1,160* (ps), $790* (ps); 4-dr., (ps); Firesweep Sportsman 2-dr., $1,- Monterey 4-dr., $1,355*, $1,350°; Hard- 1,366 1,395 1,492 |nesday. Prices are for sale of Feb, 18, 
35* (ps). 205* (ps). top 4-dr., $1 315*: 2-dr., $1,105 997 1,007 1,068 | Prices seem to hold rather steady by com- 
a8) 4-dr., $575, $470°; (98) 4-dr., ’54 Power Master (6) 4-dr., $425*; Fire- 56 Custom 4-dr $i 150°: 2-dr. $800*; "57 781 806 parison to last week. Sold 167 cars from 
0*. dome (8) 4-dr., $400° (ps). Montclair Hardtop 4-dr., $1,135*, $1,- 507 260 consignments. 
PLY \OUTH—'57 Savoy (6) 4-dr., $900*. | ponpGE—'57 Custom Royal (8) Hardtop 005* (ps): conv., $975° (ps). 474 476 BUICK—'59 LeSabre 2-dr., $2,705*; 4-dr., 

55 Savoy (6) 2-dr., $520°. 2-dr., $1,430* (ps); Coronet (8) 4-dr., '55 Montclair Hardtop 2-dr., $885* (ps), 315 314 326 $2,635* (ps). 

'54 Savoy 2-dr., $305. $1,275*, $1,255* (ps), $1,200*. $585*; Custom 2-dr., $640*. 225 218 225 ’58 Century Estate wagon, $2,500*, 

PONTIAC — '57 Chieftain Catalina 4-dr., ’55 Custom Royal (8) Hardtop 2-dr., ’54 Monterey Hardtop 2-dr., $575*, $515* ’57 Super Riviera 4-dr., $1,655* (ps), 
$1,690* (ps); 4-dr., $1,300*; Star Chief $930* (ps); Coronet (8) 4-dr., $830°*. (ps). ee ee eae $1,650* (ps); Riviera 2-dr., $1,530* 
‘-dr., $1,600°. ‘ "54 Coronet (6) 4-dr., $395* (ps). OLDSMOBILE —'58 (98) conv., $2,685* Average $1,116 $1,140 $1,142 (ps), $1,560* (ps), $1,500* (ps); Spe- 

'56 Star Chief conv., $1,250°. EDSEL—’58 Corsair Hardtop 4-dr., $1,- (ps); Holiday 2-dr., $2,650* (ps); (88) cial Riviera 2-dr., $1,600* (ps), $1,- 

55 Chieftain 2-dr., $500°. i 900* (ps). Holiday 2-dr., $2,475* (ps), $2,465* 475*, $1,355*; 4-dr., $1,180; Century 

‘54. Chieftain 4-dr., $380, $370°; Star! poRD—'58 Thunderbird, $3,125*, $3,120° | (ps). dr. $825* Riviera 4-dr., $1,500*. 

ef 4-dr., $365°. (ps), $3,115* (ps); Country sedan (8), 57 (88) Super Fiesta, $1,970* (ps); (98) '55 Plaza (6) 2-dr,. $315 ’56 Super Riviera 2-dr., $1,050* (ps). 
MISCELLANEOUS — ’S6 Chevrolet %-ton $1,975", $1,800*; Fairlane (8) 500 2- Holiday 2-dr., $1,700° (ps); (88) Holi- | ponwsac—'59 Chieftain Catalina 2-dr '55 Century Riviera 2-dr., $830*; Rivi- 
panel, $765, $610 dr., $1,780* (ps), $1,590*; Victoria 2- | day 2-dr., $1,685* (ps); Holiday 4-dr., | PO 2 350°. — = era 4-dr., $825* (ps); Special Riviera 

54 Ford %-ton panel, $310. dr. $1,625* (ps): $1,650* (ps); 4-dr., $1,300* (ps). Chieftain Safari, $2,005* (ps); Cata- 2-dr., $785* (ps), $675*, $630, $600*; 

’57 Country sedan (8), $1,450*; Fairlane "56 (98) Holiday 2-dr., $1,345* (ps); lina 4-dr $2,000°. F wot 4-dr., $600*; Super Riviera 2-dr., 
CHICAGO (8) 500 4-dr., $1,410* (ps), $1,325* Holiday 4-dr., $1,300* (ps); (88) Holi- 'e7 Star Chief 4-d?., §1,600° (pe). §1,- $745*. 
: (ps); Victoria 2-dr., $1,335* (ps), $1,- day 4-dr., $1,270* (ps); Holiday 2- oa .. Get =” $1 305°: Chieftain "54 Special Riviera 2-dr., $550*; Super 

Arena Auto Auction, Sale every Tues- 315*; Victoria 4-dr., $1,300* ‘(ps);| dr., $1,130* (ps), $1,095*; conv., $1,- Sosaiion er. Ghee, S00d: Baner Riviera 2-dr., $320°. 

day. Prices are for sale of Feb. 17. Terrific Country sedan (6), $1,255*; Fairlane | 250* (ps). —— "C colin’ “< ’ $1,425" ¢ a CADILLAC—'52 (62) sedan de Ville, $255. 
sale in bad weather, High percentage sold. | (6) 500 4-dr., $1,155*; conv., $1,120;| °55 (88) Holiday 2-dr., $1,030*; Holiday a ae PS | CHEVROLET—’ . 
Gold 397 cars from 643 consignments. | 2-dr., $1,070; Custom (&) 300 4-dr., 4-dr., $925* (ps); (98) Holiday 4-dr., Catalina 2-dr., $1,325*. a CHE OLET—'58 Impala (8) conv., §$2,- 
“* : , © : ’ * . ° 
" = —_- wane | te. e. | $ a i 56 Chieftain Safari, $1,170*, $1,130*; 010° (ps); 2-dr., $1,960*; Bel Air (8) 
BUICK—’57 Super Riviera 4-dr., $1,780° | $1,125; Ranch wagon (6), $1,080*; $990* (ps); (88) Super Holiday 2-dr., Catalina 4-dr., $990*, $965*; Star Chief 4-dr., $1,850* (ps): Bisca 
owt ne . e. | * * , ; L “* , ’ yne (8) 4-dr., 
ps); Riviera 2-dr,, $1,565° (ps); Spe- | Custom (6) 300 2-dr., $1,005*; Custom | $850*. Catalina 2-dr.. $1,100* (ps) $1,725*. $1,660*. $1,600* 
cial Estate wagon, $1,700*; Riviera | (8) 4-dr., $975. | °54 (88) Super 4-dr., $715*; (88) 2-dr., ‘ *% ° Sa e: . i. 2 - ’ . i. e 
o. , ° 55 Star Chief 2-dr., $880* (ps), $600*; 57 Two-ten (8) station wagon, $1,600*, 
2-dr., $1,540° (ps); 4-dr $1,325°; | 56 Fairlane (8) Crown Victoria, $1,125* | $570*. 4-dr.. $730* (ps): conv., $725* (ps): $1,525°: 2-dr., $1,235: 4-d $1.400° 
Century Riviera 2-dr., $1,600* (ps). (ps); Victoria 2-dr.. $1,085* (ps), $1,- | PLYMOUTH—’58 Belvedere (8) Hardtop 2- Catalina 9-dr PSeT5* $625": Chieftain $1.285°: Bel Air , (8) Hardto ‘ae. 

'56 Century Riviera 2-dr., $1,190*; RM 005°, $905*; conv., $1,020°, $820* (ps); | —_ dr., $1,810*; Plaza (8) 2-dr., $1,485. Catalina 2-dr., $815*; 2-dr., $645* $1,525*' §1,520*, $1,400"; 2-dr., $1 
Riviera 2-dr., $1,115* (ps); Special | Country sedan (8), $1,035* (ps); Cus-| ‘57 Suburban (8), $1,300*; Belvedere (8) $580° * A tee 7 400°: ‘two-t is) $-dr ’ $i 160 
Riviera 2-dr., $1,060° | tom (8) Victoria 2-dr., $915*, $745; | Hardtop 4-dr., $1,300*; Hardtop 2-dr., 54 ‘Chie ‘ | ; en *. , , $1,- 

one > . j eel one : ; ieftain (6) 2-dr., $300*. 145, $970. 

55 Century Riviera 4-dr., $1,055* (ps); | Fairlane (6) 4-dr., $775*. | $1,270* (ps); Savoy (8) 4-dr., $1,025°, : '56 Corvette 2-dr., $1,790: Bel Air (6) 
Riviera 2-dr.. $815*; Special Riviera 55 Country sedan (8), $805*; Fairlane | $990, $975*; Hardtop 2-dr., $930; 2- RAMBLER— 57 Custom (8) 4-dr., $1,510°; | ae $1,015. Two-ten ‘at 2 soaps 
2-dr., $860*;: Super Riviera 2-dr., $755* (6) 2-dr.. $750; Victoria 2-dr., $590*; dr., $905, $825. Cross country, $1,505*, $1,460*; Cus- os YReees e -dr., $ . 
(ps) Fairlane (8) 4-dr., $690*: Victoria 2- "56 Savoy (8) Hardtop 2-dr., $910*; 2- tom (6) 4-dr., $1,375*. | (Continued on Page 38, Col. 2) 





CADILLAC—’'59 (60) Special 4-dr., $6,- 
145* (ps); (62) coupe de Ville, $5,230* 
(ps? 

"68 (62) sedan de Ville $4,000* (ps), 

$3.810° (ps), $3.800* (ps): conv., §$3,- 
* (ps). 

2) sedan de Ville. $2.785* (ps), $2,- 

(ps), $2.705* (ps), $2,615* (ps) 

"56 (62) conv $2.065* (ps): sedan de 

Ville, $1,.925* (ps); (60) Special 4-dr., 


$1.940° (ps) 
"55 (62) sedan de Ville, $1.685° (ps). 
CHEVROLET 59 Corvette conv... $3,060*; 
Hardtop 2-dr_.. $2,670* (ps); 4-dr., $2,- 
600° (ps) 

"SS Impala (8) Hardtop 2-dr.. $2,250° 
(ps), $2,180°, $2,150° (ps): conv., $2,- 
145° (ps). $2,010*, $1.990*°; 2-dr., $2,- 
100° (ps) Nomad (8), $2,.000° (ps), 
$1,950° (ps); Bel Air (8) Hardtop 2- 
dr.. $1,925° (ps), $1,800*; Brookwood 
(8), $1.920°, $1.820: Biscayne (8) 2- 
dr., $1,645", $1,600; 4-dr.. $1,450; Bis- 
cayne (6) 2-dr., $1,545; Delray (8) 2- 
dr., $1,450. 

"S57 Bel Air (8) Nomad, $1.675° (ps). 
$1,.665° Hardtop 4-dr $1.520°, $1.- 
340°; Hardtop 2-dr.. $1,485*. $1,460*; 
Two-ten (8) 4-dr., $1,325°; 2-dr., $1,- 
300°, $1,120; One-fifty (6) Handyman, 
$1,305; 2-dr., $1.200*°; Two-ten (6) 2- 
dr $1.285*, $1,085; Handyman, $1,- 
205 (ps); 4-dr., $1,100; Bel Air (6) 
2-dr.. $1,000 

"56 Bel Air (8) Hardtop 2-dr., $1,235°; 
Hardtop 4-dr $1,.185*, $1,070*, $1,- 
050°; 4-dr.. $930°; Two-ten (6) 2-dr., 
$975°, $910, $840; Two-ten (8) 4-dr., 
$950*: One-fifty (6) 2-dr $805 

"SS Bel Air Hardtop 2-dr $895*. $805: 
4-dr.. $850°, $750°; 2-dr.. $815*; Two- 
ten (8) 2-dr.. $775: Two-ten (6) 2-dr., 
$690: Bel Air (6) 4-dr.. $585° 

"4 Bel Air Hardtop 2-dr $605°: Two- 
ten 4-dr., $560 

CHRYSLER—'57 Windsor Hardtop 4-dr., | 
$1,600° (ps): Saratoga Hardtop 4-dr., 
$1,750° (ps); Hardtop 2-dr $1,650° | 
(ps) | 

j 








"56 Windsor 4-dr $1,195* (ps), $995° 

‘pe? i 

CONTINENTAL—'5S Mark III conv., $.- | 

000* (ps): Hardtop 2-dr., $3,800* (ps) 

DeSOTO — ‘58 Firedome Sportsman 2-dr., 
$1.880° (pe) 

57 Firedome Sportsman 2-dr., $1,400* 


Used Imported 
Cars 


Albany 


Austin——'53 conv., $245 | 
Volkswagen—'57 conv., $1,050 | 
"56 2-dr., $950. | 


Bordentown, N. J. 


Fiat—'57 4-dr., $600. 
Isetta—‘57 2-dr., $340. 
, conv:, $2,900. 
Metropolitan—'58 2-dr., $1,100. 
MGA—'58 2-dr.. $1,850. 

"57 2-dr., $1,530, $1,300. 
Simea—'58 station wagon, $1,035. 


Buffalo 


Volkswagen—'55 2-dr., $990. 


Daytona Beach, Fla. 


Ford (English)—'59 Anglia 2-dr., $1,315. 
‘57 Squire station wagon, $850. | 

Metropolitan—'59 2-dr., $1,200. 

Vauxhall—’'58 4-dr., $1,215. 


Flint 
Borgward—'58 station wagon, $1,770. 
Volkswagen—’'56 2-dr., $940. 





Kansas City, Mo. 


Renault—’58 Dauphine 4-dr., $1,050. 


Littleton, Colo. 


Volkswagen—'59 Sunroof Hardtop, $1,850, 
2 at $1,825; 2-dr., 2 at $1,825. 


Portland, Ore. 
Triumph—’ 58 Roadster, $1,865. 


Seattle 


Simea—’55 4-dr., $745. 


West Palm Beach, Fla. 


Volkswagen—’58 Karmann Ghia, $1,760. 





LINCOLN—’58 Capri Hardtop 4-dr., $2,- Feb., Jan., Dec., 

















Before deciding on an 
I mported Car Franchise .,... cmeoronzzessacarres, 
know the Company behind the product! 





CITROEN, the World’s largest 
Manufacturers of Front-Wheel 
Drive Cars and Trucks, offers 
you the opportunity to become 
a CITROEN Franchised Dealer 
in the United States. 


As a CITROEN Dealer you are 
backed by all of CITROEN’S 
vast resources and will benefit 
from ultra-modern production 
facilities... paying off in as- 
sured volume delivery. 





CITROEN DS 19 
and ID 19, 

the prestige cars, 
priced right 

for volume sales. 
Feature for feature 
...dollar for dollar 
-. the most fantastic buys 
in automotive history! 


SIGN A FRANCHISE FOR THE FUTURE AND START PROFITS TODAY! 


72% of all cars purchased in the U.S. are in the medium price range from 
$2600 to $3500. 

The imported car penetration of this profitable market has scarcely begun, 
but every economic indication shows that imported cars will be taking as big 
a share of the medium-priced field as they now enjoy a steadily increasing 
share of the low-priced field. 

Citroen makes the cars that more than satisfy the needs of this important 
market...cars you will be selling to an ever-growing quality-minded clientele. 
To be assured of a medium-priced imported car line franchise in the future, you 
should sign for one today. Sign with Citroen and your profits start immediately! 


As a Citroen Dealer you will receive the full support of: 

@ National Advertising ...Local Advertising Support ...Local Radio Sup- 
port... Publicity...and a complete Sales Promotional Portfolio con- 
taining banners, posters, and all the material you need to advertise 
locally. 

@ Technical Assistance Factory-trained engineers and special service 
schools are provided at Citroen’s expense. Service is a Citroen tra- 
dition everywhere! 


For your application and additional information, call or write: 


CITROEN CARS CORPORATION 


(sole importer and distributor of S. A. Andre Citroen, Paris, France) 
300 Park Avenue, New York, N. Y. 8423 Wilshire Bivd., Beverly Hills, Calif. 


Bea CITROEN 


Franchised Dealer! A 
































station wagon, $820; 
Two-ten (8) station wagon, $745; 2- 
dr., $645*, $605*, $565*, $350*; Bel Air 
(8) 4-dr., $750*, $715*; Bel Air (6) 
2-dr., $750; 4-dr., $715*; Two-ten (6) 
4-dr., $500. 
’54 Two-ten station wagon, $600*; 4-dr., 
$390; 2-dr., $315; Bel Air 2-dr., $480*. 
’57 Firedome 4-dr., $1,300* (ps). 

*54 Custom 4-dr., $305*. 


DODGE—’58 Custom Royal (8) 2-dr., $2,- 


’55 One-fifty (6) 


035* (ps). 

*S7 Sierra (8), $1,575*; Coronet (8) 4- 
dr., $1,315°*. 

54 Royal (8) 4-dr., $385* (ps). 


’53 Coronet (6) 4-dr., $235*. 


Fairlane (8) 500 Skyliner, $3,025* 
(ps); Custom (6) 300 2-dr., $2,050*. 
*58 Country sedan (8), $1,950* (ps), $1,- 





i 850°; Fairlane (8) 500 2-dr., $1,725", 
, $1,715*, $1,485*; 4-dr., 2 at $1,560* 
Dodge's Top Salesma (ps); Fairlane (6) 500 2-dr., $1,535; 


Fairlane (8) 2-dr., $1,470. 
‘57 Fairlane (8) 500 4-dr., $1,540*° (ps), 
$1,455*, $1,405*, $1,330° (ps), $1,330*; 


Leading 12,000 salesmen in the U. S. 
with automobile sales during the past two 


months has won for Sy Tepperman of 2-dr., $1,440* (ps), $1,345*; Custom 
Wigder Motors, Linden, N. J., the dis- (8) 300 2-dr., $1,240°, $1,230*; 4-dr., 
tinction of being elected charter member $1,000, 900s", Se0e° (pe); Raneh 
9 © © powows wagon (6) 2-dr., $1,075; Country 
of the Dodge Gold Key Club. Presenting sedan (8), $1,500°; Fairlane (8) conv., 
th honori "s sales- $1,330°. 
= —. Dich Shes Ps oer 56 Country sedan (8), $1,265* (ps), $1,- 
amenp ts Ure vgs, ge sales pro- 145* (ps), $1,060* (ps); Fairlane (8) 
motion manager. 2-dr., $1,025*, $775°*; Victoria 2-dr., 








TRI-EX REFINED 
Wolfs Head Oil 


MG 
Oe ent 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine” premium motor oils. 
WoLF’s HEAD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WoLF’s HEAD you can keep your 

customers coming back. WOLF’S 
HEAD commands distinctive cus- 
tomer loyalty the world over. 







ano .uees 
. 





WOLF’S HEAD 
OIL REFINING CO., INC. 


Olt CITY, PA. 


FORD—’59 Thunderbird 2-dr., $3,685* (ps); | 








Used-Car Auction Prices 





(Continued from Page 37) 


$1,000*; Ranch wagon (8), $1,000*, 
$985*; Custom (8) Victoria 2-dr., 
$805*; 4-dr., $500*. 

55 Country sedan (8), $860*, $735°*; 


Fairlane (8) 4-dr., $720*, $435; Main 

(6) 4-dr., $560; Custom (8) 4-dr., 

$555, $505; Main (8) 2-dr., $500*. 
’54 Custom (6) Ranch wagon, $505. 


AUTOMOTIVE NEWS, MARCH 2, 1959 


LINCOLN—’57 Premiere club coupe, $1,- | 
865* (ps). 
MERCURY—’57 Montclair conv., $1,390*; 
Monterey 2-dr., $1,180°*. 
’55 Monterey station wagon, $g60*. 
OLDSMOBILE — '57 (98) 2-dr., $1,800* | 


(ps); (88) Super Holiday 2-dr., $1,705* 
(ps); conv., $1,725*; Holiday 4-dr., 
$1,600* (ps). 

'56 (88) 4-dr., $1,360* (ps), $880*; 2-dr., 


$1,100* (ps); Holiday 2-dr., $850*, 
’54 (88) 2-dr., $500°. 

PLYMOUTH—’ 57 Belvedere (8) 2-dr., $1,- 
405* (ps), $1,300*; Savoy (8) 4-dr., 
$1,035*, $965°. | 

'56 Savoy (6) 4-dr., $790*; 2-dr., $745°; 
Savoy (8) 2-dr., $745°*. 


’55 Belvedere (8) 2-dr., $460°; Savoy (8) 


4-dr., $385. 

PONTIAC — '56 Chieftain Catalina 2-dr., | 
$1,045*; station wagon, $1,010*; Star 
Chief 2-dr., $1,040*. 

'55 Chieftain Safari, $960° (ps), $705; 
Star Chief 2-dr., $760*. 
'54 Chieftain 4-dr.. $350*; 2-dr., $305°*; 


Star Chief 4-dr., $350°. 


RAMBLER—’57 Custom (8) Cross Country. 
$1,400°; Deluxe (6) 4-dr., $1,175°*. 
| ‘°54 Custom (6) Cross Country, $450 
STUDEBAKER—’'55 Commander (8) 2-dr., 
$645*. 
| MISCELLANEOUS—'56 Ford %-ton panel, 
| $500*. 
'37 Ford pickup, $200. 
DETROIT 
Motor City Auto Auction, Sale every 
Monday and Thursday. Prices are for sale 


lof Feb 


CADILLAC 


| 
| 


| 





7 
ai 


12 and 16. Sold 152 cars from 
consignments 


BUICK—’'5S Century 2-dr., $2,250* (ps). 

'S7 Special 4-dr., $1,595* 

"55 Century 2-dr., $765* 

'54 Super 2-dr.. $590° (ps); Century 2- 
dr $550° (ps); Special 2-dr., $500*° 
(ps) 

'653 Special 4-dr., $305, $295. 


—58 (62) sedan de Ville, $3,- 
625* (ps), $3,575* (ps) 





"S57 (62) coupe de Ville, $2,855* (ps) 

"56 (60) Special 4-dr.. $1,.850° (ps). 

"55 (62) coupe de Ville, $1,650°; sedan 
de Ville, $1,400° (ps) 

"54 (62) coupe de Ville, $1,100° (ps) 
OCHEVROLET—'59 Impala (8) 2-dr., $2,- 

675* (ps) 

"S57 Bel Air (8) 4-dr., $1.480° (ps), $1,- 
400° 

"56 Bel Air (8) 4-dr., $1,075* (ps), $980; 
2-dr., $1,025*; Two-ten (6) Townsman, 
$1,000*°, $950; Two-ten (8) 4-dr., §$980°*, 
$925*, $810; 2-dr.. $875° 

"55 Bel Air (8) 2-dr.. $965° (ps), $840*, 
$740°; Bel Air (6) conv., 2 at $800*; 
2-dr.. $710*; Two-ten (8) 4-dr., §$750*; 
Two-ten (6) 2-dr.. $725*, $625°, $615, 
$595, $565; 4-dr.. $575* 

"54 Bel Air 2-dr., $525, $445, $410, $360°; 
Two-ten 2-dr $525 One-fifty 2-dr., 
$400° 

CHRYSLER—'57 Windsor 2-dr., $1,575*. 
DeSOTO—'56 Firedome 4-dr., $1,000* (ps). 

‘55 Firedome 2-dr 700° (ps), $675* 

DODGE—'57 Coronet (8) 4-dr $1,390° ; 
2-dr $1,.375*, $1,350° Royal (8) 4- 
dr $1,225° 

"55 Coronet (8) Suburban, $800* 
FORD 58 Fairlane (8) 500 4-dr.. $1,750° 

(ps), $1,735° (ps); 2-dr., $1,635*; Cus- 
tom (8) 300 4-dr.. $1,415 

"S57 Fairlane (8) 500 Skyliner, $1,790° 
(ps); Ranch wagon (8), $1,275, $1,- 
250; 4-dr., $1,225 

"56 Parklane (8), $1,.125*; Fairlane (8) 
4-dr $1,000° (ps), $900° (ps); 2-dr., 
s990°* Fairlane (6) Victoria 2-dr 
$990*,. $915°; Ranch wagon (6), $925*; 
Custom (6) 4-dr., $585 

55 Fairlane (8) Victoria 2-dr., $850* 
$800*, $630°; 4-dr.. $725*; 4-dr., $700; 
Country sedan (8), $880°, $875*; Coun- 
try sedan (6), $690; Custom (8) 2-dr., 
$625, $600°, $575°, $520°, $475°; Fair- 
lane (6) 2-dr.. $550; Main (6) 2-dr., 
$510; Custom (6) 4-dr., $500*. 

‘54 Custom (6) country sedan, $595*, 
$475°. 

IMPERIAL—'57 4-dr., $2,200* 
MERCURY—'57 Monterey 2-dr., $1,300* 
(ps). 

"56 Monterey 2-dr., $980*; Montclair 2- 
dr.. $935 

"55 Monterey 2-dr.. $725* 

"54 Monterey 4-dr.. $450°; 2-dr. $440. 
NASH—'54 Ambassador (6) 4-dr., $360*. 
OLDSMOBILE — ‘56 (88) 2-dr.. $1,225* 

(ps); (98) 4-dr., $1,060° (ps). 

"55 (88) 2-dr_., $840° (ps). 

"54 (88) 4-dr., $530*. 

"53 (88) 4-dr., $345° (ps), $310*. 
PACKARD-—’'55 Patrician 4-dr., $825* (ps). 
PLYMOUTH ‘57 Sports Suburban (8), 

$1.400* (ps); Belvedere (8) 4-dr., $1,- 
355° (ps); 2-dr., $1,240*; Savoy (6) 
4-dr.. $925*; 2-dr.. $860. 

"56 Belvedere (6) 2-dr., $770*; 4-dr., 
$590; Savoy (8) 2-dr., $740*, $705°*; 
Suburban (6) 2-dr., $690. 

"55 Savoy (8) 4-dr.. $605; Belvedere (8) 
conv., $495*; Savoy (6) 2-dr., $440; 
Plaza (6) 4-dr., $410. 

’54 Plaza (6) 2-dr., $270*. 

PONTIAC —'56 Chieftain 4-dr., $1,000* 
(ps). 

’55 Chieftain station wagon, §735*, 
$700*. 

"54 Chieftain (8) 2-dr., $420*. 

MISCELLANEOUS—'55 Ford panel, $375, 
$350. 

’54 Dodge pickup, $290. 


SEATTLE 


South Seattle Auto Auction, Sale every 
Wednesday. Prices are for sale of Feb, 18. 
Cars are selling—the best sale for a long 


time. 
BUICK—’58 Special Riviera 4-dr., $2,- 
025*. 
"56 Super Riviera 2-dr., $1,455* (ps); 
RM Riviera 4-dr., $1,375* (ps); Cen- 
tury Riviera 4-dr., $1,125* (ps). 


’55 Special Riviera 2-dr., $1,100*; Super 
Riviera 2-dr., $1,050* (ps). 
CADILLAC—’'58 (62) sedan de Ville, $3,- 
950* (ps). 
’57 (60) Special 4-dr., $3,370* (ps). 
"54 (62) sedan de Ville, $1,445* (ps). 












CHEVROLET—’'58 Corvette, $3,000; Impala | $980*; Custom (8) Ranch wagon. $1,. 
(8) Hardtop 2-dr., $2,350* (ps); | 145*; Victoria 2-dr., $1,000*; dr,, 
Brookwood (8), $2,130*, $2,125* (ps), | $970*. 
$2,045; Bel Air (8) Hardtop 4-dr., $2,- | °55 Country sedan (8), $1,100*; Fair ane 
070* (ps), $2,025* (ps), $2,020* (ps); (8) Victoria 2-dr., $1,030*, $1 25+ 
4-dr., $1,950* (ps); Biscayne (8) 4-dr., (ps); Main (6) 4-dr., $390. 
$1,795* (ps), $1,765*, $1,735*, $1,720*. "54 Crest (8) 4-dr., $645* (ps), 

"57 Bel Air (8) ng Tt HUDSON—'54 Jet 4-dr., $240. 
bg aw vo $i age"" $1 425°, 1.300. | IMPERIAL —°'55 Landau 4-dr., $1 :40° 
’56 Two-ten (8) 4-dr., $1,145"; 2-dr., | (ps), 
$1,125; One-fifty (8) 4-dr., $1.030. LINCOLN—’55 Capri 4-dr., $1,035* (p 
’55 Bel Air (8) Hardtop 2-dr., $1,265*; ’54 Capri 4-dr., $750* (ps). 
Two-ten (6) 4-dr., $770. MERCURY "58 Parklane 4-dr., $2 '95* 
54 One-fifty 2-dr., $235. soe). seed a s 
, 7 , z . . , ‘57 Montclair ardtop -dr., 2. 10* 
ae Yaad 53 NY (8) Town & Country, (ps): Monterey 4-dr., $1.700* (; 
salad : ’56 Monterey station wagon, $1,345 

CONTINENTAL—’58 Mark III Landau, 55 Monterey 4-dr., $520°. 
$3,900* (ps). ’54 Monterey Hardtop 2-dr., $655" 

DeSOTO—’'57 Firedome 4-dr., $1,750* (ps). | NASH—’53 Statesman (6) 4-dr., $20 

"52 Firedome 2-dr., $230; 4-dr., $170. OLDSMOBILE—’58 (98) Holiday 2-dr., $2,. 
. Td g +. 795* (ps). 
a ie nae. ), $2,195*; Coronet "56 (88) Super conv., $1,400* (ps); 4 dr. 
; y - 2-¢ _* 1,305". 
Se Custom Royal (8) Lancer 2-dr., $1. | packARD—'63 Cavalier 4-dr., $340° 
‘55 Custom Royal (8) Hardtop 2-dr., | P>L-YMOUTH—’5S Belvedere (8) Hardtop 4- 
$995* (ps). ‘ dr., $1,995* (ps) 
’54 Royal (8) Hardtop 2-dr., $615*; ’57 Suburban (8), $1,785*; Savoy (8) 
Meadowbrook (6) 4-dr., $495, __ 2-dr., $1,030°*. ‘ 
FORD—’59 Custom (8) 300 2-dr., $2,300*. 56 Belvedere (8) Hardtop 2-dr., $945. 
’58 Thunderbird, $3,450* (ps), $3,330* ’55 Savoy (6) 4-dr., $400°. 
(ps); Country sedan (8), $2,030*, $2,- 54 Savoy 4-dr., $370. , 2 
000* (ps); Fairlane (8) 500 Victoria PONTIAC 58 Super Chief Catalina 4-cr., 
2-dr., $1,950*; Victoria 4-dr., $1,895* _32:115* (ps) 
(ps); Custom (8) 300 4-dr., $1,825*; 56 Chieftain station wagon, $1,250*: 
Ranch wagon (8), $1,710* Catalina 4-dr., $1,065* (ps). 
'57 Fairlane (8) 500 conv.. $1,745*: Vic- ‘55 Star Chief Hardtop 2-dr $1.085* 
toria 2-dr., $1,730*; Victoria 4-dr., $1,- (ps), $1,005°, $885° ; 
535*: Country sedan (8), $1,745*. $1.- RAMBLER 57 Super 8) Cross country, 
650; Ranch wagon (6), $1,455*; Cus- $1,595*; 4-dr., $1,375° 
tom (8) 300 2-dr., $1,275*, $1,270*, | WILLYS . $520° 
$1,225* $1,220*, $1,195. MISCELLA "58 Chevrolet ton 
'56 Country squire (8), $1,330*; Fairlane ,_ Pickup, $1.440 am 
(8) Victoria 4-dr., $1,260° (ps); 4-dr., 55 Chevrolet %-ton pickup, $770; Stu- 
$1,085", $1,050°, $1,025* (ps); conv., (Continued on Page 39, Col. 1) 







DISTRIBUTORS! DEALERS! 


Aeroquip Cargo 
Control System 


MORE PROFITS FOR YOU AND 
YOUR CUSTOMERS 










ATT 
Pee ATE) 
AC 


anc ee EE 
Beh Ae bir 
ere ae 


Expensive electronic equipment being loaded into this 
trailer for 3000-mile trip is protected with Aeroquip 
Cargo Control System. Lower arrow: WEBLOCK Strap 
fits into wall track. Top arrow: 2” x 4” wood shoring 
bars form second deck. 


Equip trucks and trailers with the new Aeroquip 
“E” Series Cargo Control System* for greatly 
reduced cargo damage, increased profits. Flush- 
mounted tracks on each side accept WEBLOCK 
Strap Assemblies or brackets, for 2” x 4” wood 
shoring bars. No fittings to project into the 
van. Shoring bars can form low-cost second 
decking. Easy to install, built for heavy duty 
service. Mail coupon below for details. 


~ 
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insert fitti cargo in place. Straps applied for 
tighten with 3 pull, k tension auto- WEBLOCK is an Aeroquip Trademark 


matically, release with finger touch. 
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Aeroquip 


2929 Floyd Street, Burbank, California 
Please send full details on new “E” Series Cargo Control System 
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Used-Car Auction Prices 





64 Super Riviera 2-dr., $490*, 

"53 Super Riviera 2-dr., $450, $395*; 
conv., $247*. 

| °§2 Super Riviera 2-dr., $255*. 
CADILLAC—’'57 (62) sedan de Ville, $3,- 
095* (ps), $2,750* (ps); (60) Special 
4-dr.. $2,900* (ps). 

56 (62) sedan de Ville, $2,175* (ps), 
$2,050* (ps). 





(Continued from Page 38) "55 (62) coupe de Ville, $1,745* (ps). 


ker %-ton pickup, $715; Ford 


rier, $570. 
ternational ™%-ton pickup, $495. 


EBENSBURG, PA. 


Et burg Auto Auction. Sale every 
Thur y. Prices are for sale of Feb. 19 
mnly a month away and buyers are 


rir t 
Pent already. Clean cars are in demand 
now ld 51 cars from 69 consignments 


pUICK—'55 Century Estate wagon, $955* 

RM Riviera 2-dr., $845* (ps). | 

CADILLAC—'57 (62) sedan de Ville, $2,-| 

950° (ps), $2,510° (ps) | 

CHEV ROLET— 57 Two-ten (8) 4-dr., $1,-| 
); Hardtop 2-dr., $1,200*. 

56 Bel Air (8) 2-dr., $1,025*, 


4 ; ‘ "52 (62) sedan de Ville, $585*, 
PACKARD—’54 Clipper 4-dr., $200*. | °51 (62) sedan de Ville, $310*. 
PLYMOUTH—'57 Belvedere (8) 2-dr., $1,-| °49 (62) sedan de Ville, $290*. 

495* (ps); 4-dr., $1,360*; Savoy (8) a eee ‘59 Impala (8) Hardtop 4- 
2-dr., $1,060*. dr., $2,670* (ps); Hardtop 2-dr., $2,- 
’56 Belvedere (8) 2-dr., $835*; Savoy (6) 620°. 
| 
| 


4-dr., $660. "58 Impala (8) Hardtop 2-dr.. $2,275* 
’55 Savoy (8) 2-dr., $735; Belvedere (6) (ps), $2,205* (ps); Brookwood (8) $1,- 
4-dr., $695. 895*; Bel Air (8) Hardtop 4-dr., $1,- 
"54 Belvedere (6) 4-dr., $330. 885* (ps), $1,827* (ps), $1,800*, $1,- 
PONTIAC — '55 Chieftain Catalina 2-dr., 850*; 2-dr., $1,750*; 4-dr. $1,650"; 
$960*; 2-dr., $675*, $515* Biscayne (6) 2-dr., $1,645*. ° 
RAMBLER—’55 Custom (6) 4-dr., $630. ’57 Bel Air (8) conv., $1,570* (ps); 4- 
STUDEBAKER—’'55 Commander (8) sta- dr., $1,552*, $1,537* (ps); 2-dr., $1,- 
tion wagon, $525*. 450*, $1,447*, $1,405* (ps); Bel Air 
MISCELLANEOUS—’54 GMC %-ton, $360. (6) 2-dr., $1,435*; Two-ten (8) 4-dr., 


$1,327, $1,375*; Hardtop 4-dr.. $1,260* 


KANSAS CITY, MO. | (ps), $1,202" (ps); 2-dr., $1.235*, $1,- 


230*; Two-ten (6) 4-dr., $1,107. 


CHRYSLER—'53 Windsor (6) 4-dr., $270*. | K, C, Automobile Auction Co., Inc. Sale °56 Bel Air (8) 2-dr., $1,200*; Hardtop 
DPeSOTO—'53 Firedome (8) 4-dr., $285*. | every Wednesday, Prices are for sale of 4-dr., $1,165*; Bel Air (6) Hardtop 4- 
*52 Custom (6) 4-dr., $100* Feb. 18. dr., $1,185*; Two-ten (8) 4-dr., $1,- 
pODGE—’57 Coronet (8) 2-dr., $1,265°. BUICK—’59 LeSabre 4-dr., $2,580*. 080*, $940, $935; 2-dr., $867*; Two- 
'56 Sierra (8), $1,035. "58 Special Riviera 2-dr., $1,860*, ten (6) 2-dr., $1,022*, $1,015, $755 
55 Coronet (6) Hardtop 2-dr., $530. ’57 Super Riviera 4-dr.. $1,882* (ps); ‘55 Bel Air (6) 4-dr.. $845*; Two-ten 
FORD — ‘56 Fairlane (8) Victoria 2-dr., RM Riviera 4-dr.. $1,555* (ps), $1,- (8) 2-dr.. $790*%; Two-ten (6) 4-dr., 
$1,005* (ps); Custom (8) Victoria 2- 582* (ps); Special Riviera 2-dr., $1,- | 775, $660; Bel Air (8) 4-dr., $650* 
dr., $670* (ps). | 525*; 4-dr., $1,375*, $1,325*; Century '54 Bel Air Hardtop, $612*; Two-ten 
54 Crest (8) conv., $290*; Custom (8) Riviera 4-dr., $1,207* 2-dr., $502; One-fifty 2-dr., $302 
2-dr.. $220 56 Super Riviera 2-dr., $1,180* (ps), | °53 Bel Air 4-dr., $375 
MERCURY—'56 Medalist 2-dr., $700° | $1,020* (ps). | CHRYSLER "57 NY Hardtop 4-dr., $1,- 
OLDSMOBILE—’'55 (88) Super Holiday 4-| ‘55 RM Riviera 2-dr.. $870* (ps); Cen- | 925* (ps). 
dr., $1,025* (ps); 4-dr., $815°*. tury Riviera 2-dr.. $820*; Special Rivi- ’56 Windsor 4-dr., $1,390* (ps); Hard- 
54 (88) Super 4-dr., $695* era 2-dr., $815°; 4-dr., $810* (ps), top 2-dr., $1,235° (ps). 
PLYMOUTH—’57 Savoy (8) 4-dr., $1,150°. | $650°. "53 NY 4-dr., $325°*. 


MISCELLANEOUS—'56 Dodge %“-ton ex-/| 
press, $720 





WEST PALM BEACH, FLA. 


West Plam Beach Auto Auction, Sale 
every Thursday Prices are for sale of 


Feb. 19 

BUICK '57 Century 4-dr., $1,300 (ps); 
Riviera 4-dr., $1,300* (ps); Special 2- 
dr., $1,300* 


'56 RM Riviera 4-dr., $1,155* (ps) 

54 Super Riviera 2-dr $560*: Special 
conv., $525° (ps) 

CADILLAC 57 (62) sedan de Ville, $3.- 
100* (ps); coupe de Ville, $2,875* 

CHEVROLET—'59 Bel Air (8) 4-dr., $2,- 


235° 
‘58 Impala (8) conv. $1,770* (ps) 
‘ST Two-ten (8) Townsman $1,.320° 


One-fifty (6) Utility, $1,065 
"55 Bel Air (8) 4-dr $735° Two-ten 
(6) 4-dr., $675°* 
CHRYSLER—'57 Saratoga Hardtop 2-ddr 
$1,540° 
DODGE 57 Coronet (8) 4-dr $1,200* 
FORD—'59 Thunderbird 2-dr.. $3.600 (ps) 
*S8 Thunderbird 2-dr $2.965* (ps) 
Fairlane (8) 500 4-dr $1,605° (ps) 
Custom (6) 4-dr $1,175 
'S7 Fairlane (8) Victoria 2-dr., $1,220*; 
Custom (6) 2-dr., $985 
‘56 Thunderbird conv $1,900: Fairlane 
(8) Victoria 2-dr $975° Country 
sedan (8), $850°; Custom (8) 2-dr 
$785°; Main (6) 2-dr.. $595 
"65 Fairlane (8) 4-dr., $900*° (ps) 
"4 Main (8) 4-dr $690* (ps) 
IMPERIAL ‘56 Imperial 4-dr $1,200* 


(ps) 
LINCOLN—'56 Premiere 4-dr.. $1.500* 
MERCURY ‘58 Monterey Hardtop 4-dr., 
$1.675° 
"55 Monterey 4-dr.. $650° 
"4 Monterey Hardtop 2-dr.. $600; Cus- 


tom (8) 4-dr., $410° 
OLDSMOBILE—'56 (S88) 2-dr., $1,025* 
"4 (98) Holiday 2-dr., $705* (ps) 
PACKARD—'53 Clipper 4-dr., $190* 
PLYMOUTH-——'58 Savoy (8) 4-dr., $1,025* 
"S57 Savoy (8) Hardtop 2-dr $1,080"; 
Savoy (6) 4-dr $935° 
"36 Suburban (8), $950° 
"4 Belvedere (6) Hardtop 2-dr $460" 
PONTIAC—'57 Super Chief 2-dr., $1,160* 
Chieftain 4-dr $950° (ps) 
‘56 Chieftain station wagon. $1,000* 
(ps) 
"55 Chieftain 4-dr.. $800* 
"4 Chieftain Deluxe (8) station wagon 
$435*° (ps) 
MISCELLANEOUS 55 Chevrolet Delivery 
sedan, $390. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
Resday. Prices are for sale of Feb. 18 
BUICK—'57 Century 2-dr., $1.57) Spe- 

cial 2-dr $1,560" 

"56 Special 4-dr., $1,030° 

"55 Super 4-dr., $940* 

CHEVROLET 58 Bel Air (8) Hardtop 2- 


dr $1,825 Biscayne (6) 2-dr $1 








Air (8) 4-dr $1,555 $1,490° 
(ps), $1,460*:; Two-ten (6) 4-dr $1.- 
295*. $1,145*, $1,030; Two-ten (8) 2- 
dr., $1,180*, $1,155. 

"56 Bel Air (8) 2-dr., $1,300*, 2 at $1,-} 
110°; 4-dr $1,060, $1,000*, $705; 
Two-ten (8) A-dr., $1,035* } 

"55 Bel Air (6) 2-dr., $890; Bel Air (8) 

4-dr., $860*, $840*, $675: Two-ten (8) 
4-dr., $815*, $575; Two-ten (6) 4-dr., 
$625, $575. 

‘54 One-fifty Handyman, $570, $490*; | 
Two-ten 2-dr., $420; 4-dr., $360" | 

CHRYSLER ‘57 Saratoga 4-dr $1,.340* 
"55 NY Deluxe Town & Country, §1,150*. 

DODGE—’'55 Royal (8) 4-dr.. $705. } 

FORD—'58 Fairlane (8) 500 Retractable, 

$2.310*: Fairlane (8) 2-dr $1,830*, 
$1,505*; Custom (6) 4-dr., $660 
"57 Fairlane (8) 4-dr., $1,580*, $1,385*, 
$1,010*; 2-dr.. $1,555*, $1,465*; Fair- 
lane (8) 500 4-dr., $1,545; 2-dr., $1,- | 
323, $1,200*; Custom (8) 4-dr., §1,-| 
180*, $995. | 
‘56 Fairlane (8) Victoria 2-dr.. $1,175*, 
$1,100*, $1,080*, $910; 4-dr., $1.010*; 
Crown Victoria, $1,000* (ps); Ranch 
wagon (8), $1,250*, $1,020*, $1,000; 
Custom (8) 2-dr., $810, $635, $585. 
55 Fairlane (8) 2-dr., $910, $860*, $825*, 
$730; Victoria 2-dr., $860*, $830*, 
$755* (ps); 4-dr., $675; Custom (6) 
4-dr., $600, $555; Main (8) 2-dr., $585. 
‘54 Custom (6) 4-dr., $395; Crest (8) 
2-dr., $345*. 

MERCURY—’56 Monterey 2-dr.. $1,165*. 
*55 Monterey 4-dr., $1,050*; 2-dr., $650. 
’54 Monterey 4-dr., $565*. 

OLDSMOBILE—’58 (88) Super 4-dr., $2,- 

260* (ps). 

"57 (98) 4-dr., $1,695*; (88) 4-dr., $1,- 
505*. 

’56 (88) 2-dr., $1,230*, $1,205*; 4-dr., 
$1,210*; (88) Super 4-dr., $1,220* (ps). 

’55 (98) 4-dr., $990" ‘ps), $960* (ps); 
(88) 2-dr., $970*, $960*; Holiday 4-dr., 
$955". 

"54 (88) 4-dr., $580; 2-dr., $410*, 








Operators report: 


“TWICE THE MILEAGE 
WITH FIRESTONE 


SUPER MILEAGE TRANSPORTS! 


-* 


Drive-wheel duty is the toughest there is for a truck 
tire. Firestone’s Super Mileage Transport* Cross Bar 
tire made with Firestone Rubber-X, the longest wearing 
rubber ever used in Firestone tires, is built exclusively 
for drive wheels to deliver extra traction, extra mileage. 


The Super Mileage Transport has 93% extra tread 
depth to give you double the mileage on original treads, 
plus 25% more tread mileage from regrooving. There’s 
plenty of extra traction for all the latest increased 
power units. Extra-thick treads and shoulders reduce 
*FIRESTONE T.M. 





HEAVY DUTY SUPER MILEAGE SUPER MILEAGE SUPER ALL 
TRANSPORT* TRANSPORT* LUG TRACTION* 
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DeSOTO—'54 Firedome (8) 4-dr., $470*, $412*. 
$340*. OLDSMOBILE—’58 (88) Super Fiesta, $2,- 
'53 Firedome (8) 2-dr., $295*. 280* (ps); (88) 2-ar. $1,852°. = 
DODGE—'58 Coronet (8) 4-dr., $1,232*| +57 (88) Holiday 4-dr., $1,740* (ps); 
(ps). Holiday 2-dr., $1,630* ' ; 2-dr., $1,- 
‘ST Coronet (8) Hardtop 2-dr., $1,430¢| Holl oan § 
(ps), $1,185* (ps). Poy Sead { ‘ 
’56 Coronet (8) Hardtop 2-dr., $1,165*. 56 (98) Holiday 2-dr., $1,292° (ps); 
'55 Coronet (8) 4-dr., $750*; Hardtop 2- (88) Holiday 2-dr., $1,266° (ps); Holt- 
dr., $725. | : day 4-dr., $1,262* (ps). 
‘54 Coronet (8) Hardtop 2-dr., $490*. SS (05) a-ds., S0SS* (es); (68) Eee 
63 Coronet (8) 4-dr., $150. 2-dr., $922*: 4-dr.. $845* (ps). 


: , " 5e "54 (88) 4-dr., $720*, $662* (ps) 
C(DSEL. 8 2-dr. " , . 
EDSEL 58 Ranger Hardtop 2-dr., $1,545 ‘53 (88) Holiday 2-dr., $370*. 


(ps). . os 
FORD—'58 Fairlane (8) 500 conv., $1,880* 52 (88) 2-dr., $227°. 

(ps), $1,860*; Victoria 2-dr., $1,822* | PLYMOUTH—’5S8 Belvedere (8) Hardtop 2- 
(ps); Victoria 4-dr., $1,705* (ps), $1,- dr., $1,785*. 

685*. ‘57 Belvedere (8) Hardtop 4-dr., $1,325*; 

’57 Thunderbird, $2,467* (ps); Fairlane Plaza (6) 4-dr., $740*. 
(8) Victoria 2-dr., $1,590*, $1,545", "56 Belvedere (6) Hardtop 2-dr., $805. 
$1,397*; Victoria 4-dr., $1,375*; Coun- "55 Belvedere (8) 4-dr., $900; conv., 
try Sedan (8), $1,452*; Ranch wagon $745*; Belvedere (6) 4-dr., $640; Savoy 
(8), $1,500* (ps); Fairlane (8) Vic- (6) 4-dr., $512. 
toria 2-dr., $1,232*; Custom (8) 300 ’54 Belvedere Hardtop 2-dr., $615*; 4- 
2-dr., $1,222*, $1,152*, $1,150* (ps); dr., $485*. 
Custom (8) 2-dr., $1,075*. "53 Cranbrook 4-dr,, $302*. 

"56 Fairlane (8) 2-dr., $1,137", $985 : +e + 
(ps): Victoria 2-dr.. $907* (ps): Main 7 "os Geee 59 Chieftain Catalina 4-dr., 
(8) 2-dr.. $877; Custom (8) Victoria | +58 Chieftain Catalina 4-dr., $1,680* 

ee at, $872*; Ranch wagon (6), $680. | +57 Chieftain Catalina 2-dr. $1,430" '$1,- 
55 Custom (6) 4-dr., $900*; Custom (8) 402*: 2-dr., $1,025* ; ae 

one evave. ° ; -, $1,025*. 

aaa’, teas. ; Fairlane (8) 2-dr., ’56 Star Chief Catalina 4-dr., $1,147*; 


Chi re . ae 
"54 Custom (8) 4-dr., $580* (ps), $525°; on onan Catalina 4-dr., $1,130°; 4 
2-dr., $557°; Custom (6) 2-dr., $537° 55 Chieftain Catalina 2-dr., $850* (ps). 


wVisteria eaa3° on. $435; Crest (8) 53 Chieftain 4-dr., $340*; 2-dr.. $150*. 


’52 Custom (8) 2-dr., $295 are, Bnet ae © 
pane vet er ° ry, $2,07% (ps). 
MERCURY — '56 Custom station wagon, 56 OC ) 4. a20¢ 
$1,192* (ps); 4-dr., $885*; Montclair) .55 gusto (6) 4-dr., $8228. 


"54 § ( ss C : 4- 
Hardtop 2-dr., $1,070* (ps); Monterey “a 6) Cross Country, $322; 4-dr., 


4-dr., $975* m2 ° 

‘55 Monterey Hardtop 2-dr., $775; Cus- | STU DEBAKER — 55 President (8) 2-dr., 
tom 4-dr., $667. $630°. 

‘54 Monterey 4-dr., $450*; Custom 4-dr., (Continued on Page 41, Col. 2) 








unctures and costly road delays. And the all-nylon 
irestone S/F (Shock-Fortified) cord body withstands 
more impact, helps prevent. heat blowouts and flex 
breaks. Exhaustive proving ground tests and millions 
of test miles on the country’s leading fleets proved it! 


Ask your Firestone Dealer or Store about tubeless or 

tubed Super Mileage Transport drive-wheel tires. Mount 
them on your drive wheels and get set for extra miles { 
of wear! And be sure to specify Firestone truck tires 

on all new equipment. 


tNames of fleet operators furnished on request. i 


ireston 
Fee eVEUEe 


BETTER RUBBER FROM START TO FINISH 








Enjoy the Voice of Firestone on ABC television every Monday evening. 
Copyright 1959, The Firestone Tire & Rubber Company 





CARGO CONTROL SYSTEM—A truck 
cargo control system, designed to give 
the trucker safe, quick and efficient means 
of handling cargo, has been announced 
by General Logistics Division, Aeroquip 
Corp., Jackson, Mich. The General Logis- | 
tics “E" series cargo control system con-| 
sists of 11-gauvge steel track installed 
horizontally in rows along the inside walls | 
of the trailer, a simple fitting for attaching | 
web strap assemblies (or rope tie-down 
strap assemblies) to the track, and steel 
end socket fittings for a wood 2 by 4 
second deck beom or shoring bar. 

+ 
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TRUCK NEW PRODUCTS 


paint is manufactured by Balti-| 


more Paint & Chemical Corp., 2325 | 
Annapolis Ave., Baltimore 30, Md. | 
aa * * 


| 
| 
j 


TRANSMISSION—Fuller Mfg. Co., Kala- 
mazoo, Mich., has announced production 
of a heavy-duty semi-automatic transmis- 
sion designed specifically for earthmoving 
and construction equipment. Called the 
R-1160 RoadRanger transmission, the| 
model is engineered for tractors and 
trucks equipped with engines of up to! 
1,160 cubic inches piston displacement. | 
The latest addition to Fuller's RoadRanger | 
family, the R-1160 is designed to handle | 
up to 800 pounds/foot of engine torque. | 





| Featuring nine forward ratios, the R-1160) 


HEAD RES T— Designed to provide 
lounge chair comfort for automobile pas- 
sengers, the Travel-Lounger has been an- 
nounced by Mitchell Mfg. Co., Fort Smith, 
Ark. The unit consists of a heavy steel | 
wire frame covered with denim in as- 
sorted patterns and colors, preshrunk and 


| easily slipped off frame for washing. The 


unit slips into crevice between cor seat | 


|and backrest. It measures 29 inches high, 


19% inches wide. 
| * 


TACHOMETER—A device for determin- | 
ing the r.p.m. of any rotating or recipro- 
cating mechanism has been announced by 
Kent-Moore Organization, 28635 Mound | 
Rd., Warren, Mich. Called J 6789 Uni- 
Tac, this instrument is claimed to give | 
occurate r.p.m. readings without any me- 
chonical contact with the revolving object. | 
This probe-type stroboscopic tachometer | 
is portable ond selfcontained, requiring | 
no outside power source. Uni-Tac utilizes | 
@ controllable intermittent flash of light | 
on the rotating object and automatically 
registers r.p.m. on units speed range scale. 

* 





PARTS WASHER—Features of the Gray- 
mills Whirly-Bird parts washer, designed 
to fit a five-galion can of Graymills 606 
carburetor cleaner or solvent, is said to 
moke it convenient and economical for 
cleaning small parts in all types of clean- 
ing Operations. It fits on a standard five- 
gallon can and is electrically operated. 
The motor driven propeller below the 
screened basket bottom whirls the sol- 
vent around, over and through all parts. 
Graymills Corp., 3705 WN. Lincoin Ave., 
Chicago 13, mM. 


‘Flame-Retardent’ Paint 
Markteted by Alim Corp. 


A paint which is said to retard 
flames is being marketed by Alim 
Corp., 11 Park Place, New York 
7, ft. 

It is called Saf, which is an ab- 
breviation of “stops all fires.” The 


. > 


POLISHING COMPOUND—tctest addi- 
tion to the 40 automotive specialty prod- 
ucts in the DuPont No. “7” Line is White 
Polishing Compound, a paste cleaner de- 
signed for cleaning weathered and 
chalked car finishes. The compound is 
said to remove heavy traffic film and 
oxidized paint pigment and may be used 
on all colors and types of avio paints. 

Excellent for removing light scratches 
and stains, the moderately fine compound 
can be used to prepore a finish for a final 
coat of paste wax, or liquid glaze, it is 
claimed. E. I. DuPont De Nemours & Co., 


Wilmington, Del. 
* 


AIR IMPACT WRENCH—A '-inch air 
impact wrench and two powerful electric 
impact wrenches have been introduced by 
Thor Power Tool Co., Aurora, Ill. The 
WAI12 air wrench has ‘-inch square 
drive and weighs 5% pounds, with 6%- 
inch overall length. Spindle offffset is 
1-7/16 inches. One of Thor's electric im- 
poct wrenches, the WE12, features a slide 
switch for reversing and a seven-pound 
weight, with '-inch square driver, %- 
inch bolt capacity, 1-7/16-inch spindle 
offset, and forward or reverse speed of 
1,900 r.p.m Thor's more powerful com- 
panion electric impact wrench, the EW5A, 
delivers 1,900 blows per minute with %- 
inch bolt capacity and ‘-inch square 
drive. 





RoadRanger is built to give fast work 


cycles, low fuel consumption, longer en- 


| gine life, reduced road maintenance and 


lowered operator fatigue, it is said. 


BAR—The No-Mar, a 
ing, self-centering tow bar, has been 
introduced by E. R. Muske Mfg. Co., 
Pocahontas, la, The unit features tubular 
steel construction and rubber-coated, 
nylon-reinforced slings. A _ telescoping, 
rotating shoft is said to keep the upper 
sling assembly in perfect alignment with 
the vehicle being towed. A self-locking 
pin automatically locks the two bar in 


towing position, it is said. 
> > > 
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BATTERY CHARGE R—Electric Service 
Systems, Inc., 1330 N.E. Quincy, Minne- 
apolis 13, Minn., has announced a series 
of deluxe battery chargers identified as 
the ESStron line. Construction features in- 
clude a pair of silicon rectifiers as well 
as silicone-impregnated glass-insulated 
transformers—a combination that is re- 
ported to tolerate much heavier loads and 
higher temperatures without burnout. This 
charger is rated at 100 amperes for six- 
volt batteries or 50 amps for 12-volt bat- 
teries and is equipped with an ammeter, 
pushbutton control switch and 60-minute 


timer. 


Mechanical Hoist Converts 
Light Trucks to Dump Units 


A mechanical hoist to convert 
light trucks into dump trucks is 
being marketed by Dexter Prod- 
ucts, Inc., Tulsa, Final assembly 
work is done by Travelodge Corp., 
also of Tulsa. 

The hoist: reportedly can be used 
on all three-quarter-ton and one- 
ton trucks and on half-ton units. 


self-align- 


with a four-speed transmission, It | 
is powered by the truck’s engine | 
through use of a power takeoff unit 
at the transmission. 


DRUM LATHE—Barrett Equipment Co, 
2101 Cass Ave., St. Lovis 6, Mo., has an. 
nounced the B-900 Big ‘B'’ Super Drum 
Lathe especially developed for heavy-duty 
truck, bus and fleet operators, as well a; 
jobber ond specialty shops who service 
oll size drums. Design is said to com. 
bine power, speed and accuracy with sep. 
arate carriages for machining and grind. 
ing at the same time on drums from 7 
| to 36-inch diameter. Includes rapid tray. 
erse carriage with 16-inch for 
handling deep drums with ample reserve 


travel 





PRICER KIT—R. E. Rodgers, P. O. Box 
5114, Philadelphia, Pa., hos introduced a 
pricer kit containing 168 pieces. The kit 
includes 158 inserts and 10 backgrounds 
for 14 by 22-inch signs, featuring red 
borders, black back and yellow flourescent 
paint. 


TRAILER BRAKE—An automatic, 
chronized trailer brake system for cargo 
and other light utility trailers, hos been 
introduced by Automotive Division, Budd 
Co., Detroit 15, Mich. Heart of the Budd 
trailer brake is said to be an actuator 
mounted on the trailer tongue, which 
operates on the inertia or overrun princi- 


ple to actuate a standard hydraulic brake | 


system. The driver needs only to apply 


syn- | 


for wider drums of the future. Selective 
| feeds range from .0025 for a superior 
| finish to .025 for roughing cuts, it is said, 
| * a * 


FLOODLIGHT—Steber Mfg. Co., Broad- 
view, Ill., has announced the availability 
of an aluminum 24-inch diameter en- 
closed floodlight for 700-1000-watt mercury 
| vapor lamps. Furnished in five mounting 
arrangements and known as series 2400, 
this group of floodlights includes thermal 
shock and impact resistant lens, stainless 
| steel lens ring ond hinge and stainless 
| steel clips. Thorough gasketing makes each 
| unit weatherproof, it is said. Mounting 
brackets include yoke only for fixed wall 
mounting, cross arm, pipe clamp, adjust- 
able wall and pole top fitter units. 

. * 





the car brakes and the amount of trailer | 


braking will be proportional irrespective 
of trailer load, it is claimed. A patented 
| master cylinder assembly and shock ab- 
| sorber prevents any jerking or “stabbing” 


| motion between car and trailer, it is said. 
- > * 


. sveeewT Oxvereee 


CLEANING GUN—An _ industrial 
ing and degreasing gun, model 361, has 


been introduced by Binks Mfg. Co., 3122) 


Carroll Ave., Chicago, Ill. The cleaning 
gun is said to satisfy all cleaning booth 
requirements where varsol, kerosene, naph- 
tha, and similar industrial cleaning sol- 
vents are used. Versatility is increased by 
the addition of a 45-degree angle 10- 
inch extension, it is said. The gun may 
also be had in the straight 10-inch exten- 
sion, if desired. A trigger control operates 
both the air and cleaning fluid, and the 
gun will operate with a pressure tank or 


by gravity feed. 
* * 


WELDING GUN — Brennen, Bucci & 
Weber, Inc., 262 Mott St., New York 12, 
N. Y., has announced the Bren Weld 
arc-spot welding gun. Weighing less than 
two pounds, the model G spot weld gun 
will spot weld sheet metal from one side, 
requiring no back up electrode, it is said. 
Employing an automatic time control, the 
gun has no triggers or levers to operate 
during the spot welding operation. Will 
weld galvanized as well as mild steel, it 
is claimed. 


clean- 


WHEEL BALANCER—Designed especially 
for use on service-bay hoists and for 
cramped-quarter operation, Hunter Engi- 
neering Co., Hunter Ave. & Ladue Rd., 
Saint Llovis 24, Mo., has expanded its 
lines of deluxe and heavy-duty truck & 
bus on-the-vehicle wheel-balancers with 
the addition of the Hunter Economy Tune- 
In balancer series. The series offers eight 
different balancer models, featuring vary- 
ing combinations of spinner power choices, 
with or without the model 102-A caster- 
wheeled, seut-cabinet. 








LIFT—The model 60 Lee Lift is said to 
have an increased length to accommo- 
date 1959 model overhangs. The main 
feature, according to the manufacturer, 
consists of lifting fingers that can be 
folded back to enable the lift to raise 
the front end of a car by the plate be- 
tween the A-frames, or any substantial 
frame cross member. When the fingers are 
extended, the rear of the car can be 
raised by the axle housing, without inter- 
fering with the gas tank, it is said. Auto 
motive Equipment Mfg. Co., 11000 So. 
Alameda St., Lynwood, Calif. 
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truck refrigeration units 


DUAL-OPERATION 
FIELD PROVEN 


(Continued from Page 6) 
vantages and none of the disad- 
vantages. 

My Star Chief four-door hardtop 
was equipped with General Motors’ 
new power steering. Power brakes 
have the right feel with feather | 
touch control. 

Add to this the almost total ab- 
sence of vibration except for road 
surfaces—you can’t fee] the engine 
running through your hand on the 
steering wheel when idling—and the 
double-range Hydra-Matic, and you | 

i. have one of the most pleasing and | 
Mr. Truck Dealer: | safe-feeling combinations you could 
Write for the complete story on how you | imagine. 


make additional profits sellin Rovan | 
~ . P | Great on Curves 
WAS immediately aware of the 
difference in the feel of the road 
even in traffic, but I became even 
more aware of it once I hit US-50 
and headed east over the old fa- 
miliar highway to Jefferson City. 

There are advantages in making 
first checks of a car over a high- 
oe — = : way you know as well as the back 
of your hand. 

There are two deceivingly short 
bends in this road and, if you get 
to talking to a passenger, they can 
slip up on you and give you a few 
merry seconds with brakes and 








units. 

Manufactured By: I 

THE FRANK-DEWEY 
COMPANY, INC. 


12334 STARK ROAD GArfield 2-6600 
LIVONIA, MICHIGAN 





WOULD YOU SPEND 





$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


steering. 

What an ideal place to test 
wide stance. As I hit the first 
bend at 50, I automatically tapped 
the brakes, but as the road tele- 
graphed an entirely different feel 
to the seat of my pants, I gave 
the accelerator a little more in- 
stead, I figure I went around that 
one at 10 miles over the limit 
without any sense of skidding or 
even faint tire squeal. 

I purposely drove the marked | 
curves at 10 miles per hour above | 
the recommended speed, Then I 
came to the other deceptively short 
bend which often is slippery when 
wet and looks wet when dry. Once 


More Than 4,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Pian" to increase Sales. 


Write for Free Samples and 
Details of this AMAZING PLAN 





again the wide stance proved that 
it was ideal for making such 
curves, | 

Well, I thought, it might happen | 
once with any car, so I turned!) 
around and tried it going the other | 
way. All in all, I tried this spot) 
half a dozen times at increasingly | 
higher speeds without ever i 


and other specialties 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 





a squeal out of the tires. 
* « on 


A PORTABLE ALL-STEEL 


olft« BUILDING 
, for youn 
‘@ CAR 


Power for Passing 


S° I PROVED to myself that the 
new tire tread is a definite con- 
tribution to safety and that short 
curves and hilly roads can be ne- 
gotiated with full comfort. 

I then concerned myself with 
getting over the road because, like | 
most other people, I like to get 
home and get my feet under the 
dining table. I was watching all the 





The Man Behind the Wheel. . . 


Sales Testing the New Models 





I nudged the throttle and sailed 
past the car at a conservative 
speed, I looked in the rear-view 
mirror and was surprised to see 
the other car so far behind me. 

Then I looked at the speedometer. 
Its merry little hand was aligned 
with the 80-m.p.h. mark, and yet I 
felt as though I were travelling 
about 60. This car feels free and 
safe and makes time on the road. 

The combination of new engine, 
wide stance and the fourth speed 
in the drive section of the double 
range Hydra-Matic contrived to get 
me home at least 30 minutes ahead 
of schedule without extra effort on 
my part. 


The Real Test 


oo next day we loaded up for 
the real test drive—St, Louis— 
where traffic is always heavy and 
unpredictable, through East St. 
Louis where careful driving is al- 
ways required, eastward through 
Illinois and Indiana to New Albany 


* * 


|and across the bridge to Louisville. 
After touching Frankfort and 
Lexington, we headed west again, 
deciding to take US-60 through 
Owensboro, Henderson and Pa- 
ducah, coming out by way of 
Cairo, Ill, and into Missouri and 
home by way of Poplar Bluff. 
This proved to be an admirable 
route for testing Pontiac’s wide 
stance because I was familiar with 
the highway, and it is as full of 
turns as any road you can find. 
Most of the road is narrow, Nu- 
merous small settlements require 
extra attention for people and ani- 
mals on the highway, and I knew 
from experience that going home 
by this route can be a most tire- 


some and backbreaking drive. 
= > + 


Demo Ride Advised 


O HERE are some of the extra 
dividends that unseen improved 
engineering can give you, I con- 
sistently arrived at towns far ahead 
of schedule and in far better shape 
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and, consequently, in better spirits. 

I have to work along my routes 
and, if I'm worn out from driving, 
I find it harder to stop for inter- 
views and more difficult to make 
time and I tie up for chow and a 


| motel when I should drive another 


hundred miles. This is particularly 
true of a twisting route like US-60 
from Louisville to Cairo. 

So, if you’re a prospect for a 
new car and know of a particu- 
larly tiresome route that you have 
to travel, I can recommend that 
you try it behind the wheel of 
the ’59 Pontiac, Until you do, you 
cannot fully realize the truth of 
these statements. 

A salesman can’t show you—a 
salesman can’t tell you—nearly as 
well as you can convince yourself 
by driving a Pontiac demonstrator. 
Don’t miss the opportunity—it 
might be the most important step 
you’ve taken in a long time, 


College Gets Sloan Grant 


HANOVER, N._H~The Alfred 
P. Sloan Foundation has made a 


| $500,000 grant to Dartmouth Col- 
|\lege to establish the Albert Brad- 


SRA aa 
a a aa 
CONVENIENCE 






LOT 


DELIVERED FULLY ASSEMBLED and EQUIPPED 


Here's an attractive, all-steel building that 
we deliver to your lot and set on your 
prepared foundation. Attach utilities and 
you're in business. Simple to move to new 
location as business shifts. Includes heat- 
ing and air conditioning; available in 
several sizes. Write for complete details. 


VALENTINE MFG., INC. 


P. O. BOX 667-N WICHITA, KANSAS 


NP etn Te se ed 








Seowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 


fee relations . . . builds 
repeat business .. . in- 
creases sales volume. 

Typical sample, complete 


details on request. 


- $temac INC. 


Division of C. A. Norgren Co. 


5434 So, Delaware, Littleton, Colo. 








MOTOR oy 
MASTER 


DEFIANCE: OHIO le 






dials, of course, and mentally wish- 


ley Center for Mathematics and 
Mathematical Research. The grant 
was made in honor of Albert Brad- 
ley, former GM chairman and a 
1915 Dartmouth alumnus. 


Mi 


ing I had a few hundred more 
miles on the speedometer and I 
found myself cruising along behind 
a car that was travelling a set 55 
m.p.h. 

Finding a good place to pass, 


Auto Auctions 





| (Continued from Page 39) 


MISCELLA NEOUS—’57 Ford Ranchero, 
$1,167. 
'56 Ford %-ton pickup, $725*. 
’54 Chevrolet %-ton pickup, $535, $460; 
Ford %-ton pickup, $450. 
’53 Ford %-ton pickup, $392. 
* * * 


— Auctions in Brief — 


BIRMINGHAM, ALA. 

Dixie Auto Auctions. Sale every Monday 
(Feb. 16). Consignment was up today due 
to the weather springing from the long- 
drawn-out rain which has hampered con- 
signors the past few weeks. Prices still are 
firm on some models with others soft. Real 
sharp merchandise is still bringing the top 
dollar. 

* * + 


EAST RUTHERFORD, N. J. 
Auto Auctions, Inc, Sale every Tuesday 
(Feb. 17). Late models in demand. Average 





and clean cars bringing top values, Sold 
72 percent of 157 cars consigned. 
* * - 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (Feb, 18), A remarkable perfor- 
mance in view of bad snow storm during 
sale, Sold 53 cars from 71 consignments. 
* * 


BORDENTOWN, N. J. 
National Auto Dealers Exchange, Sale 
every Wednesday (Feb. 18). Volume con- 
tinues as prices seesaw. Sold 79 percent of 
486 consignments. 


| 











Eco Tireflators® save shop time... increase tire service profits 


Eco Tireflators automatically deliver the 
exact pressure needed for longer tire life, 
added driving safety and accurate wheel 
alignments. Fast accurate inflation makes 
it easy to improve shop standards. And 
Tireflators make the most of shop time— 
never waste a second. Air is right where 
it is needed. Remote control or wall 


JOHN WOOD 


BENNETT PUMP DIVISION 


IN CANADA: JOHN WOOD COMPANY LIMITED Toronto + Montreal + Winnipeg Vancouver" 






models are installed out of the way, but 
right at the mechanic’s fingertips. 

One-step accurate ‘inflation provides 
the tire economy your customers appre- 
ciate. Ask your Bennett representative 
to show you how little it costs to install 
the most modern equipment for modern 
air service. 


COMPANY 


MUSKEGON, MICHIGAN 








Now comes the season for everyone 
to inhibit rust and scale in automotive 
cooling systems. Simply pour pellet- 
ized BAR’S RUST into radiator . . . 
pelletized chemical inhibitors slowly 
dissolve in the water . . . effectively 
protect cooling system against corro- 
sive damage. 

BAR’S RUST brings you extras . . . 
functions as the one inhibitor that 
stops leaks in head gaskets, porous 
engine metal, cracked blocks and rust 
holes . . . serves as emulsifying water 
pump lubricant . . . proved through 
use in millions of cars to be the world’s 
No. 1 cooling system protective. 

Guaranteed to protect rubber, all 
metals, plastic, aluminum radiators, 
radiator caps, and complete cooling 
— Ground fine enough to flow 

rough tiny heater cores (23/1000ths 
inch) in new cars. 


Available through automotive jobbers, service sta- 


tions and automotive goods stores. 


U.S. Patent 2580719—Canadian Patent 501547— 


other patents pending. 





Read the best seller—Nautilus 90 North—Chapter 13, pages 134-135 


FORD—GM—CHRYSLER 


MUFFLERS 


@ LOW PRICES 
@ TOP QUALITY 


Your 
cost 








P150- 
54-57,648 
except Conv. 


Truck 1950-56, 6-cyl., Yo-2 Ton, All GMC 
ow =e ao ee oe a 





Fairlane, 55, 56, All Models 


49-53, 6 & 8 Cyl, All Models 1954, 6 Cyl, All Models 9.10 


55, 56, 8 Cyl., Except Fairlanes, Conv. & Station Wagons 11.60 
Truck, 1948-53, 6-8 Cyl. Y_-2 Ton, All 





1949-51, 8 Cyl., All Models 


1956, & Cyl., Custom & Medalist 2 Dr. Sed., Cust. 
Single Exhaust 


4 Dr. Sed. & Hardtop, 


1956, 8 Cyl., Montclair, Monterey, Duval Exhaust sys. .... 
1955, 8 Cyl., MC Custom Single Exhaust System 











ee Tier 4 Dr. Sed. 





1954 8 Cyl., MB 


(Exc. Monterey Conv.) 160 HP 





1955-56 (8) Single, Exc. Conv. 


ceases, 1956 (8), Firedome, $-24, Fireflite and Estate 
DOOGE, 1956 (8), D63-1, D-63-3, Coronet, Cust. Royal, 


Lancer, Exc. 


Conv., Factory equipped 
PLYMOUTH, 1956 (8), P-29 — Savoy, Belvedere, 
equipped duals 


Exc. Conv., Factory 


PLYMOUTH, 1949-56 (6), Exc. Conv. Cpe. 
Roadster 


DODGE, 1949-56 (6), Exc. 
Conv. & 8 Pass. 


Cpe. Sedan 
DESOTO, 1949-52 (6), Exc. Conv., Cpe. 


& & Pass. 
& 8 Pass. 


All Prices F.O.B., N. Y. 


1146 EAST NEW YORK AVE. 


Sedan 
CHRYSLER, 1949-52 (6), Exc. Conv., Cpe. 
Pass. Sedan 


4.95 


BROOKLYN 12, NEW YORK 
Slocum 6-8501 
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Misch Says 
Is a Maker 


(Eprror’s Note: Below are ez- 
cerpts from a statement pre- 
sented by F. W. Misch, Chrysler 
Corp. finance vice-president, at 
the auto-financing hearings con- 
ducted by the Senate Antitrust 
and Monopoly Subcommittee.) 


It should be noted that the great- 
est growth in the total number of 
automobile financing institutions— 
banks and finance companies—oc- 
curred during the period (the 
1930s) when most major automobile 
companies had direct interests in 
finance companies. 

During the 1920s, retail install- 
ment credit was offered almost 
exclusively by finance companies, 
but each year during the 1930s 
more banks entered the field. By 
the end of the ’30s, 77 percent of 
the nation’s commercial banks— 
more than 10,000 of them—were 
financing retail installment loans. 


In that same ten year period, 
banks increased their share of the 
automobile financing business from 
a small fraction of the total to 
more than one-fourth. 

> 7 * 


Banks and Auto Paper 


ye this period of increas- 
ing competition from banks, 
the total number of financing com- 
panies declined somewhat during 
the 1930s, but it should not be over- 
looked that the number of lending 
institutions financing automobiles 
multiplied many times in that 
decade. Competition for the auto- 
mobile purchaser’s installment busi- 
ness grew in intensity. 


Growth in the number of finance 
companies resumed after World 
War II during the period of rapidly 
expanding markets and demand for 
installment credit. 


But the number of banks en- 
gaging in this business also grew. 
Today more than 13,000 commer- 
cial banks have installment paper 
outstanding and nearly all of 
them are financing automobiles, 

The effectiveness of the banks’ 
competition is indicated by the 
fact that they now hold 43 percent 
of automobile retail paper outstand- 
ing. 

I have reviewed this history be- 
cause it shows conclusively that the 
number of retail installment financ- 
ing sources—and competition in 
automobile financing—grew sharply 
during the time when most automo- 
bile manufacturers held direct in- 
terests in financing institutions. 

7 = > 
HEREFORE, it is an error to 
assume that the right of auto- 

mobile manufacturers to go into 
this field now constitutes a restraint 
of competition or a trend toward 
monopoly. 

It also is an error to assume 
that competition in automobile 
financing has declined or that 
there is any undue concentration 
of economic power in this field. 
The facts just stated unquestion- 
ably show the opposite to be true, 

We do not see, from these facts, 
how anyone could come to the addi- 
tional conclusion that entry of 
automobile manufacturers into the 
financing field, in itself, would pro- 
mote undue concentration in the 
automobile industry. Accordingly 
we believe this legislation is un- 
necessary. 

We believe also that the anti- 
trust laws now in effect are broad 
enough to guard the public interest 
against undue concentrations of 
economic power. 

As you know, Chrysler, Ford 
and General Motors have each 
entered into consent decrees with 
the Department of Justice that 
spell out in great detail the way 
in which the manufacturers of 
automobiles must handle financ- 
ing relations with both dealers 
and finance companies. 

The essence of the decrees is 
that the manufacturer cannot, di- 
rectly or indirectly, require any 
dealer to finance through any par- 
ticular financing source Similarly, 
the manufacturer may not give 
preferential treatment to any par- 
ticular finance company or com- 
panies, We believe these require- 
ments insure that competition 


ere’s Chrysler Stand .. . 





Financing 


’s ‘Right’ 


among finance companies will re- 


main free and healthy... . 
* * * 


Problems Facing Dealers 


[ . prvenenage the availability and the 
terms of wholesale and retail 
credit are so important to our deal- 
ers, to the satisfaction of retail 
customers and to the growth of our 
business, Chrysler Corp. always has 
taken a keen interest in all aspects 
of the credit situation. 


In the early 1930s, in order to 
provide adequate wholesale financ- 
ing for its dealers and fair financ- 
ing rates for retail purchasers of 
its products, it was necessary for 
Chrysler to enter into an arrange- 
ment with Commecial] Credit Co. 
under which Commercial Credit 
undertook, among other things, to 
make such services available, and 
Chrysler undertook, among other 
things, to indemnify Commercial 
Credit against certain losses it 
might sustain by reason of its 
doing so. 

Since the consent decree ter- 
minating this arrangement, we 
have sought to keep abreast of 
the problems as they arise. We 
consult with dealers across the 
country, including those handling 
competitive makes, in order to 
determine whether our dealers 
have wholesale and retail financ- 
ing arrangements that compete 
with those of other dealers, 


We talk with finance sources and 
we review surveys on the needs of 
consumers and their attitudes to- 
ward automobile credit, We have a 
staff to counsel with individual 
dealers on their wholesale and re- 
tail financing problems, We have 
intensified this activity in recent 
a 

> = > 
C= studies have brought to 
light a number of problems fac- 
ing our dealers. Among these are: 

1. Variations between areas of 
the country in the availability of 
both wholesale and retail credit and 
services, the lack of adequate credit 
services being more pronounced in 
the sparsely settled areas. 

2. Inequities in the rates charged 
some retail customers and in the 
finance reserve earned by dealers 
on retail financing contracts, 

3. Unjustified variations between 
makes of cars, and between dealers, 
in the size of retail contracts ac- 
cepted, especiaHy toward the end of 
the model year. 

4. A tendency on the part of some 
finance sources to atte customers 





Series TC TOOL COMPARTMENTS converts any ordinary Pick-up into efficient service 
vehicle, adding lockable space for tools, parts and other equipment without sacri- 
ficing loading area. Use individually or in pairs with or without parts trays. Can 
be mounted on any pick-up or flat bed. Detailed instructions furnished. Order 
TC 72 for '/. ton pick-ups ...1C 84 for 3/, ton. 





of moderate means and to accept 
only those customers who cay 
afford high downpayments. 

5. Variations in services provided 
the dealer, particularly with rela. 
tion to training dealers’ sal«smey 
in the handling of installment sales, 

6. Difficulty in securing adequate 
amounts of wholesale financing on 
a sufficiently flexible basis to meet 
varying requirements, this being 
particularly true of the smaller 
dealers. 

7. Arbitrary variations in the 
costs of wholesale financing to 
competing dealers and to dealers 
in different areas. In general, the 
cost of wholesale financing is 
higher outside metropolitan areas, 


8. Reducing and/or discontinuing 
wholesale credit lines of dealers 
whose retail operations do not pro- 
duce what the financing sources 
that supply wholesale credit con- 
sider adequate amounts of profit. 
able retail paper. 

* = 





Chrysler’s Position 


SS CORP. has sought 
whenever possible to undertake 
courses of action designed to allevi- 
ate such problems, We have made 
some progress but we still have a 
long way to go. 

It may develop that the only ade- 
quate solution to some of these 
dealer problems will be for Chrys- 
ler Corp, to enter the financing 
field. 

We have made no decision to 
do so, but we feel strongly that 
we should have the right to do 
so if it becomes apparent that 
such a step is in the best inter- 
ests of retail customers, our deal- 
ers, employes, stockholders and 
the public generally. 

As this subcommittee knows, 
manufacturers of farm equipment, 
appliances, air conditioners, furni- 
ture, trailers, road building equip- 
ment, airplanes and many other 
durable goods presently are en- 
gaged in wholesale or retail financ- 
ing of their products, or both, They 
are engaged in this activity because 
it is an integral part of their mar 
keting operations, 

The same is true of the automo 
bile industry and we do not believe 
there are any circumstances that 
warrant the singling out of the 

automobile industry for the discrim. 
inatory prohibitionists contained in 
the two bills now being considered 

We compete for the consumer 
dollar and we should have the same 
opportunity as any other manufac- 
turer—whatever he makes—to en- 
gage in wholesale and retail] financ- 
ing. 

> > > 

HE automobile manufacturing 

company’s primary concern is 
the design, building, distribution 
and sale of automotive products. 
Its object is to conduct engineering, 
manufacturing and distributing op- 

(Continued on Page 45, Col. 1) 
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OPTIONAL EQUIPMENT © Overhead ladder racks © Vise Brackets © Pipe 


Carrier with tension clamps 


© Sliding steel covers, etc. 


Call your nearest distributor or for detailed brochure write... 
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(Continued from Page 1) 

1952 when a consent decree al- 
lowed it to keep GMAC. 

At the time of the 1938 proceed- 
ings, Chrysler owned stock in Com- 
mercial Credit Corp. and had a 
working agreement with the com- 

y. Ford had an agreement with 
Universal Credit Corp., a forerun- 
ner of Universal CIT, but owned 


f the finance firm. 
no part o ee 


Two Bills Discussed 


AST week’s hearings opened 
with a statement from Ke- 
fauver, who later turned the hear- 
ings over to Senator Joseph C. 
O'Mahoney, Wyoming Democrat. 
Under consideration were S-839, in- 
troduced by Kefauver and Senator 
Thomas Hennings, Missouri Demo- 
crat, and S-838, O’Mahoney’s bill. 
S-838 would forbid a car manu- 
facturer to finance, either at 
wholesale or retail, passenger 
cars, trucks, buses, station wag- 
ons and off-the-road earth mov- 
ing machinery. 
$-839, the Kefauver bill would 
make it a violation of the Sherman 
Act and the Federal Trade Com- 
mission Act for an auto maker to 
engage in retail sales financing, but} 
not in wholesale financing. It ap-| 
plies only to passenger cars, but it 
also applies to insurance policies | 
sold by auto makers to car buyers. | 
Kefauver also placed in the rec-| 
ord HR-4256, a broad and substan-| 
tially similar bill introduced in the} 
House by Rep. Emanuel Celler, | 
New York Democrat and chairman | 
of the House Judiciary Committee. 
* * ad 





HIS opening statement, Ke- 
fauver referred to Ford’s an-| 
nounced intention of entering the| 
finance business and the rumor} 
that Chrysler is considering doing 
the same. He said that specific 
legislation was needed lest the sit- 
uation become the same as in 1938 
“in spite of approximately 20 years 
of litigation.” 
Kefauver fears that independ- | 
ent firms will be driven out of | 
business and that if Ford and | 
Chrysler enter the picture, the | 
Big Three will control 68 percent | 
of the financing of the cars of all | 
three. 
The position taken by the Fed-| 
eral Trade Commission was that} 
“enactment of legislation directed | 
to a particular industry should be, 
attempted, if at all, only in extreme | 
circumstances after no alternative | 
remains untried.” 
A law for a particular industry, | 
FTC said, “tends to open the flood- | 
gates” for other such laws “so| 
that the general law may become | 
so riddled with exceptions that it 
becomes the exception rather than 
the rule.” 


= > * 


Problems in S-839 

OWEVER, said FTC, if Con- 

gress favorably considers such 
legislation, then the commission 
Tecommends the _ direct-violation 
procedure contemplated by S-838 
be adopted. 

Since the proposals are so 
“specific and definitive,” enforce- 
ment by direct court action 
would be more appropriate (S- 
838) than by administrative pro- 
cedures (S-839), FTC noted. 

The insurance provisions of S-839 
also raise a problem. FTC feels 
that in view of certain court deci- 
sions, it might also be held that 
certain state antitrust laws in the 
insurance field would preempt the 
jurisdiction of the Federal Govern- 
ment. 

General Counsel Earl W. Kintner, 
speaking for FTC, opposed such 
Specific legislation in general, but 
said that with regard to the bills 
at hand, the O’Mahoney bill was 
found preferable to the broader 


and tougher Kefauver bill. 
= * * 





‘Cream’ and ‘Dregs’ 
K INTNER promised to supply 
the subcommittee with what in- 
formation FTC has on state insur- 
ance laws. In response to a query 
by counsel for Senator O’Mahoney, 
Kintner said he knew of no investi- 
gation of GM by FTC, but that he 
Was aware that the Justice Depart- 
ment was looking into the matter. 
When asked if the commission 
Could take action against GMAC 
and similar setups without the 


Assail Auto Makers at Senate Hearing <a % 


Finance Firms Would Bar Big 3 


proposed legislation, Kintner said 
that that would depend on how the 
business was operated. 

Testimony given by Edwin P. 
Latimer, president of American 
Discount Co., Charlotte, N. C., 
showed that his firm operating 
in five Southeastern states was 
able to get only 7 percent of GM 
dealers’ wholesale business. 
Latimer said he managed to get 

that much because of “disgruntled” 
dealers and because he provides 
“better collection service.” 

He also said that GM dealers 
have told him—orally, but not in 
writing—that they use GMAC in 
order to keep a good inventory 
position. His rates are competitive, 
he said, although GMAC can obtain 
money % to % percent cheaper 


than he can. 
+ * * 


ATIMER feels that if Ford and 
Chrysler enter the finance busi- 
ness, the wholesale financing he 
gets from those dealers—in each 
case 32.5 percent of his business 
—would be reduced perhaps to the| 
7 percent he manages to get from 
GM dealers. 

Under those circumstances, he| 
said, he would be forced to find| 
other sources of business or go out 
of business entirely. 

With regard to Latimer’s other 
competitors—Universal CIT and 
Commercial Credit Corp. — they, 
too, can get cheaper money than | 
he, but, he said, they cannot get | 
money as cheaply as GMAC. 

John C. Browder, head of an in-| 
Surance business in Springfield, 
Tenn., testified that if GMAC went 
out of the insurance business, he| 
would expect an improvement of 50| 
percent in his business. 

He complained that GMAC gets) 
the “cream” of the insurance busi-| 
ness whereas small companies like 
his get the “dregs.” 

= > 





AVID B. CASSAT, who is 

chairman of the antimonopoly | 
committee of the American Fi- 
nance Conference and president of 
Interstate Finance Corp., Dubuque, 
Ia., claimed that GM has “beat the 
rap.” 

Asked if he knew of any viola- 
tions of the consent decree, he re- 
sponded by asking how GMAC’s 
business could have grown so much 
if there had not been violations. 
Cassat blamed GMAC for the 20 
percent loss in members suffered 
by the American Finance Confer- 
ence over the last eight years. 

If GMAC is divorced from GM, 
Cassat said, dealers will publicly 
“ery their eyes out,” but pri- 
vately, they will cheer because 
they do not want regimentation. 
He claimed that dealers using 
GMAC get the “sweetheart” 
treatment from GM—choice in- 
ventory, for example. 

He recognized that divestiture 
would not eliminate GMAC from 
the field, but that it would make 
GMAC just “one of the boys” and 
he would be eager to compete on 


the same terms. 
a * * 


Debt-Capital Ratios 


GMs according to Cassat, is 
able to put small independent 
finance companies out of business 
because of its system of varying 
rates to dealers. Furthermore, he 
said, it is able to acquire funds 
easily and at favorable rates from 
insurance companies because of its 
connection with GM. 

Cassat put into the record a 
comparison of GMAC’s ratio of 
total debt to total equity capital 
with that of the three largest in- 
dependent finance companies 
combined. In 1957, he said, it was 
15.05 to 1 and 6.71 to 1, respec- 
tively. 

He cited this ratio, he declared, 
to show that GMAC is in a position 
to accept a smaller net return and 
if it chose to, it could put all fi- 
nance companies out of business. 

One of Cassat’s charts showed 
GMAC’s share of auto-financing 
business rising sharply while GM’s 
share of new-car registrations rose 
somewhat, levelled off and then 
dropped. 





ok * * 
Wie GM accounted for about 
45 percent of new-car registra- 
tions in the U. S., Ford about 25 
percent, and Chrysler about 18 per- 
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cent, Cassat complained that only 
19 percent of his retail paper was 
in GM cars, whereas Ford ac- 
counted for almost 25 percent and 
Chrysler for 22 percent, 

He attributed his share of Ford 
and Chrysler business to divesti- 
ture. If they reenter the financing 
field, then he must go out of busi- 
ness, he said. 

David D. Steere, an independent 
finance company president and cur- 
rently president of the American 
Finance Conference, said that many 
times he had made offers to GM 
dealers that were more advantage- 
ous to them than GMAC business, 
but the dealers refused because 
they were afraid to jeopardize their 
relationship with GM. 

Steere gave figures showing 
GMAC’s market penetration. Ex- 
hibits that he put into the record 
showed extra paper work asked by 
GM and case histories in which his 
company encountered “extreme dif- 
ficulties” in its relationships with 
GM. 

He concluded that GM “can put 
enough pressure on its dealers to 
control the financing if it really 
wants the account.” 

* +. - 
l WEDNESDAY ’S session, Sena- 
tors Everett M. Dirksen, Illinois 
Republican, and Joseph O’Mahoney, 
Wyoming Democrat, clashed with 
O'Mahoney over the principle of 


| legislating against a particular in- 


dustry and attacking bigness for 


| the sake of bigness. 


Dirksen took the position ear- 
lier taken by the FTC—that is, 
specific legislation begets more 
legislation. He asked one witness 
if he would favor removing fi- 
nancing operations from appli- 
ance sales, for example. 

Dirksen pressed O’Mahoney on 
why he had concentrated on GM 
and GMAC in his bill, O’Mahoney 


| answered, “because it is the biggest 


of all.” 
Moreover, O'Mahoney argued, 


|GM was a defendant as Ford and 


Chrysler were in the 1938 proceed- 
ings. Ford and Chrysler divested, 
but GM and GMAC continued to 


| grow and now he was concentrat- 
| ing on them. 
- 


‘Wouldn’t Kill GMAC 


= wanted to know why 
all the giants had not been 
chosen, O’Mahoney’s explanation 
was that there would be too many 
defendants and GM would make a 
good example to the rest of the 
industry. 

Dirksen’s main quarrel appeared 
to be with S-839 (Kefauver’s bill)— 
particularly the assumptions on 
which the bill is predicated and 
with which Dirksen does not agree. 
He did not press the point in view 
of Kefauver’s absence, but expects 
to return to it. 

Francis J. Conway, president of 
an independent finance company 
in Thorp, Wis., testified in favor 
of passage of S-838 and S-839, 
which, he said, are not attacks 
upon size itself. 

GMAC would still exist, still 
flourish, he said, but “those advan- 
tages which accrue to it by virtue 
of the fact that it is owned by 





Dealer Rules in Biloxi— 


John P. Gimma, left, owner of Gimma 
Buick Co., was King d'lberville of the 
1959 Mardi Gras in Biloxi, Miss. Gimma's 
queen during the one-day festive occa- 
sion was lovely Peggy Jay Harry, daugh- 
ter of Mr. and Mrs. John J, Harry, Guif- 
port, Miss. Harry is the owner of Jay-Jay 
Motor Co. (Chevrolet) in Gulfport, 








General Motors” would be removed. 
Conway also said GM dealers not 


using GMAC face inventory and 
other administrative problems, 
¥ * * 





HARLES R, WHITESIDE, Mer- 
chants National Bank, Fort 
Smith, Ark., who has no GM dealer 
accounts at all, said GM, with 
“power of life and death over each 
of its dealers,” obviously can “con- 
trol the conduct of their business.” 
In answer to a query by Dirksen, 
Whiteside said he did not think 
Section 2 of S-838 would put GMAC 
out of business. GMAC, he said, 
would be free to go after business 
from Ford and Chrysler. 

It might become bigger, he 
said, but competition would be on 
more nearly equal terms, 

Paul Jones, of American Security 
Co., reviewed the history of anti- 
trust action against GMAC, includ- 
ing his part in obtaining witnesses 
for the trial of GM in the ’30s. 

Jones said the consent decree GM 
signed in 1952 “gave the all-clear 
signal to GMAC to push ahead in 
the business.” 

He added that the “tremendous 
leverage that they enjoy today | 
began with their financial activities | 
including the sale of subordinated | 
debentures and debentures that) 
started subsequent to the 1952 con- 


sent decree.” 
+ + > 
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Public Benefit Claimed 


M DOES not need to use coer- 

cion today, Jones asserted, Its 
firm entrenchment, plus its ability 
almost to eliminate the normal | 
sales and acquisition costs, coupled | 
with the “prestige and influence of | 
General Motors ownership enabled | 
them to obtain terms, money costs, 
and leverage unobtainable by other 
finance companies,” he said. 

As proof of the power of GM’s 
ownership, Jones put into the 
record a loan agreement bewteen 
GMAC and a group of life insur- 
ance companies, | 

It showed that “if GMAC is 
separated from GM it will increase | 
its aggregate capital and surplus 
from 100 percent of the senior sub- 
ordinated notes outstanding to 150) 
percent of such subordinated notes 
outstanding,” Jones said. 

Divorcement of GMAC would 
bring “gradual and final” benefits 
to the public and the automobile 
industry, Jones claimed. Competi- | 
tion would be increased, he said, | 
both from GMAC entering other 
kinds of financing and from inde- 
pendent companies entering GM 
financing. 

> * = 

ONES contended that GM's fi- 

nancing and insurance setup 
“places General Motors’ own deal- 
ers in an enviable position with} 
respect to competition with dealers 
of Ford, Chrysler, and other inde- 
pendents since they have more 
pockets of income with which they 
can jockey their competition to an 
advantage.” 

Jones maintained that this ad- 
vantageous position of GM deal- 
ers is “one of the chief reasons 
for failure of automotive manu- 
facturers” and said that Kaiser- 
Frazer, if it had had such an 
advantage, might still be in busi- 
ness today. 

GM has the power, “if it wished 
to turn it on,” according to Jones, 
to “completely crush all competi- 
tion, not only the independent man- 
ufacturers but undoubtedly Chrys- 
ler and perhaps even Ford.” 

Moreover, he expressed “grave 
doubts whether General Motors is 
pricing its cars realistically because 
of the fear of putting competition 
out of business.” 





* * 


COTT W,. LUCAS, former Illinois 
senator and presently counsel 
for the American Finance Confer- 
ence, summarized AFC’s stand. 
“Congressional action for divesti- 
ture,” he said, “is our only hope.” 

Lucas put into the record two 
AFC publications, One was a study 
of GMAC’s position in the install- 
ment credit industry, and the other, 
a pamphlet titled “Why Does the 
Government Allow General Motors 
to Retain Ownership of GMAC?” 

The latter dealt with the inade- 
quacy of the consent decree and 
questioned the sufficiency of rea- 
sons given by the Justice Depart- 
ment for refusing to reopen the 
consent decrees. ' 

L. Walter Lundell, Universa] CIT 
board chairman, gave his com- 
pany’s stand as favoring passage of 
legislation “prohibiting the owner- 
ship or domination of a finance 


affiliate by any automobile manu- 
facturer.” 

He cited as reasons the present 
status of the market— which he 
called an existing monopoly where 
effective finance company competi- 
tion is negligible—and the results 
of other auto makers establishing 


their own finance companies, 
+ = + 


Arbitrary Profit Level 


UNDELL claimed that “despite 
the size of my company and its 
effectiveness in serving the dealers 
and customers for other makes of 
cars, and despite our intensive ef- 
forts for many years to obtain 
General Motors business, the 
amount of it that we handle is so 
small as to be negligible.” 

GMAC’s affiliation with GM, ac- 
cording to Universa] CIT, means 
“lower acquisition expense and 
lower overhead, organizational and 
personnel costs. relative to other 
finance companies.” 

It also means, Lundell asserted, 
that GMAC “can borrow about 
twice as much money in compari- 
son to its capital base as the 
largest independent finance com- 
panies, and this advantage is 
even greater when related to the 
smaller finance companies.” 

But GMAC’s lower rates to deal- 
ers do not necessarily mean lower 


prices to consumers, Lundell de- 
clared. 
Whereas independent finance 


companies must show earnings rec- 
ords to justify themselves to in- 
vestors and lenders, Lundell went 
on, “General Motors, as the sole 
owner, has the latent power to be 
wholly arbitrary about the level of 
profit that General Motors wishes 
GMAC to provide and the return 
it wishes to receive from its invest- 
ment in GMAC.” 
> ” > 

THER car makers want to enter 

the field, according to Lundell, 
“not out of any particular enthusi- 
asm to do so but because of what 
they regard as their competitive 
marketing disadvantage vis-a-vis 
General Motors and GMAC.” 

If other manufacturers do re- 
enter the financing field, Lundell 
sees a possible deterioration of 
credit standards that would con- 
tribute to economic instability and 
inflation. He also said that inde- 
pendent finance companies help to 
stabilize the economy by controlling 
the extension of consumer credit. 

However, “because the pocket- 
book nerve of captive companies 
is insulated by the desire to mar- 
ket automobiles and the greater 
profitability that can be obtained 
from maximizing the sales of 
cars, the system of checks and 
balances creases to operate,” he 
said. 

In concluding. Lundell asked for 
the adoption of the proposed bills 
so that GMAC would operate “in 
an area of equality rather than 
privilege.” 


Sales Drive Set 
March 13-23 by 
Cleveland Trade 


CLEVELAND.—A sales campaign 
similar to last year’s “Auto Buy 
Now” drive has been scheduled 
March 13-23 by the Cleveland Auto- 
mobile Dealers Assn. 

The campaign slogan will be 
“The Price Is Right—Right Now” 
and dealers will stress that “there 
is a little bit of Cleveland in every 
car.” City firms are major auto- 
motive suppliers. 

The “Auto Buy Now” campaigns 
which swept the nation last year 
had their origin in a drive launched 
by Cleveland dealers to counter-act 
slumping sales. 

Plans for the 1959 drive were out- 
lined at a CADA membership meet- 
ing which was attended by repre- 
sentatives of the Cleveland Inde- 
pendent Automobile Dealers Assn. 

Cliff Houser, Birkett L, Wil- 
liams Co, (Ford), is campaign 
chairman, He said new-car sales 
in January were only 12 percent 
higher than those in the like 
month a year ago, when “Buy 
Now” plans were born. 

Houser said new and used cars 
will be displayed around Public 
Square and on the Mall during the 
11-day event. Dealers also are ex- 
pected to be open every night until 
9 p.m, They now are closed three 
nights during the week. 

A giant rally for dealers and 
their salesmen will kick off the 
campaign, Houser said. 
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Daniels Succeeds Taber in Hartford |At Cadillac’s Detroit Branches... 
HARTFORD, CONN.—Richard D.| Canton, O., from 1950 to 1958, Taber 


pasishtarceararcettecat sas. t Games anceees..|  Sa@lesmen Vote for Teamsters 


merly held by the late Russell P. Daniels will retain the Taber 











Taber, He will operate as Daniels | personnel. Cadillac said the dealer- By Frank Gawronski gress, cutting five hours from the| The rest, Reuther explained, hay 

Cadillac-Oldsmobile, Inc., from the| ship’s employes have — < Staff Writer present 40-hour week. been frozen into base rates. 

Taber facilities, 1530 Albany. more than 600 years’ service w PURRED by its first victory in . . f Ex- 
Daniels was a Buick dealer in| the firm, S : ~ ae Union spokesmen said that with| The last plants o os 


automobile salesmen, the Teamsters | "°2t1y five million jobless now the | orp. Teturned feation of a leat 
Union is geeparing to sens a ew need for shortening the work week content by ‘UAW Local. 19 call AME 
drive to sign up dealers in the De-| is obvious. a four-month strike in Detroit, Ral 
troit area. According to Walter P, Reuther, The three-year contract, pati OHR’ 
After years of campaigning, Local | UAW President, most auto workers |+.-neq after agreements signed by 
376 won its first National Labor | #4 their wages increased 99 cents | +}. auto makers last year, will & - 
Relations Board|®" hour in the last 10 years by| pire March 31, 1962. De’ 
election ast month| ©Sc@lator clauses and annual im-|" Other UAW-represented plants, Do 
when new and used-| Provement clauses in company-/ wichigan and Ohio signed local Im 
car salesmen at Cad- | Union contracts. ts with the tool maker d . 
car s ae pacts wi e tool makers and ref pry 
illac’s three Detroit turned to work in the past month 





Territories Now Open 
FRANCHISES AVAILABLE IN | 








factory branches|Wage Gains Analyzed - ™ FOR! 

voted 29-28 for union representa-| nw 4 LETTER to local unions, Davidson Adds Cadillac Ed: 

ALASKA NEVADA tion. i Reuther said 55 cents of the ad-| Davidson Chevrolet Co. (Chevro.§ Fo 
Although the election outcome iS| vance represented an actual gain | let-Oldsmobile), Mobridge, S. D, 1 
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being challenged by General Mo-|in living standards, The other 44|has been named a Cadillac dealer Lin 
tors, Edward Petroff, Local 376/ cents, he added, were escalator | replacing Hepper Chevrolet, Ine, Mi 
business agent, is confident the | raises to match increases in living | which has terminated business, The e 
final NLRB ruling will give the} costs. new firm, headed by Roy E, David GEN 
union its first foothold in the ranks Only 10 cents of the 99-cents in- | son, will be located in the same Bu 
Ca 
Chi 
Ok 










EAST OF MISSOURI 


OREGON 


COUNTY 


of the city’s automobile salesmen.| crease can be affected by any | building occupied by Hepper Chev. 
Petroff said there are only a few| future declines in living costs. | rolet. 

salesmen among the 1,000 members | _ ae : ——— 

listed by his union. 
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“We have about 50 salesmen = Po 
| who are keeping up their union | Draw-Tite SP | 
MISSISSIPPI SOUTH DAKOTA | memberships despite the fact that on 
we don’t have any contracts with | a 2 
SOUTH OF CALHOUN COUNTY WEST OF STANLEY COUNTY dealers covering automobile sales- | To 
men,” Petroff said. is a T | - ime i 
wy Petroff blamed the NLRB’s juris- *Rev 
OMING dictional standards prior to October, s e | o*Tot 
EAST OF ROCK SPRINGS | 1958, which left most dealerships ro | ine 
and unions in the “no-man’s land” 2 
f labo lati b i th 
Inquiries invited regarding other areas aaa ‘aot aaa ee ee 
NEW CAR DEALER NLY union’s failure to sign up more . . 
aie salesmen and organize more deal-| HITCHES COUPLERS WINCHES 
erships. : : 
LEASE LEADERS OF THE WORLD Before the NLRB broadened its Neavy-Duty ers ane aes one on 
jurisdiction, Petroff said, the union : . u ' ' wi | 
was successful in organizing shop Hitch owners for boat, utility and small house DIA 
employes in 15 percent of Detroit's for up to 5000 G.W. Ibs trailers DIV! 
dealerships. > a - DOL 
= “Since Soueinns oe ah, “we COMPLETE LINE—Hitch in two sizes | FOR 
ave won three of four elections | soled. : : : 
and have filed petitions with the| os ie ne eee 3 zo | = 
board for 18 more among shop em- | ana line of improve am Tension | INT 
ployes.” Trailer Couplers. MAC 
* * * | STU 
NLRB Ruling Aids Drive CUSTOM HITCH FEATURES — One- WH 
ETROFF said the recent NLRB BALL SHOWS piece design . . . ready to install ... | way 
ruling also will aid the Team-| Cystom built for lorge boats, no welding or adjustments. Built for } yas 
Write: Information Director, ee its drive to organize the| horse and traveling house any car make or model. 
| . | trailers. Te 
| CARS RENTAL SYSTEM, INC. “In the past we tried to organ- | REGULAR SIZE clio oveiloble PRICED FOR PROFIT—A steady re- § —y, 
| Drawer 7126, Sunrise Station, Fort Lauderdale, Fic. ize one dealership at a time. We | for boat and utility trailers up Peat necessity for your customers who 
found that this didn’t work be- | 1, 2000 G.W. ibs. pull trailers. 24-hr. factory shipments. | —> 
TWX FTLDL 7845 Phone LOgan 6-4321 | cause most of the salesmen T 
| moved to other dealerships before | Drow.re, 
| we could get the election ma- | FOR FULL DETAILS SEND FOR FULL-LINE FOLDER ma — 
chinery set up,” Petroff said. | . rere G 
—- = — ————— =—————————SSSS=S=S=S= “There’s no sense in holding an iezeli yg dale ae Tari l a] 


Denti een DORAW-TITE MANUFACTURING CO. 


Under its new plan, Petroff said | 
the union will organize the sales-| Factory: Belleville 9, Mich. . Branch: Starke 18, Fla. 
men on an “association basis ac-| 
cording to make of car.” 

“We will form salesmen commit- | 
| tees in the different associations to | 
| work on contract provisions,” Pet- | 
|roff explained. “This way we will) 
set up and maintain standard con- 


a tity 
~ tracts for dealers handling the 
—_ same make of car. 
y iP (») | ) U € if (s) iN “We realize that indiviual con- 
tracts may cause an economic hard- 


ship on dealers and put them out 
oj . of competition, The new plan will 








a we [cL ies! 











ease the economic burden of indi- - 
. ‘ ‘ vidual contracts for dealers,” Pet- wet 

—DoV aE e& recs roff said. 
S x ; , R < i. < a - J » e ~ Petroff pointed out the new plan ee 
and unionization of salesmen will sell 

; “attract a better class of salesmen 

; who will have less reason to jump 4 
ONE © F | " | NV Wy ION’S from ae _ a fin 
‘ m 
1ARGEST AND MOST MODERN Unions Seek Shorter Week ~ 
EANWHILE, a demand on Con- ne 
PRODUCTION FOUNDRIES gress to reduce immediately) PROFITS DOWN? 2Qéecwgy | i 
the 40-hour week to 35 hours in the eff 
Fair Labor Standards Act was @ The KAYOT pontoon boat is the new idea of 
made last week by the AFL-CIO in safe, pleasant FAMILY boating. Ideal is 
executive council meeting in San for fishing, swimming, picnicking or just D 
ESTA 4. Juan, Puerto Rico. relaxing. poli 
The union leaders also threw . hea 
THE WHELAND COMPA ad their weight behind a drive in @ The KAYOT geteen boat will produce tur. 
. Congress to increase the mini- 7 sales to 10 demonstrations. tive 
FOUNDRY DIVISION mum wage from its present $1-an- @ The KAYOT pontoon boat is a quality I 





hour level to at least $1.25 an 
hour. The union also wants to 
extend the law’s coverage to re- 


product—service free after delivery—can 
produce more net profit for you than 
present car sales. 










tail, service and farm workers. C 

George Meany, AFL-CIO pres- @ Some territory still available. Write to- Int 
ident, said this was the first time day for your complete dealer franchise bee 
the labor movement specifically has information. acc 
gone on record for a statutory week the 
of five seven-hour days, _ 

Meany said union lobbyists would 1 
5 Sart ent umben Selibyiats swoute KAYE YACHT PONTOON BOAT CO. = 





amended in this session of Con- MANKATO 8, MINNESOTA 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 









































(U0. S. PRODUCTION ONLY) 
Week Week 
Ended Same Ended Total 
Feb. 29, Week, Feb. 21, Output, Marchi, Feb. 28, 
1959 1958* 1959 February 1958* 1959 
AMERICAN MOTORS 
we 8,400 3,705 8,489 30,342 31,203 64,658 
CHRYSLER CORP. .... 14,200 11,253 5,673 26,258 101,788 $77,719 
GORE .ccceccssecesssescssees 1,700 1,015 921 4,535 10,597 10,195 
SOE snsrcssssocsvesesessvenees 1,400 360 863 3,652 6,912 8,071 
EID. scceocenscocnceveveeveesese 3,600 1,724 1,940 7,375 15,737 18,815 
SIMI disincvcentsasieovsniore 500 285 542s, 111 3,142 3,724 
nth Piymouth ...................... 7,000 7,869 1,407 8,585 65,400 36,914 
FORD MOTOR. .............. 38,870 25,388 38,467 149,893 247,996 310,717 
ere ee 710 2 729 3,826 2,836 9,706 
SIGE - sccssthassceedbocusccsedeneeseie 31,890 23,031 31,593 122,761 214,063 250,704 
Thunderbird ............ 1,660 576 1,673 6,019 3,692 12,106 
ee 700 340 692 2,581 6,752 6,139 
SENET ssemeseuscenseseocenses 3,910 939 3,780 14,706 23,653 32,062 
GENERAL MOTORS .. 63,044 51,024 63,854 256,372 496,244 540,002 
a 6,852 4,972 6,589 27,827 61,185 63,143 
0 en 3,360 3,232 3,811 14,711 26,230 31,264 
oe 34,600 30,323 34,722 139,817 277,363 291,980 
SEED: esctindeeceutetice 8,832 7,453 9,145 35,927 74,927 76,620 
EID? shagencevesresomerenceven 9,400 5,044 9,587 38,090 56,539 76,995 
SP CORP 
Studebaker .................. 4,324 72 4,339 16,592 4,361 32,118 
Total Cars, U. S.** ....128,838 91,442 120,822 479,457 882,396 1,025,214 
*Revised. 
**Totals for 1958 include Packard production. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan.1 Jan. 1 
Ended Same Ended Total To To 
Feb. 28, Week, Feb. 21, Output, Marchi, Feb. 28, 
1959 1958* 1959 February 1958* 1959 
CHEVROLET ................. 7,300 5,533 8,362 32,359 48,945 67,153 
PT ecdasniciceninnich 170 100 166 621 962 1,143 
Te hd sliekahcciesinciied 70 67 50 218 495 453 
I ki cnc dnctiielinoseiade 1,900 1,236 1,926 71,576 9,053 14,946 
EE SS ee 6,500 4,667 6,329 24,970 42,396 53,447 
I dilate iierlinianensineticl 2,100 1475 1,752 7,312 11,045 15,428 
INTERNATIONAL ...... 3,320 2,329 3,252 12,965 21,344 18,242 
ae 360 360 356 1,422 2,528 2,883 
STUDEBAKER ............ 372 190 377 1456 1,072 2,314 
ag 364 372 369 1,431 3,295 2,901 
WHITE*** ........ 365 372 369 1,431 3,295 2,901 
MISCELLANEOUS** 74 50 74 291 462 601 
Total Trucks, U.S, ... 24,876 17,456 25,408 99,909 155,671 198,411 
Total Cars, Trucks, 
Si iiss ietnenbiipbinnaabana 153,714 108,898 146,230 579,366 1,038,067 1,223,625 
Total Cars, Trucks, 
INT Bitcaincscisensonesl 9,587 8,512 9,162 36,202 62,318 72,441 
Grand Total, 


U. S. and Canada ..163,301 117,410 155,392 615,568 1,100,885 1,296,066 


"Revised. 

**Miscellancous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 

***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
Mack totals. 

NB. All U. S. totals include cars and trucks for military orders. 








Misch Calls Financing 
A Manufacturer’s ‘Right’ 


(Continued from Page 42) 


est, therefore, to assure comparable 
credit, and comparable terms, to all 
of its dealers and all of the dealers’ 
retail customers. 


It is also in the manufacturer’s 
interest to assure the smaller dealer 
opportunity to grow, and to assure 
the dealer in the less-populous 
areas the same opportunity to 
prosper as those in metropolitan 
areas. 


erations as efficiently as possible, 
to place its products before the 
Public in the most favorable light 
Possible and to develop an effective 
and vigorous dealer organization to 
sell them. 


While the company must seek 
& reasonable return from any 
financing operations, just as it 
must seek a reasonable return 
on al] other phases of its busi- 
ness, the company’s main interest 
in financing must be to assure 
effective and efficient distribution 
of its products and such a goal 
is in the public interest. 

Distributing in the major metro- 
politan markets is not enough; the 
health and growth of the manufac- 
turer’s business requires an effec- 
tive national distribution system. 


It is in the manufacturer’s inter- 


Legislation ‘Unwise’ 
| IS logical to expect, therefore, 
that the presence of automobile 
manufacturers in the automotive 
financing field not only would as- 
sure greater competition but also 
would tend to improve the ade- 
quacy of service and to hold down 
the rates of retai] financing. 
Chrysler Corp.’s studies quite 
clearly reveal that the manufac- 
turer’s interest in financing—and 
the very existence of his right to 
enter the field—has tended to hold 
services up and the costs of financ- 
ing down, This—in addition to 
others cited earlier—is another and 
compelling reason why we believe 
legislation such as that now being 
considered is both unnecessary and 
unwise. 


* * 





Swiss Hike Show Area 


GENEVA, Switzerland.—The 1959 
International Automobile Salon has 
been scheduled for March 12-22, 
according to the Swiss Office for 
the Development of Trade, The ex- 
hibition area for cars will cover 
101,750 square feet, compared with 
93,000 square feet last year. 
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Chrysler Up Sharply .. . 





Output Tops a Million, 


m=: ms |Beats 58 by 15 Days 


(Continued from Page 1) 


units with the return of Chrysler 
Corp, plants to normal output, 

If the goal of 575,000 car assem- 
blies for March is attained, it will 
mark a 19.9 percent boost from the 
estimated 479,457 units assembled 
in February, when Chrysler Corp. 
was able to work only on a token 
basis due to the strike at Pitts- 
burgh Plate Glass Co, It also would 
be a 61 percent gain over the 357,- 
048 cars turned out during March 
a year ago. 

* * 

LTHOUGH most makers are 

running ahead of the same date 
a year ago in year-to-date assem- 
blies, Rambler, Studebaker, Pon- 
tiac, Ford Thunderbird and Edsel 
have shown the biggest gains over 
the first two months of 1958. 

Only Chrysler division, Plym- 
outh, and Lincoln have produced 
fewer cars during the first two 
months of this year than during 
January and February a year ago. 

Studebaker, which passed its 
total 1958 model run some weeks 
ago, turned out 4,324 cars last week 
to boost its year-to-date totals to 
32,118 assemblies, or nearly eight 
times as many cars as the company 
assembled during the first two 
months of last year. 

Its output of 16,592 cars during 
February also marked the highest 
monthly production of Studebakers 
since March, 1953, when 19,633 were 
built. 

= = > 
AMBLER, which has been mov- 
ing at a record-breaking clip 
since the start of the 1959 model 
run, built an estimated 8,400 cars 
last week to come close to its 
alltime high of 8,489 units assem- 

bled the previous week. 

Rambler production during the 
first six months of the 1959 model 
year also exceeded the total pro- 
duced during the entire ’58 model 
year, As of the week ended Feb. 
21, American Motors had turned 
out 162,740 Ramblers, compared 
with 162,182 units for the entire 
1958 model year. 

Pontiac assembled an estimated 
9,400 cars last week to bring its 
year-to-date totals to 76,995 and 
continue to hold second place 
among the five General Motors 
lines, Oldsmobile, with 76,620 as- 
semblies, is in third place behind 
Chevrolet and Pontiac. Buick has 
dropped from third to fourth place 
with 63,143 assemblies and Cadillac 
is fifth with 31,264 units built to 
date in 1959. 

= - . 
AlUtmovucs trailing Chevrolet by 
better than 29,000 units, Ford 
has shown a bigger percentage 
gain over the first two months of 
1958 than its biggest competitor. 

Ford division turned out an 
estimated 31,890 cars (excluding 
Thunderbird) last week to run its 
two-month total to an estimated 
250,704, compared with 214,063 
units during the corresponding 
period of 1958. Adding Thunder- 
bird to its total, Ford lists 262,810 
cars built to Feb, 28 this year, 
compared with 217,755 units a 
year ago. 

Chevrolet over the same period 
upped its output from 256,372 units 
during January and February last 
year to 291,980 assemblies during 
the first two months of this year. 

Thunderbird, which already has 
built over 28,000 cars in the 1959 
mode] run and is running 25 per- 
cent ahead of its ’59 model run, 
turned out 1,660 cars last week to 
run its ’59 calendar-year totals to 
12,106 units. During the first two 
months of 1958, the Ford unit 
turned out 3,692 cars. 

Edsel output also is running 
nearly 3% times ahead of a year 
ago, with 9,706 cars built through 
the first two months of this year, 
compared with 2,836 assemblies 
during the same period of 1958. 

* * 


Gr makers ahead of a year 
ago are Mercury, up from 23,653 
to 32,062 cars; Cadillac, up from 
26,230 to 31,264 units; Dodge. up 
from 15,737 to 18,815 cars; DeSoto, 
up from 6,912 to 8,071 assemblies, 
and Imperial, up from 3,142 to 3,724 
units. 

Off from a year ago are Plym- 


outh, from 65,400 to 36,914 assem- 
blies; Chrysler division from 10,- 
597 to 10,195 units, and Lincoln 
from 6,752 to 6,139 cars. 

In last week’s assembly opera- 
tions, Chrysler Corp, made the best 
showing over the previous week. 

Chrysler, with its Detroit plants 
on five day schedules and its Los 
Angeles, Evansville (Ind.), and 
Newark (Del.) units on three-day 
workweeks, turned out an estimated 
14,200 units last week, compared 
with 5,673 units a week earlier. 

Among other Big Three makes, 
Ford Motor Co, was up from 38,467 
to 38,870 assemblies and GM was 
off from 63,854 to 63,044 units. 

* * - 


| THE truck field, output dipped 
from 25,408 units a week earlier 
to an estimated 24,876 assemblies 
last week, but the commercial-car 
manufacturers still managed to 
finish February with an estimated 
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99,909 assemblies, In January, the 
industry turned out 98,502 trucks. 


Across the border, Canadian 
manufacturers turned out an est- 
imated 9,587 vehicles last week, 
compared with 9,162 cars and 
trucks a week earlier and 8,512 
vehicles during the week ended 
March 1 a year ago. 

Broken down, Canadian output 
last week totalled 7,992 cars and 
1,595 trucks. A week earlier, the 
makers turned out 7,759 cars and 
1,403 trucks. 

Vehicle output in Canada in Feb- 
ruary totalled an estimated 36,202 
units, compared with 34,790 cars 
and trucks rolled from assembly 
lines in January. 

* 





* * 


Rambler Output Passes 


°58 Model-Y ear Total 


DETROIT.—Rambler production 
for the first six months of the '59 
model year has exceeded the total 
for the entire "58 model year, ac- 
cording to Roy D. Chapin jr., 
American Motors executive vice- 
president and automotive division 
general manager. 

Chapin said 162,740 cars have 
been built since ‘59 production 
began last August, compared with 
162,182 for the entire ‘58 model 
year. 


Romney Expects Small Cars 
To Sell 3 Million a Year 


(Continued from Page 2) 


“is the settlement of the strike at 
Pittsburgh Plate Glass Co. At the 
time of the annual meeting and 
subsequent directors meeting on 
Feb, 5, there was every indication 
that this strike might indefinitely 
halt our automobile production. In- 
deed, it has restricted our output 
for the past several weeks. How- 
ever, this prospect of a production 
interruption of unknown duration 
is now eliminated and, beginning 
with the current week, we should 
be able to increase output to the 
limit of our present capacity. 

“As a result, we should achieve 
our production schedule of 100,000 
vehicles in the current quarter, as 
compared to 84,000 for the previous 
quarter ended Dec. 31.” 

His letter said the company is 
“very conscious of the desirability 
of dividend payments when justi- 
fied by earnings and operating ex- 
pectations.” 

“At the board meeting following 
the annual stockholders meeting, 
the directors reviewed the favorable 
first quarter results but in view of 


the then uncertain production out-| 


look as a result of the glass short- 
age, they decided that a dividend 
should not be declared at that 
time.” Romney said. 

However, they will again con- 
sider dividend action after the 
end of this quarter. The outlook 
for operations and earnings is 
now very favorable and is ex- 
pected to continue.” 

Romney said, “The compact car 
market has been expanded by new 
entrants, and Big Three sales and 
promotion efforts should accelerate 
the previous rate of expansion 
when these companies enter the 
compact car field,” he said. 

Romney said that “to be equal 
with the Rambler, the Big Three 


08 Earnings Up, 
Willys Reports 


TOLEDO. — Consolidated net 
earnings of $6,848,000 before inter- 
company and other interest on 
long-term debt were recorded by 
Willy Motors, Inc., and its subsid- 
iaries in 1958, according to Kaiser 
Industries Corp. Willys parent 
firm. 

The ’58 earnings compared with 
$5,010,000 the previous year. The 
figures include a nonrecurring loss 
of $633,000 in 1958 and a nonrecur- 
ring credit of $1.07 million in 1957, 
the report said. 

Willys reported a strong demand 
for Jeep vehicles late in 1958 and 
said sales thus far in 1959 have 
been higher than those a year ago. 

The profit was the largest since 
the formation of the firm in 1953 
following acquisition of Willys- 
Overland by Kaiser Industries. 
Willys Motors has been in the 
black since 1954. 


—~- 





compact cars must utilize single- 
unit or unitized engineering and 
construction, By duplicating our 
basic Rambler engineering and 
construction, the Big Three will 
make the engineering and con- 
struction of their big cars obsolete.” 

He cited these additional Big 
Three problems: (1) They must 
establish public acceptance for their 
compact cars, Recent industry ex- 
perience demonstrates that entirely 
new Big Three car lines do not au- 
tomatically achieve public accept- 
ance. (2) Big Three compact-car 
sales will compete most directly with 
their own big cars. (3) The compact- 
car impact on the Big Three is so 
fundamental that for the next sev- 
eral years their competitive struc- 
ture will undergo changes that can 
prove both costly and time con- 
suming. 


Dealers’ Volume 
Rebounds at End 
Of Slow Year 


WASHINGTON.—Dollar sales of 
franchised auto dealers rebounded 
in December to close a year 
marked by reduced volume, the 
Commerce Department reported. 

Dealers’ sales in December were 
put at $2,618 million, up 19 per- 


|cent from the November total and 


7 percent above the figure for 
December of 1957. For all of 1958, 
dealers’ sales totalled $27,373 mil- 
lion, a drop of 14 percent from the 
figure for the previous year. 

Sales of all retailers increased in 
December to a total of $21,174 mil- 
lion, 24 percent above the Novem- 
per level and 7 percent ahead 
of the December, 1957, report. 
The year’s sales of all retailers 
amounted to $200,353 million, a 
gain of $351 million over 1957. 


December sales of tire, battery 
and accessory dealers amounted to 
$249 million, up 28 percent from 
November and 9 percent ahead of 
December, 1957. For the full year, 
volume was $2,282 million, off $9 
million from the previous year. 

Service station volume in Decem- 
ber was $1,369 million, 2 percent 
above November and 6 percent 
ahead of December, 1957. The 
year’s total was $15,758 million, a 
gain of 5 percent. 


Rambler Depot Gutted 


ATLANTA, — A six-alarm fire 
burned out the Rambler-American 
Motors supply building, shipping 
and parts division at 935 Donnelly 
Ave. S. W. Explosions resulting 
from stored brake and hydraulic 
fluids spread the flames and gener- 
ated intense heat which caused 
metal beams to twist and buckle. 
The damage was estimated at 
$500,000. 
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and similar programs of other com- 
panies, designed to help men with 
ability but without adequate capital 
to get a start in the business, would 
have to be abandoned. These retail 
automobile dealerships, like others, 
have to participate in one way or 
another in the financing and insur- 





dealerships originally are owned or 
controlled by automobile companies 
they would, in effect, be prohibited 
from doing business. 

“(a) If, after separation from 
GM, GMAC continues its low rate 
policy and if other finance com- 
panies generally continue their 
high rate policies, GMAC will 
take a substantial part of the 
non-GM business away from the 
other companies, We certainly 
would call to the attention of our 
dealers the advantages of obtain- 
ing financing and insurance serv- 
ices from the lowest cost source. 

“(b) If GMAC raises its rates to 

the levels charged generally by 
other finance companies, competi- 
tive pressures will be reduced, Fi- 


GMAC Disputes 
AFC Figures on 


Time-Sales Share 





from Charles Stradellaj GMAC 
president, disagreeing with statis- 
tics given by the American Finance 
Conference, was read into the rec- 


Antitrust Subcommittee. 


whether ACF’s statement that in 
1954 GMAC’s share of the time 
sales of GM dealers came to 68 
percent was “substantially” correct. 


GMAC says that it is “incorrect” 


million for total retail financing in 
1954. GMAC says this should be 
$11,807 million. (Both figures are 
based on Federal Reserve Board 
statistics. 


Moreover, AFC assumed GMAC 
credit extended was $3,430 million, 


million. Using the same methods of 
calculation, GMAC arrives at the 


from GM dealers as 34.2 percent— 
not the 68 percent claimed by AFC. 


Dealers Elected Officers 


Of Rotary International 


EVANSTON, Ill.—Two auto deal- 
ers have been named district gov- 
ernors of Rotary International for 
the 1958-59 fiscal year. 


Wayman Cornelsen, owner of 
Cornelsen Motor Co., Fairview, 
Okla., is governor of District 575, 
serving 33 Rotary clubs in North- 
eastern Oklahoma. Charles H. 
Davis, vice-president of Murphy 
Oldsmobile, Ltd., Honolulu, is gov- 
ernor of District 500, serving 14 
Rotary clubs in Hawaii. 


Obituaries 


D. G. Chadderdon 

CHEYENNE, Wyo.—D. G. Chadderdon, 
41, owner of Chadderdon Motor Co. 
(Buick), was found dead in his car Feb. 
19. There was a gunshot wound in the 
head, evidently self-inflicted, police said. 
He was a former president of the Wyom- 

ing Automobile Dealers Assn. 

* * * 


Leander M, Funk 
BALTIMORE.—Leander M. Funk, 63, 
president of Funk & Ennis (Chrysler- 
Plymouth), died we, 6 ‘ 


J Miserendino 
CHARLESTON, 8, C.—Joseph Miseren- 
dino, who was engaged in the automobile 
business here for more than 39 years prior 
to his retirement, died Feb. 19 at a Charles- 
ton hospital. He was a former director of 
the South Carolina Automobile Dealers 


* * * 


William P, Powell 
ESDALE, N. C.—William P. 
an auto dealer, died Feb. 10 en 
hecptiel i 3 Greensboro, N, C. 














Beasley, 
60, an automobile dealer here for several 
years, died Feb, 24. 


ord of the hearings of the Senate| 


Senator Dirksen, Illinois Repub-| 
lican, wired GMAC to find out) 


GMAC says the true figure is $2,014 | 


percentage of sales GMAC had) 


ing of automobile sales. Since these | 


WASHINGTON.—A telegram) 


Barriers to Finance 
Assailed by Ford 


(Continued from Page 8) 


| SALESMEN needed 
because ACF used a figure $6,860) vill 
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nance rates and insurance rates 
will be higher and unnecessary 
extras will be pushed, Consumers, 
auto dealers, auto manufacturers 
and their employes and suppliers 
will be hurt. 

“Perhaps both of these develop- 
ments will occur: first, the growth 
of GMAC at the expense of other 
finance companies and then a rise 
in finance and insurance rates. | 





POSITION WANTED 


AS I AM BEING RETIRED from my em- 
| ployment (since 1935 with Chrysler ex- 
cepting three war years), I am looking 
for a new job. My experience includes 


HELP WANTED 
EE SES 


Neither of these developments is ° assignments as District Manager, Used 
pleasant to contemplate, In any usiness Vehicle Merchandising Manager, Regional 
Manager (cars and trucks), Division 


event, after the separation of 
GMAC from GM, the drive in 
GMAC to offer a streamlined fi- 
nance and insurance service at low 
rates will probably decline and dis- 
appear. 

“General Motors will continue for | 
years to benefit from GMAC. 

“General Motors may elect to 
fight this legislation in the courts. | 
If it wing and the legislation is 
finally declared unconstitutional, 
General Motors will have gained | 
additional years of competitive ad- 
vantage by having a finance sub- 
sidiary while other automobile 
companies did not have one. | 

“Even if GMAC is separated from | 
GM, General Motors will continue 
for many years to benefit from/| 
GMAC. The management personnel | 
of GMAC, its policies and tradi-| 
tions, and particularly its close re- 
lations with GM dealers will con- 
tinue after the formal] dissolution. 


Truck Manager and Special Vehicle Sales 
Manager. Previously with Hudson factory 
and distributor. Health splendid and am 
still willing to work and assume respon- 
sibilities, Would you care to discuss the 
possibility of my service being profitable 
to you? Ross M. Godshalk, 1259 Notting- 
ham Road, Grosse Pointe Park 30, Mich- 
igan—Phone: VAlley 1-7762, 


Management 
Representatives | 


Excellent opportunity with ma- 
jor automobile company for 





years’ GM experience—Age 33—Excellent 
references. South or west, Box 240, c/o 
Automotive News, Detroit 7. 


ACCOUNTANT AND BUSINESS MAN- 
AGER—30 years’ experience in Chevrolet 
and General Motors accounting; expert 
typist and stenographer; experienced in 
all phases of tax work. Address Box 229, 
c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


experienced men with account- 
ing background. 





State in detail qualifications, 
location preference and salary 
desired. 


Box 238, c/o Automotive 


News, Detroit 7. One of the most 


PROFITABLE 
DEALERSHIPS 








SALES MANAGER — Young, aggressive 
sales manager to handle complete sales 








In actual fact, it will be impossible | 40> ™ (Bis Three’ dealership, mid- 

to divorce GMAC from GM except | finry open, Sate ‘nperience and, hie YOU CAN OWN 
of time tory x 239, c/o Automotive ews, 

On balenen, it is hard to see|_Detroit7. oa is an import eee 


IMME DI. IATE OPENING -experienced 
heavy duty truck salesman for franchised 
Ford dealer with exclusive heavy duty 
truck distributorship twenty-three coun- 
ties northeast Florida territory. Excellent | 
opportunity five figure income for man | 
able to establish effective sales promotion 
program and produce sales with full 
dealership and factory support. Send 
complete resume business and personal 
background Box 1708, Jacksonville 2, 
Piorida. 


how good can come from this legis- 
lation, . .. 


Franchised FIAT 
DEALERSHIP 


Fiat Motor Company has 
now authorized us to ap- 
point additional exclusive 
dealerships in our area of 
Mississippi, Louisiana, Ar- 
kansas and Tennessee in the 
following key cities: 

TENN.: Jackson, Knoxville, 
Bristol, Union City, Kingsport 
MISS.: Hattisburg, Natchez, 





HELP WANTED as 


to sell THE CAR, 
BUICK ‘59. Will consider only qualified, 


Finance Men 

experienced men. Well established deal- ’ 

ership, good compensation plan. Live in We ll Take You to Our Leader 

the fabulous “‘Valley of the Sun."" Alr- | 1¢ you're a finance man who has made a good 

mail complete background and picture. | record as manager, supervisor—or even pres- 

Cc. W. Burns, Metropolitan Buick Com- | ident—we want to take you to our leader for 

pany, 621 North Seventh Ave., Phoenix. |, fine future with a big company that's get- 

Arizona. ting bigger all the time. Plenty of room for 
PROFITABLE SIDE LINE you to grow with finance and direct loan or- 





available to 





salesmen now calling on franchised deal- | ganization now operating in five states. Abil- Tupelo, Vicksburg, Laurel, 
ers in small towns, Advise lines now | ity and initiative are the principal guides | c | b 
carried, area covered. Edward Fiske Co., | we use for advancing personnel. Starting sal- | olumbus 


ary open to discussion; many advantageous | 
| company benefits. Tell us about yourself, en- | 
close a recent photograph and then we “tl ask | 
you to Cleveland at our expense. Write (in 
confidence) to: Eric Bruch, Vice President | 


SUN FINANCE 
Sun Finance Building Cleveland 14, Ohic | 
You'll meet our leader later. 


2 Depot Plaza, White Plains, New York. 


SERVICE MANAGER for San Francisco 
Bay area Volkswagen dealership. Approx- 
imately 35 years of age. Volkswagen ex- 
perience not necessary but helpful, Must 
be capable of handling all phases of serv- 
ice operation. Do not apply unless com- 
pletely qualified. Dealership established 
five years, Modern facilities. Salary open. 
Write Box 224, c/o Automotive News, 
Detroit 7. 


BODY SHOP MANAGER for large Chevro- 
let dealership, Age 30 to 45 years, must 
be experienced in all phases of body shop 
management, capable of handling $12,000 
to $20,000 per month customer labor. 
Character and credit references required. 
Mail complete background and recent 
snapshot: W. E. Black, Oden Chevrolet, 
Inc,, 333 San Mateo 8, E., Albuquerque, 
New Mexico. 


SALESMEN to sell the book “AUTO 
COSTS” which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand, High com- 
missions—No territory restrictions, Auto 
Costs, Box 224, New York 1, N. Y. 


$1,000.00 A MONTH selling automotive 
shelving—parts bin s—counters—gasket 
and tail pipe racks—shop equipment. 
Terrific commissions. Free 32 page cata- 
log—jobber discounts. BFC Corporation, 
2846 E. Hedley, Philadelphia 37, Penn- 
sylvania. 


CAR DISTRIBUTOR for major imported 
car distributor in southeastern states. 
State previous experience and automotive 
jobs held. Good pay and responsibility for 
right man. Please give references, Reply 
s ee 218, c/o Automotive News, De- 
roit 


NEEDED—DYNAMIC SALES MANAGER. 
Excellent opportunity for sales manager 
who is a terrific closer, Our salesmen not 
allowed to close deals. Qualifications: 30- 
45 years of age, good personal habits, 
sober. Must be a powerful closer. Our 
firm in business 16 years, very prosper- 


ARK.: Texarkana, Blythsville, 
Jonesboro, Pine Bluff 
LOUISIANA: Lafayette, Alex- 
andria 

As a Fiat Dealer you have 
| the strongest factory and 
distributor support in 
America for Import Cars. In 
less than 2 years Fiat has 
arrived in the top three spot. 
Prices range from $1,115.00 
up. 

As distributors of Fiat Auto- 
mobiles we are ready to 
answer any questions and 
invite your thorough investi- 
gation by qualified appli- 
cants. Apply by letter or 
phone to: 


E. R. MENGER, JR. 
Phone 3-1618 


ROUNTREE 


ENTERPRISES 


1705 Old Minden Road 
Bossier City, Louisiana 


FOR SALE: Major auto dealership in 
Shreveport, Louisiana, New car poten- 





MANAGER for prosperous central Florida 
dealership of Chrysler products and com- 
plete line of imports. Heart of citrus, 
cattle and mining district. Market grows 
10% each year. Must have top qualifica- 
tions and proven record. Living salary 
plus percentage of net. Send complete 
resume to Box 1022, Lakeland, Florida. 


WANTED: AUTO PARTS 








SALESMAN 
now calling on new car dealers in east- 
ern Pennsylvania, New Jersey and Dela- 
ware, to carry as an added line, new 
Stromberg-Carison Hi-Fi auto radio, Lib- 
eral commission paid on each radio sold. 
Write Box 235, c/o Automotive News, 
Detroit 7, Mich. for additional informa- 
tion. 


WANTED: Distributor for own protected 
area, Rollers for garages, filling stations, 
wash racks, Proven product—-No compe- 
tition, Rol-O-Wheel Co., 946 Velp Ave., 
Green Bay, Wisconsin. 


USED CAR MANAGER required by West 
Chicago suburban Chrysler products deal- 
ership. Established 35 years, 600 used 
car potential per year. Write Mr. Pollard, 
Pollard Motor Co., 210 N, York St., Elm- 
hurst, Illinois. 


TRUCK SALES MANAGER—Will be re- 
sponsible for all new and used truck 
sales, administration and management 
of office and shop for large truck center. 
Position requires thoroughly experienced 
man who is energetic and reliable, Write 
Mr. Pollard, Pollard Motor Co., Interna- 
tional Truck Dealer, 210 N. York St., 
Elmhurst, Illinois. 








f iia dee Galle 046 $14.8 pic acters tacks CLOSIN 
tan SAYS Oh Apvidieh Ok PistaGATION DATE Contract rates supplied upon request. 
WANT AD DEPT., AUTOMOTIVE NEWS, 965 EAST JEFFERSON AVE.. DETROIT 7, MICH. 
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DEALERS WANTED 
for 


Turner Sports 
Roadster 


a competitively priced sports car 
Choice Locations Available in 


New York, New Jersey and 
Connecticut 


Phone, wire or write 


NEMET IMPORTED CARS 





153-19 Hillside Ave., Jamaica, N. Y. 
Phone: JAmaica 35858 —— 
SOUTHEASTERN MASSACHUSETTS~ or 
Dealership handling Pontiac, Vauxhall, | Leadinc 
Rambler, GMC truck, 150 to 200 new pany * 
cars, 3 to 1 on used cars. Fifteen miles panies, 
from metropolitan city on U. 8S. Highway, now ur 


close to $1 million gross business with 
a substantial net. 16,000 sq. feet of 
building and body shop with ample used- 
car display. Can purchase business and 
real estate or business alone. Supply de- 
tails as to experience and financial posi- 
tion in confidence to Box 243, c/o Auto 
motive News, Detroit 7. 


SS 
Handling Lincoln-Mercury-Edsel-English Ford, 
Dealer assets consisting of current parts and 
accessories, shop equipment, office furniture 
and fixtures, signs and leasehold improve 
ments. For sale on fair basis by estate of late 
owner. In Austin, Texas, population 180,000, 
single dealer town, all lines except Plymouth 
and Rambler. University, State Capitol and 
Federal payrolls provide stable economy. Pur- 
chaser must have factory approval. Phone: 
GR 2-4121, or write Roy German, Director, 
P.O. Box 1170, Austin, Texas. 


MAKE MONEY FASTER with the new 
Alma Trailer dealer franchise. Many 
profitable territories still open, 
guaranteed sales areas. Minimum invest- 
ment, immediate deliveries. Completely 
new line with sensational features, new 
lower prices for fast sales. Write for 
catalog or phone 920 Alma, Michigan 
and ask Ken Mitchell about the new 
deal for Alma Trailer dealers. 


DEALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks, 
One person operation. Sleeps four in 
luxury. Only $2,495 retail F.O.B,. Texas 
—less liberal dealer discount, Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 








FOR SALE—<Automobile dealership han- 
dling new Pontiacs, Buicks, Oldsmobiles 
and GMC trucks since 1933, Located in 
historic Edenton, North Carolina, and 
within 12 miles of the new 20 million 
dollar government project at Harvey 
Point, N. C. Sale necessary to settle 

















ous, handling Dodge-Plymouth Renault- 
Peugeot. Starting salary $16,400 plus 
bonus, Write resume of experience to: 
430 Montgomery Street, Savannah, Geor- 
gia. Attention: Melvin Karp. Telephone: 





tial 564 units annually, gross sales $1,- 
500,000 annually, $75,000 will handle. 
Small balance in long term notes, Reply 
= = c/o Automotive News, De- 
roit 7. 








ADams 6-6121. 


ne 
ASSISTANT SERVICE MANAGER for 
Cadillac-Oldsmobile dealer with new, 
modern facilities in prosperous commu- 
nity of 50,000. Duties will include service 
sales, customer trouble diagnosis and 
assistance to the Service Manager in 


FOR SALE: A successful 32 year old deal- 
ership handling Chevrolet—the only one 
in Lewis County, This includes parts, 
tools, equipment and building. No out- 
standing accounts or used cars. Parking 
space for 50 cars, Reason for selling, 
owner wishes to retire. Duflio Chevrolet, 








supervision, Man selected should have Inc., Croghan, New York, 

Potential to relieve Service Manager 

whenever necessary, Attractive compen- 

sation plan gives this job a present as For Fast, Accurate Directions to 


well as a future. Contact Mr, O’Connor | SERVICE MANAGER—25 years’ automo- 
by phone, wire or personally. O’Connor tive experience, desires to locate in east 
Motors, Inc., Rome, New York, Phone: or southern states. Box 236, c/o Auto- 


1835. motive News, Detroit 7. 


Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 












estate. Contact: Wayland L, Jenkins, 
Co-executor, Aulander, North Carolina. ene 
Phone: 2171. — 
DEALERSHIP WANTED 
DEALERSHIP HANDLING NASH, sport 
cars or popular big car that can be dualled V 
in Hartford, Conn, area, No blue sky. 
Factory approval assured, Write or call: 
J. A. Murphy, 444 E, Sunrise Bivd., Ft. 
Lauderdale, Florida. Phone: JA, 4-0486. 
DEALER SERVICES 
Let Military Acceptance 
Help You SELL Imme 
MORE MILITARY PERSONNEL to 
Military Acceptance Corporation will help 
you make more auto sales to Military per 
sonnel . . . because: 
1. We finance up to 36 months, 
2. Cars may be taken overseas without 
refinancing. 
3. We finance, or refinance, anywhere in BEN 
the world, at low, money-saving rates, 
for officers and enlisted personnel of 1860 
pay grades E5 and above... on a 
simplified, non-recourse basis. 
MILITARY ACCEPTANCE CORP. T 
Dept. D, P. O. Box 2166, 800 Broadway Ho 
San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Military Personnel” § mmm 
(USAA Insurance available ea 
to qualified officers) 
eet 
Cc 
TWO ESSENTIAL SERVICES AUTO 
INVENTORY SERVICE Ff ments 
Parts, accessories and similar goods. engac 
APPRAISAL SERVICE live | 
Furniture—Equipment—Machiner y—Too! s The | 
For Buy/Sell Agreements, Annual Fiscai 
Reports, Tax, Banking and Insurance Positi 
Write for free trucks 
“Hidden Earning Power" booklet. th 
AUTOMOTIVE INVENTORY & APPRAISAL CO. e ¢ 
10040 Freeland Ave. Detroit 27, Michiga® § motiv 
WeEbster 3-6445 vas 
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DEALER SERVICES 
—OO— 
Air Force Cadets 

No Down Payment 


36 Months to Pay 
Low Bank Rates 


We hardle all branches of the service, tech. 


CARS FOR SALE 


1958's 


DEALERS ONLY 





Full 
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CARS FOR SALE 


VOLKSWAGENS 


Americanized, with double bumpers, 
erette, directional signals, AS | glass. Im- 





mediately available New York new 1959's and 
clean 1958's, Lowest prices. 





CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


and officers, No dealer liability. Car 
may be taken overseas, 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS 


3-6356 2625 Broadway 
e San Antonio, Texas 


—_ 


—all hardtops with automatic transmission, 


sTOP LOSING NEW CAR SALES! Dis- | power steering, radio, heater, padded 
cover how much your competitors’ care | dash and windshield ' washers — Sulekha, 
really cost, The book, ‘‘AUTO COSTS,’ Olds and Cads with power brakes and 


whitewall tires— 





ves you the factory invoice prices of | 


25 forei | e 
cl ena ie Nigger Poe Agee gene These are clean low mileage cars for || 


4 American trucks and all their equip- ‘ - : 

ment. Used by dealers and banks nation- = in = bg we for to Ww. 
wide, Order your ‘59 edition today for | tinaie. Chie ec inside storage a . 
only $10—-three year subscription $18 Kinzie, Chicago. 

(including all supplements). AUTO} . . . . 
COSTS, Box 224, Dept. 3Z, New York | For information call, write or wire 
1, N. Y. | 


HERTZ RENT-A-CAR 


9 W. Kinzie 
Chicago, Illinois 
DElaware 7-7272 





BU SINESS OPPORTU NITIES | 
USED CAR LOT, 45 miles from Los An- | 
geles, 5 miles from new Pacific missile 
range. Nothing to buy, fully equipped. 
$100 a month, $2,750 for improvements. | 
Box 241, c/o Automotive News, Detroit 7 f 
3 “MAILING LISTS 


DEALERS MAILING LIST —Ford, 
rolet, Plymouth, DeSoto, Chrysler, 








‘Chev- | 
Olds- | 


mobile, Pontiac, Buick dealers. Complete 





VOLKSWAGENS 





Save Money on Volkswagen Imports 


Order for delivery within two to three weeks 
new 1959 Volkswagens, 
into the ports of New York, Jacksonville, 
Houston or Los Angeles, and save about $75 
per automobile. 


your choice of colors, 


ALKEL CORPORATION 
54 Franklin St.—4th Floor 
New York, New York 
BEekman 3-6510 





CARS WANTED 





WE BUY 
FOREIGN CARS 


NEW OR USED. ALL MAKES, ALL MODELS, | 
INCLUDING DISTRESSED MERCHANDISE. | 


| Box 227, c/o Automotive News, Detroit 7.| 





WANTED: Seven passenger Cadillac limou- | 
1954 models or up. Must be clean. | 


sines, 
Box 207, c/o Automotive News, Detroit 7. 


— tab is. 35k s14 — Box SEVEN PASSE NGER ‘CADILI LAC limou 
addressed labels, 35M, per . Box | Ms ° 
242, c/o Automotive News, Detroit 7. | —_— NE. San a aan To = 
_—  4eoono % . a 8. Sandy, Portian 2 re. 
WILL BUY—LEASING | a = ee _ 
— —— TOD-O-CAR, INC. WANTED: BUICK 1953 Skylark—from 
027 
AUTO LEASING COMPANIES east coast. Must _— = 237, c/o 


1415 Haines St., : 
Philadelphia 26, Pa. 


WaAverly 7-3500 


OR LONG TERM LEASES WANTED 
Leading national car and truck leasing com- 

will pay cash for auto leasing com- 
panies, or car or truck leases, or vehicles 
now under lease. Please send full details. 

CAR PLAN, INC. 
735 Port Washington Bivd., 
Port Washington, N. Y. 


Immediate Delivery 





~ CARS FOR SALE  — 
1959 sedans, convertibles, 


Karmann Ghias, Micro Buses, 
All commercial models. 


VOLKSWAGENS 


Automotive News, 
PARTS FOR, SAL Ee 





Brand New Oldsmobile 
PARTS FOR SALE 


25% below dealer cost. Years 1946-53, chassis, 
body & e 
shields an 
answered promptly. Leslie T. Haskins, 
467-448 Washington St. 
setts. 


ine. Heavy quantities of moldings, 

nd Hydra-Matic parts. All oo 
nc 
Wellesley, Massachu- 
“Our 30th Anniversary.” 





LLOYD PARTS—Orders shipped promptly. 


Al Lioyd Motors, Inc., Fort Lauderdale, 


Florida. 
N. C., S. C., GA. Representative: aa an Sen 
AGUA 958, CN / r 58, 
Buy From The Largest J. C. Clanton, Darlington, S. C. Benz 1958, Porsche 1957, Triumph 1956, 
‘ Phone: L. D. 2 Morris Minor 1957, Prefect 1948. Weller 
And Most Experienced Auto Parts, 2525 ‘Chicago Drive South- 


VW Supplier 


We sell only the best ‘5és 
through ‘59s — All models 
available——No red tape—No 
waiting. Shipments to South §| 
and West Coast ports. Orders 
for 1 to 100. 

Complete American models. 
State inspection guaranteed. 


VALENTINO 
MOTORS, INC. 


“It's easy to do business in 
Baltimore" 


4709 Bel Air Road 





1958 MODELS 


Bel Airs 500s 
Belvederes | 
Hardtops and Sedans 


Fully equipped. Reconditioned and ready 
for your showroom. 


Wholesale $1 ( 82 


only 
No charge for delivery 100 mile radius. 


Wholesale 
only 


Also, a large selection of ‘55s, ‘56s, "57s. 


Conveniently located on Rovte 219, 25 
miles north of Johnstown, Pa. 


Phone @ Write @ Wire 





SIMCA PARTS — 35% 


west, Grand Rapids, aciehigae. 

OFF Simca Parts 
All orders shipped C.0.D. day 
c/o Automotive News, 





Book list. 
received, Box 132, 
Detroit 7. 





Ford and Mercury 
Parts 


» Year 1940-53 
- 75% Discount. 


New, 
50% 


We specialize in new, obsolete, genuine Ford 
and Mercury parts. 
pany, Prescott, Arizona. 


Prescott ‘Salvage Com-_ 





PARTS WANTED | 





WANTED: Chevrolet and Ford obsolete 


parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack's Auto Parts, 606 
Anderson Ave., Cliffside, N. J. Phone: 
WHitney 3-6666. 


TRUCKS FOR SALE 








Baltimore 6, Md. 


HA 6-4700, Mr. Grillo J&P AUTO MART 


705 Philadelphia Ave. 
Barnesboro, Pa. 


es Pores: Williams 8-6040, 8-9714, 8-9962 | 
| 
re 


VOLKSWAGENS oe 
Sedans, Ghias, Buses P E U G E Oo T S 











22 
M 





USED 
GMC TRACTORS 


1955-1956 Model 632 
Equipped with: GMC 503 


Gas Engines, Fuller Roadranger Transmissions, 
Timken R-140 Single Reduction Axies, 


12 Ply Tires and many, many extra features. 
uch better than average condition. 40 units 


available, Locations—various from Chicago to 
Houston and points east, Direct all inquires 


ee pas msi (Like New — 
SS 1500 to 4000 Miles) |)” 








Immediate delivery direct shipments 
to NEW YORK, JACKSONVILLE, 
HOUSTON 
Contact: 


Foreign Car Division 


BENTON ENTERPRISES, INC. 
1860 Broadway, New York 23, N. Y. 
Phone: Circle 5-0630 
Texas Division: P. O. Box 578, 
Houston, Texas, CApital 7-5260. 


Call Mr. Bishop 


Collect 


NEW YORK CITY 
DEfender 5-1630 


VOLKSWAGENS 
‘ ‘59’ ’ 


Sedans—Sunroofs—Convertibles 
Continuous supply, will ship 














COMPLETE “EXPOSURE” 


AUTOMOTIVE NEWS Classified Advertise- anyenere, 

ments reach an estimated 156,000 readers, Call, Write or Wire 

engaged in every branch of the automo- 

tive industry from Maine to California. NANA TRADING CORP. 
120 Wall St., New York 5, N. Y. 


TWX NY 1-4811| «: 


The place to start advertising for help, 
Positions, dealerships, lines, used cars or 
trucks, parts and shop equipment is in 
the classified want ad columns of Auto- 
motive News. 


ne a tr RE 


BO 9-4747 








LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 





949 + %-ton 


GMC TRUCK & 
COACH DIVISION 


603 West 23rd Street 
New York 11, New York 


TRUCK 
AUCTION 


March 6th.—11:00 A.M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 





FORD TOW TRUCK 


in excellent condition, Power 


$750.00 


WILL AUTO PARTS 
Wilson Road, Ingleside, Illinois 


inch, 











MISCELLANEOUS 


TRUCKS WANTED 


LATE MODEL TRUCKS WANTED—All 
makes—long wheelbase, short wheelbase, 
dumps, tractors, and tandem trucks— 
with or without bodies, Write or call 
Bill or Marvin Fishel, 717 South Vande- 
venter, St. Louis 10, Missouri, Phone: 
FRanklin 1-1750. 


WANTED: LATE MODEL WRECKER 2-/| 
ton chassis equipped with number 525 
Holmes crane. George T. Crosby, 350 
West Morris St., Bath, New York. 
Phone: Bath, PR 6-3052. 





BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 








DECAL TRANSFERS 

TRUCK DECALS; no charge for sketch; | 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, | 
Cleveland 3, Ohio. } 





SHOP EQUIPMENT FOR SALE 
|120 GE NERAL STEEL, BERGER BINS. 





Good condition, many only four years 
old, Major Chevrolet, Long Island City, 
New York. AStoria 4-0700, Mr, Schu- TOW Ss GUIDE 
macher. 
ANTIQUE OARS POR SALE With ae Swivel 
FOR SALE: 1922 CHEVROLET —runs Action 
good—looks good. New tires. To be sold Hook-U 


Four Sane. 


to highest bid received on or before DEALERS' SPECIAL O.8. facies Net) 
March 16, 1959 at 12:00 noon at Go-More 

Chevrolet Co., Washington, North Caro- $44 85 Fed. Tax Included 
lina. Telephone: WH 6-5171. Make us = 

an offer. 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


MISCELLANEOUS 

| FOR SALE—Two movable used car office 
buildings and equipment; 10 foot by 20 
foot frame, metal siding; 8 foot by 8 
foot frame, asbestos siding. Ramp, large 
neon used car sign, gas heater and furni- 





= . "a. .. Fon contact: Dick PILOT ISTRIBUTING co. 
a , 14446 ichi . Dearbo Michi- | 
a Phone: LUzon 2-499. . = ; BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canedian Distribyters 


FIVE WHEELS, LTD. 


599 Y 
Toronto, 


The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 
$5] 45 


“WRIST ACTION” 
Incldg. BRAKE HOOK-UP 
TowKinG \.c2's; 545° 
TRAIL-KING $37.50 
Fast Pickup & 

Fits 2" Ball 


WE STOCK PARTS FOR 


RED ARROW TOW BARS 
Protecto Covers (Taller as 26 a $3.50 


SAPerY cHAMS, set of 2, a 
Tow Bar Sales Co. 


Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-87!17 
40 So. Clinton St., Chic 





1959 PRICEMASTER 


The encyclopedia of dealer cost prices of all 
American cars, three trucks, 25 foreign cars 
—plus all optional accessories — Shows ail 
Standard Equipment for All ——yry | 
subscription price—$10. 5% discount for ca 
with order, All supplements free. DEALERS 
|AND AUTOMOTIVE AFFILIATES ONLY — 
|NOT SOLD TO THE GENERAL PUBLIC. 
ORDER YOURS TODAY!!! 


K-B SALES CO., INC. 


Dept. D-1, 924 lith Street 
ROCK ISLAND, ILLINOIS 





| CONVERTIBLE TOPS. $18.75. Jeep tops, 
72.20. Headlinings, $12.50. Free cata- 
logue. BIG BUCK, 500 Rantoul, Beverly, 











PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 
Property and Supplies. 


General public and dealers are invited to bid. Invitations to bid listing cars 
and trucks, together with instructions to bidders, may be obtained by writing 
to: 


Ralph B. Manley, Jr., Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 








AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TO eee Pee eee eee eee eee eee eee eet eee ee ee ee eee eee eee ee eee eee ee eee ee 
Street Address........... eoccccccccccccccccccccccces SOMO NBiccccccce 
City eee eee eer eeee eee eee eee ee eee eee eeeeee Giahe. 6c ai6dsecekenun 
TRADE CONNECTION: 
Car Dealer [] 1 Truck Dealer [) Manufacturer [] 
Jobber [] Insurance O Financial [1 Supplier [] 

Mahe OF Gai vccccccnccccccnescasncececstcedsee Mskesibnccssinawme 

3-2-59 
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A Mighty Important Report... 


But He’s Sure 
of His Facts... 


Like a good lawyer, this up-and-coming automotive 
executive can’t carry all the statistics, facts and fig- 
ures on the automotive industry around in his head. 
But he has to know—and does—where he can put 
his hands on this vital information when and wher- 
ever it’s needed. 


And like the men who have come before him—and 
the men that will follow—he relies heavily on the 
one completely authoritative source of the automo- 
tive industry—the AUTOMOTIVE NEWS 
ALMANAC. 


This is hardly a rare case in the automotive industry. 
Hundreds of times each day, influential people in the 
industry, manufacturing executives as well as car and 
truck dealers refer to the ALMANAC for infor- 
mation they need—immediately! 


e A car dealer in Oklahoma City wants the total 
new car registrations in the state—it’s in the 
ALMANAC! 


e A truck dealer in Minneapolis wants the con- 
sumption of fuel and oil on farms in the U. S.— 
it’s in the ALMANAC! 


e@ An automotive designer in Dearborn wants to 


know who first introduced air suspension on cars 
— it’s in the ALMANAC! 


A production executive in Albany wants to know 
the production of cars in the past 20 years—it’s 
in the ALMANAC! 


A sales manager in New York wants the number 
of franchised dealers in the U. S.—it’s in the 
ALMANAC! 


It’s a complete picture of the automotive industry, 
and it’s all contained in one source! 


This year, over 47,000 car and truck dealers and 
factory executives will refer to the Almanac over 
and over again. That’s why it’s your biggest adver- 


The most influential publication in the 
automotive industry. 


YEAR LONG USE... 


YEAR ’ROUND 
EXPOSURE! 


tising bargain of 1959. In fact, you can't afford not 
to put your product before this important audience. 


Contact your AUTOMOTIVE NEWS representative 
today. He'll welcome the opportunity to tell you 
all about the Almanac. 


Ee 
CLOSING DATE . MARCH 16 (first forms) 
NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 

CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 





